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Agents’ Association 
' Asks IEA to Study 
Crop Risk Program 


Sees Danger That Government May 
Expand Plan to Include All- 
Risks Coverage 


AIA MEETS AT CLEVELAND 


esolution to Condemn Architects 
for Specifying Agents on Con- 
tracts Is Tabled 


By Epwin N. Eacer 


Cleveland, Sept. 23—The National As- 
sociation of Insurance Agents is going 
‘to ask the Insurance Executives Associa- 
tion if the latter will undertake a thor- 
ough study of possibilities of companies 
underwriting general crop risks on a 

rofitable basis. The IEA earlier this 
| year presented a report on flood hazards, 
“based upon an engineering survey of 
flood areas, and arrived at the conclusion 
Mthat flood insurance cannot be profit- 
‘ably handled by private insurers. 

This decision to submit to the IEA a 

roposition to study crop insurance pos- 

was voted by the national 

board of state directors at their first 
eeting Monday night during the 56th 
al convention being held here. 
President James F. Van Vechten and 
Vice President Walter M. Sheldon took 
in presiding at this session at 
practically every state, plus 

waii and Puerto Rico, were repre- 


Herndon Presents Report 
— Maurice Herndon, Washington repre 
Msentative of the NAIA, presented his re- 
g ort in which reference was made to 

Ossibilities of the Government in 1953 
xpanding its crop insurance program, 
Pwhich since 1948 has been conducted 
‘pon an experimental basis, with only a 
Mew crops involved and only a relatively 
lew sections of the country used for trial 

Tposes. 

After Mr. Herndon had _ finished, 
Robert Maxwell, Texarkana, Ark., mem- 
Mer national executive committee, pre- 
sented the dangers of an expanded Fed- 
Mal crop program that could include a 
complete all-risk program on a perma- 
Ment nationwide basis. Chances of Con- 
Mress approving such legislation would 


(Continued on Page 44) 
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Home Life N.Y. Holds 
Unusual Conference 
Over a Week End 


Practically All Officers Gather for 
Uninterrupted Discussion of 
Over-all Company Matters 


FIND METHOD PROFITABLE 


Away-From-Home-Office Meeting 
Found to Have Advantages; 
Kind of Subjects Discussed 


Home office executives of the Home 
Life of New York held a three days’ 
session at Pocono Manor, Pennsylvania, 
September 12-14 at which an over-all 
view of a number of the company’s op- 
erations was given, heads of departments 
were able to understand more clearly, 
in an over-all viewpoint, the individual 
problems of the various departments, 
and the opportunity was afforded for 
closer personal acquaintance. While 
gatherings somewhat similar to this type 
have been held in home offices of insur- 
ance companies this is believed to be the 
first time that so many head office exec- 
utives of a large company have gath- 
ered away from home for such a pur- 


pose. 
37 of 41 Officers Present 

“In a home office, for such a large 
percentage of officers and other execu- 
tives to leave their desks at one time 
is not practical,” said one of the Home 
Life’s officers to The Eastern Under- 
writer. “Anyway, a lot of time would 
be consumed in conferences lasting so 
many hours because of telephone inter- 
ruptions and the appearance of impor- 
tant callers who would require attention. 
There are plenty of conferences in home 
offices of a departmental nature when 
an entire legal, investment or sales pro- 
duction staff convenes, but at Pocono 
Manor we were ab’: to convene by 
ourselves and get authorative informa- 
tion as to various inter-related activities 
of the company so that almost the entire 
executive organization of Home Life 
was able to obtain at first hand facts 
about all of the subjects under review.” 

At the Home’s conference were 37 
of the 41 officers. They remained in 
their offices in lower Broadway until the 
middle of the afternoon of September 
12, a Friday, when most of them took 
a 4 o'clock train, the balance of them 
leaving by motor car. Dinner was eaten 
at the Manor and promptly at 9 o’clock 
came the first business session. It was 
conducted by President William J. Cam- 
eron who outlined the purpose of the 
meeting, the background leading to the 
arrangements and what was hoped to be 
accomplished by the sessions. 

The Agenda 

At 9 o'clock on Saturday morning 
William P. Worthington, executive vice 
president, called the meeting to order. 
The first subject reviewed was the law 


(Continued on Page 16) 
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ohn Hancock Agency Leaders Convention 


The General Agency Leaders of the John Hancock Mutual Life Met in Convention 
This Week at Hotel Statler in Washington, D. C. Among Home Office 
Speakers Were Paul F. Clark, President; Byron K. Elliott, Execu- 
tive Vice President, and R. Radcliffe Massey, Vice 
President in Charge of General Agency Dept. 


A vast market for the sale of life in- 
surance exists among prospects who al- 
ready are insured, but whose protection 
is inadequate, President Paul F. Clark of 
the John Hancock Mutual Life told the 
convention of his company’s agency 
leaders. 

Stating that 70% of American families 
who own life insurance are protected 
for less than the equivalent of 18 
months’ income, Mr. Clark pointed out 
that the agent’s responsibility does not 
end with the writing of adequate life i in- 
surance; he must also take an active in- 
terest in getting the kind of Government 
which will stem the inflationary trend 
so destructive to the hopes and plans 
of those who have placed their faith in 
the future in the hands of life insurance 
companies. 

Resistance to Socialism 

“The major task of the life insurance 
agent,” said the John Hancock’s presi- 
dent, “is to show his clients how to pro- 


Fabian Bachrach 
MASSEY 


R. RADCLIFFE 


vide adequate life insurance to make up 
the deficiency in his family’s protection 
resulting from the decreased purchasing 
power of the dollar.’ 

Defining the preservation of liberty 
and the resistance to creeping socializa- 
tion as America’s first line of defense, 
Mr. Clark asserted, that “the only way 
free men can remain free is to continue 
to meet their obligations individually. 
When they abdicate even one iota of 
Personal responsibility for their depend- 
ents to the state, they start the process 
by which they can be absorbed by bu- 
reaucracy. 

“I hope and_ believe,” he continued, 
“that the American spirit is too strong, 
too ingrained, ever to knowingly ex- 
change personal independence for a gov- 
ernmental dole, but if such a calamity 
ever should descend on our land, it 
would stand as a confession of the fail- 
ure of the life insurance companies and 
their agents to meet the challenge of 
the times. 

“Men have it in them to govern them- 
selves, to provide for their own, to work 
for their daily bread. No government 
ever existed which was bigger than the 
spirit of an individual. It is, therefore, 
man’s personal tragedy, man’s individ- 








A. F. Lydiard 
EELIOTT 


BYRON K. 


ual failure, when he becomes the crea- 
ture of the state. 

“One way to make certain that future 
generations of Americans will not have 
to cope with a personal tragedy that our 
indifference bequeathed them is for all 
of us to cast our vote on November 4 
for the kind of local, state and national 
Government that will allow a man to 
walk upright, to meet life with personal 


is to use the im- 
which is en- 
strengthen 


courage. Another way 
plement of life insurance, 
trusted to our hands, to 
man’s self-reliance.” 


Always a “God Buy,” 


Terming the men and women of life 


Savs Elliott 


insurance “the army of independence,” 
3yron K. Elliott, executive vice presi- 
dent, John Hancock Mutual Life, chal- 


lenged the convention of that company’s 
general agency leaders to “a_ fighting 
campaign, in election years and in non- 
election years, to give our public servants 
confidence in the individuals who make 
up America, to believe that they can 
and will solve their destiny in their own 
Way.” 

There is no time 
time te buy life insurance, 


gor od 


Judge 


that is not a 
said 


Elliott. However great a problem 
changes in money values may be, life 
insurance is not without its sound rea- 


sons of necessity for every American. 
“When the history of this period is writ- 


ten, it may well appear that today was 
the best time to pay for life insurance 
or to make any contract for the future 


delivery of dollars,” said the speaker. 
“In the long series of inflationary cycles 
we have had in the past, such a moment 
has often appeared at the pe ik. In any 
case the payment of premium dollars 
commenced in any part of a cycle will 
have a tendency to assume (an average 
value over a period of years 
Characterizing the ar be- 
tween a life insurance company, its 
agents and policyholders as one of mu- 
tual profit, Mr. Elliott said: “Through- 
out the entire fabric of our organization 
all of our relationships are basically two- 


Engelsman to Retire as General Agent 


One of Most Colorful and Well-known Production Managers 
in Country; Famed, Too, as Educator, 


Writer and Speaker 


Ralph G. Engelsman, general agent, 
Penn Mutual Life, New York City, will 
retire as head of his agency November 
1. He will remain with Penn Mutual as 
a personal producer and devote most of 
his time as a consultant on sales pro- 
motion plans and lecture work. 

Almost from the time he entered life 
insurance in 1919 he has attracted atten- 
tion. As an agent—almost a boy agent— 
he began to write policies on persons 
in the theatre and others in the color- 


ful life of the metropolis. And soon 
after entering the field he showed a 
flair for sales egg ae ideas, some 


of which were novel, all of which were 
effective and many of which have been 
copied. By the end of his first year he 
was invited to become a lecturer on 
salesmanship at New York University 


Life Insurance Training Course, where 
he became associated with Griffin M. 
Lovelace, Vincent B. Coffin and James 


Elton Bragg. With Messrs. Lovelace 
and Coffin he conducted summer training 
courses in Rochester, Buffalo, Oklahoma, 
Providence and Boston. At the Memphis 
meeting of Million Dollar Round Table 
in 1927 he was youngest member at the 
meeting. 
25 Years a General Agent 

Mr. Engelsman was appointed general 
agent for Penn Mutual in New York 
City in 1928, starting his agency from 





ENGELSMAN 


RALPH G. 


scratch and producing paid-for business 
of over $3,000,000 in his first year. He 
soon built one of the most successful 





F. Lydiard 


PAUL F. CLARK 


For each contribution each of us 


way. 
makes for the benefit of another, there 
is some type of return to us. It seems 


to me that your skill as agents in selling 
life insurance is not so much in con- 
vincing a man to change his mind at it 
is in finding out what his problem is, 
as he sees it—not as you see it—and 
then making life insurance work as the 
means to solve it. Doubtless you have 
known men who by virtue of a 
vigorous application of personality and 
other such techni: jues, could overpower 
almost anyone’s resistance to buying a 
life insurance policy; but you also have 
observed that when a policy is sold by 
one man’s domination of another, it 


some 


rarely stays sold by itself, and must be 
sold again. 

“Are not the real, the lasting, and 
perhaps most dramatic sales that you 
have made, those where you have been 


(Continued on Page 15) 


full-time agencies in the Metropolitan 
district. 

He was chairman of the General 
Agents and Managers Conference at the 
1932 NALU meeting in San Francisco 
In 1935 and 36 he was president of the 
New York City Life Underwriters As- 
sociation, and in 1941 of the New York 
State Association. In the latter office 
he inaugurated the now-famous Annual 
Saratoga Meeting. In 1939 he was pro- 
gram chairman of NALU convention in 
St. Louis where he brought such cele- 
brated speakers to the 50th anniversary 
as Harold Stassen, Ruth Bryan Owen 
Rohde, “Branch” Rickey, Matthew Woll 
and Louis Pink. He will be program 
chairman at the 1953 NALU meeting at 
Cleveland. He is immediate past presi- 
dent of the Midtown Managers Associa- 
tion. 

Mr. Engelsman 
of the Payroll 
United States Treasury during World 
War II, the sales organization he built 
up inducing more than 27,000,000 people 
to buy War Bonds by authorizing regu- 
lar deductions from weekly pay cl 

fe has lectured in more than 100 cities 
in the United States and Canada, is the 
author of nine 
and numerous 


oo on salesmanship 
articles. He is a member 
of the New York ad 


Table 
With painting jn oils as his hobby he 
recently has had two successful shows 





national director 
Plan of the 


was 
Savings 





-] 
1eCKS 


one in New York City and one at Bel 
grade, Me., where he spends his sum 
mers. 


Of his retirement Mr. Engelsman said: 
“This is my 34th year in the life insur 
ance business and my 25th as general 
agent for Penn Mutual. I think the time 
has come when | should do some other 
things I have long thought about. T 
keep my hand in, I plan to carry out a 
reasonable, modest personal production 
and I also hope to introduce some ideas 
to the industry whi ch whave been taking 
form for many years.” 
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Human Relations Key 
To Future Progress 


VIEW OF DEVEREUX JOSEPHS 





New York Life President Addresses 
LOMA Annual Meeting in 
Atlantic City 





Atlantic City—Tremendous strides in 
productivity among life insurance office 
workers have been made in the past 


Devereux C. Josephs, president 


of New York Life 


annual con 


said addressing the 
ference of LOMA. 
f his own com- 





Citing the experience o 
pany, Mr. Josephs said, “our average 
efficiency, the output of work per man- 
hour of labor, increa about 31% be- 
tween 1940 and 1950.” In other words, 
he pointed out, “if we had continued 
our 1940 methods unchanged for 10 
years, it would have required 31% more 
labor to get the work done in 1950— 


sant employment of 








yple.” Even without 
yrkers, the payroll 
doubled in the decade, due to increases 


wage rate as set by com- 





anization has accounted for much 
of the change, Mr. 


e . , 97 ; Ws45 _ P le 
measure of the addition of machines be- 


Josephs stated, some 


ing found in the rise of investment per 
worker from $70 in 1900 to $140 in 1920 
and $260 in 1950. 

“We are only on the threshold of an 
expanded rate of capital expenditure 
which will give the white collar worker 
the effectiveness that we can expect 
from full utilization of diatiens technol- 
ogy,” he added, pointing to the $1,700 
machine investment per worker in pri- 
vate industry as a whole. Life insur- 
ance being an expanding business, these 
productivity increases do not result in 
disemployment, Mr. Josephs. said. 

Sets Up Department on Methods 


So important is the matter of meth- 
ods and procedure and worker efficiency 
that New York Life has established a 
separate department to study and recom- 
mend changes. With all the new ma- 
chines, the individual worker remains 
the key to successful operation, Mr. 
Josephs counseled, and human relations 


should have top management priorities. 
“Each generation calls for leaders of 
different skills to reach what may at 


he time be the most important objec- 
tive,” he said. “We are now in a pe- 
riod when the outstanding managers of 
our business enterprises are not pioneers 
or traders, not production men, not 
financiers, not engineers, but men and 
women skilled in the art of human rela- 
tions. Our knowledge of physical matter 
has far outrun what we know about 
human beings. This is the challenge of 
our times. We must sharpen our human 
responses or we will never enjoy the 
fruits of our sciences.” 


Retiring President Batchler Sees 
Great Speed-up in Equipment Ahead 





Atlantic Citvy—With the great changes 

in office operations a > high degree 
f ( ization in the office, manage- 
ment problems have increased materially 
nd will continue to grow as we move 
he “atronic age,” according to 

















tL. B vice president of Kansas 
G Life | president of Life Office 
M in Asso 1 1 
Spe fore h annual con- 
ference the m here, Mr. 
Batchler traced the developments in 
nanage problems and_ techniques 
35 took a 


over the past 35 vears and 


look 


greater changes 





even 










inized 
rated by 
he said. “Thus 
during the next 
~hange will be 
has required 
present form 


future, change 


the mech: 
accele 





vointed out, 
progressed, it hz 
evident tha 
iins dominant in all 










me 

‘The concern is men 

not s,” he said, even 

igh he also I an “atronic age” 

| i an mate eee . 
ead, ize oO a m power and elec 

tronic « 1. “Only a little way down 

the id, e suggested, is the possi- 


bility of the power of a Boulder Dam 
in our basement and the miracle of elec- 
tronic machines that will telescope 
milleniums into seconds. Already there 
are electronic computers and calculators 
limited only by, that of 


1 


whose speed is 
their input and output devices. 
he great mechanical changes that 


have come over the business office in the 
past 35 years were summarized by Mr. 









Life Office Management Assn. Has 254 
Company Members, 5,800 Students 


Atlantic City—The annual conference 
of the Life Office Management Associa- 
in session here for three days this 
demonstrated the great in- 
insurance management in 
methods 


tion, 
week, has 
terest of life 
more efficient 
and procedures. 

Tangible results of the 
search for improved methods were re- 


and economical 


continuing 





3atchler as including the entire develop- 


ment of the punched card machines, 
noiseless and electric typewriters, dic- 
tating machines, electronic speakers, 


tremendous developments in calculators 
and adding machines, roller and wheel 
type files, microfilm recording, photostat 
reproductions, postage metering, letter 
stuffing, air-conditioned, sound-proofed 
offices, fluorescent lighting. 

“Tt is indeed small wonder that many 
companies are getting within striking 
distance of servicing three millions of 
business per employe,” he concluded. 

Among the great changes in person- 
nel in this period cited by Mr. Batchler 
were: the addition of many women, now 
in the majority, to offices that were 
formerly predominantly male; upgrading 
of the educational level of office per- 
sonnel; development of continuous train- 
ing of workers for incre asing the busi- 
ness knowledge of the employe. 

Today’s life insurance executive 
pictured by Mr. Batchler as one who: 
(1) is busier than ever; (2) has more 
problems; (3) is under greater pressure 
for speed in solving problems; (4) has 
to be promptly responsive to new ideas 


Was 


and opportunities; and (5) is expected 
to be more alert and better informed, 
better educated and better equipped 


than any of his predecessors. 

“The quality of the company of the 
future will be in direct proportion to the 
qui lity of its personnel,” he concluded. 
“Evaluate the future in terms of men 
and women, not in terms of machines, 
and you will think straight.” 








Are you ready for 








PALM BEACH 


"semi-retirement?" 


Established agency for top-flight company is seeking 
experienced life representative with demonstrated production 
ability for rapidly growing Palm Beach, Florida, area. Leads 
furnished. Drawing account against commission. 


Write Box 2117, The Eastern Underwriter, 93-99 Nassau 
Street, New York 38, N. Y., giving age, experience, address 
and telephone number. 








of the speakers, 
operations, 


ported by many with 
greater speed jin reduced 
costs and materially stepped-up produc- 
tivity on record in many companies. 
One entire day of the conference was 
devoted to seminar group 
which made, in effect, 
cedure for the 


meetings 
] a workshop pro- 
meeting. into 
small groups, with the individual groups 


Broken 


covering specialized areas of office man- 
agement, these became valuable ex- 
changes of ideas. 

Some measure of the growing inter- 
est in this idea exchange was cited by 
Frank L. Rowland, managing director 
of the association, in his report to the 
board, when he said that there has de- 
veloped an active competition among 
company executives for position on the 
standing committees of the association. 
In fact, today there is a committee w: ait- 
ing list—an ‘unusual state of affairs for 
association activities. There are 12 stand- 
ine committees, comprising an agere- 
gate membership of 160 company execu- 
tives, each committee having several 
meetings a year to exchange ideas and 
develop group interest in special 
of work. 

Membership in the association has in- 
creased to a record 254 companies this 
year, just 100 more than in 1940, Mr, 
Rowland reported. During the year 5,800 
students took LOMA Institute examina- 
tions and 84 completed all examinations 
and qualified as fellows. Fellowship 
awards were made at the meeting 

At the Monday session, several speak- 
ers reviewed their company efforts to 
search out and develop new procedures, 
The importance of this work was 
stressed by Vincent F. Lechner, manager 
of office operations for the Mutual Life 
of New York. 

Similar economies 
Donald T. Nelson, controller of the 
Standard Insurance Co. of Oregon, 
through the adoption of premium ac- 
counting on punch cards, including 
punch card notices. Speedier operations 
and an actual saving of 7% of employe 
work time in the tabulating department 
were cited. 

The organized development of proce- 
dural changes was discussed by C. A. 
Coleman, assistant secretary, Jefferson 
Standard Life, who stressed the impor- 
tance of properly selling new ideas, both 
to individual workers and to manage- 
ment, and the needs for carrying through 
to make certain the new plans fulfill 
expectations. 


PAN - AMERICAN GETS AWARD 


publishers of “Of- 


phases 


were reported by 


Gever Publications, 
fice Management and Equipment 
azine recently made public the news that 
the Pan-American Life home _ office 
New Orleans has _ received 
mention as “Office of the 


” mag- 


building in 
honorable 


Year” in a contest sponsored by this 
magazine. 

Crawford H. Ellis, president of Pan- 
American, will attend a banquet in 


latter 
award, 


New part of Oc- 


tober to 


York City the 
receive the 
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ames Laylor Points Out Increasing 


Stature of Home Office Underwriters 


The expansion in the functions and re- 
sponsibilities of the home office under- 
writer over the years was commented on 


by James Q. Taylor, second vice presi- 
dent of Northwestern National Life, in 
his address as president of the Insti- 


Home Office Underwriters at the 
annual meeting in Cincinnati this week. 
He recalled the “when the under- 


performed 


tute of 


days 
largely clerical and 
almost perfunctory duties; such as re- 
viewing applications, examinations, and 
inspections for omissions or discrepan- 
conducting routine correspondence 


writer 


cies, 

and looking after service in general. His 
responsibility, if any, so far as actual 
underwriting was concerned, was con- 


fined to the non-medical aspects of risks. 
Most often these functions were under 
the control of oe medical director. The 
underwriter wa given little or no au- 
thority for the ‘approval of other than 
clearly standard business. All border- 
line, substandard and otherwise doubt- 
ful cases were referred to the medical 
director, actuary, or a selection commit- 
tee. His future then seemed very lim- 
ited. 
Different Status Today 
companies had an 
committee, 
which made the final decisions on many 
of the more doubtful cases. Today few 
exist. I think we can term that the horse 
and buggy system, which added mate- 
rially to underwriting costs and ham- 
pered service to the field. 
“The home office underwriters are to- 
day justifiably recognized as important 
men and women in their companies, and 


many 
selection 


“In the past 
underwriting or 


hold a respected position in company 
manag egg and operations. In that we 
can » due pride and comfort. If we 


ney not discharged our responsibilities 





in a creditable manner, our status today 

probably not be much better than 
it was 30 or more years ago. The fact 
stands clearly for all to see. Lay under- 
writers now do the majority of the 


selection work on both medical and non- 


medical factors. It is and always will be 
necessary for us to consult with the 
“Doc” and get the benefit of his judg- 
ment on matters which require the skill 
and knowledge of a trained physician. 
To him we must look for information 
concerning new developments and tech- 
niques in the medical and surgical fields. 
We must also consult with the actuary 
occasionally to get his opinion on statis- 
tical and related problems. 

“We must recognize that we could not 
have attained our present status without 
the help of the actuarial and medical 
professions and the company executives 
who have given us our opportunities. 
Consequently we should and do regard 
them as our benefactors. I implore you 
not to lose sight of this fact, yet at the 
same time I urge you to do everything 
i increase your 


in your own power to 
knowledge of technical matters inde- 
pendently of them, so far as it is pos- 


sible. We should never let ourselves be 
complacent in the thought that we know 
all the answers, but rather strive earnest- 
ly for improvement, which we can only 
do by constant study.” 


Urges More Outside Speakers 

Mr. Taylor suggested that “as we are 
cogs in one big home office wheel we 
should feature more frequently in fu- 
ture programs speakers on all phases 
of the life insurance business—executive, 
agency, medical, actuarial, investment, 
legal, claim, personnel, policyholders’ 
service, public relations, correspondence, 
etc. We have; I know, from time to 
time featured speakers from some of 
these branches of our business. My prin- 
cipal point is that we should do so more 


frequently, even if this entails sacrifice 
of some of the time allotted to the Case 
Clinics and Open Forums, which we all 


enjoy so much. The more we know of 
their problems the greater information 
we will and the better pre- 
pared we will be to coordinate our plans 
and policies with those of other de- 
partments to effect a well-balanced and 
smoothly - functioning home office ma- 
chine.” 


posse SS 


Douglas Craig Discusses Financial 


Underwriting at Institute Meeting 


fundamental problem in financial 


The 


underwriting is tO avoid any situation 
where the insured’s death would result in 
a financial gain to the 


problem is to 


beneficiary ; 
the corollary 
said 


the amount of the financial loss, 


Douglas S. Craig, second vice president 
Metropolitan Life, in In- 
Home Office 


addressing the 


stiute of Underwriters at 


determine 


Va- 


over 


in Cincinnati this week. 
have been developed 
serve as a guide in deter- 
amount of insur- 
the most common 


its meeting 
rious rules 
the years to 
mining the maximum 
ance for an indivdual, 
being the familiar 20% rule. 

“Any application for new _ personal 
insurance is looked at askance if the to- 
tal amount of insurance in force and 
applied for in_all companies would re- 
quire a premium outlay in excess of 
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20% of the net income,” said Mr. Craig. 
“The premium outlay is computed on the 
assumption that all insurance is on the 
standard Whole Life plan, making al- 
lowance for the various ages at issue 
of the insurance already in force and 
the annual dividends now being earned. 
3y net income I mean personal income 
both earned and investment, after per- 
sonal income tax. With income taxes 
taking so big a bite, it is not sensible 
to ignore them, particularly in the big- 
ger incomes. For example, on a gross 
income of $150,000 the net after Federal 
Income Tax is not much over $50,000. 
20% of the gross therefore becomes 


60% of the net. 


Present Value of Future Earnings 

“The 20% rule appears to have its 
origin as a rule to approximate the pres- 
ent value of the family’s share of a 
man’s future earnings. How well does 
the rule meet the purpose? There is no 
one way of determining such a value. 
Many different assumptions can be 
made, which will give varying answers. 
As one test, I have assumed as a basis 
of valuation the present value of net 
income as an Annuity Certain from issue 
of the insurance to age 70, at 234%. 
Assuming all insurance to be bought at 
the stated age, the 20% rule applied to net 
income will provide insurance equivalent 
to the following percentages of the An- 


nuity Certain value: 
Age Percent of Value 
20 50% 
25 46% 
30 43% 
35 4% 
40 38% 
45 36% 
50 35% 
b> 36% 
60 4% 

“On the whole this result does not 
appear to be unreasonable, considering 
that there is no further personal ex- 
pense for the deceased individual, that 
life insurance is usually bought gradu- 
ally over the years rather than in one 
chunk at one time, that death may not 


occur for some time after the insurance 















STANDARD LIFE INSURANCE CO. of IND. 
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INDIANAPOLIS, 


Sometimes we can underwrite the “impossible,” 


Delaware * 
Lovisiana * 
Pennsylvania ° 


WRESTLE WITH THE IMPOSSIBLE | 


sometimes we 


can't. Any difficult case takes us at least two weeks. But along 
comes an “impossible” one and the wheels begin grinding. It 
boils down to the fact that if we can’t do it nobody can! 


-Karny VU. Wade, President 
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New Mexico 
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Michigan * 
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is issued, and that Social Security and 
other arrangements are available. Few 
families will expect to live as well after 
the death of the breadwinner as they do 
during his lifetime. 

“The assumption of an Annuity Cer- 
tain to age 70 may be argued but I 
think it is fairly reasonable. Neverthe- 
less I have tried as another test the 
value of a Reversionary Annuity for 
net income payable to the wife after the 
husband’s death, with the further provi- 
sion of a guarantee of payment until 20 
years from issue date, but in no case to 
go beyond the date when the wife would 
have attained age 60. Thus we provide 
for the wife for the balance of her life, 
with provision for children in event of 
her untimely death. Assuming husband 
and wife to be the same age, these val- 
ues are considerably smaller than the 
Annuity Certain values and fall short 
of an ideal measure of value because 
all is lost (except for the certain fea- 
ture) if the wife dies first. In practice 
a man still wants his insurance even if 
he should become a widower. Neverthe- 
less, the insurance purchaseable by the 
20% rule ranges from nearly 400% of 
this Annuity value at age 25 to 94% at 
age 55. 

“The shortcomings of each of these 
two examples will at least show the 
difficulty of determining a precise meas- 
ure of the value to his f amily of a man’s 
future earning power. Nevertheless we 
can still measure the rule against ex- 
perience and judgment. The figures in- 
dicate that any outlay beyond the rule 


is a very definite danger signal. Meas- 
ured against general spending habits, 
the rule is not unduly strict. According 


to the Institute of Life Insurance, fami- 
lies with a money income of $5,000 and 
over used on the average 3.9% of money 
income for life insurance premiums in 
1950. Such times as I have been pressed 
with the argument that the rule is not 
sufficiently liberal, I counter with the old 


saying, ‘Try it on the dog. How does 
it apply in your own insurance pro- 
peor 3? a . 

gram?’ This has never yet failed to 


end the argument. 
Element of Speculation 


“When a home office underwriter lim- 
its the amount of insurance to be issued, 
or refuses to issue any insurance, he 
sometimes hears the complaint: ‘The 
applicant can afford to pay for it’ Of 
course, the minimum requirement of 
financial underwriting is that the appli- 
cant have adequate stable income to 
afford the increase without strain year 
after year. Beyond that, ability to pay 
is not a sufficient measure of how much 
insurance should be issued. 

“We must look first to how much 
insurance the applicant actually needs. 
But in addition to obvious requirements, 
almost any amount of insurance, how- 
ever large, will certainly be useful to 4 
man’s heirs. So we must have a more 
nositive guide than either ability to 
buy or usefulness. 

“The point where an applicant chooses 
to buy insurance in excess of the reason- 


(Continued on Page 14) 



































































fil 





) pay 
much 


much 
1eeds. 
rents, 
how- 

to a 
more 
Vv to 


ooses 
ason- 





September 26, 1952 














T WAS ONLY on rare occasions that Edna 
I Allen permitted herself the luxury of 
hiring a woman to help her clean the house. 
But now, with the holidays just around 
the corner and Peggy on the way home 
from college for a long week end, Edna 
decided that the occasion was special 
enough to warrant it. 


And so, for this one day, she “‘borrowed”’ 
a Mrs. Webb from one of her friends across 
town who employed her regularly. 


The woman, a pleasant-faced person 
with a tremendous capacity for work, 
arrived promptly at nine. By noon the 
upstairs was done and Mrs. Webb had 
become quite talkative. By the time they’d 
finished the downstairs and were tidying 
up the kitchen, Mrs. Webb had covered 
the early chapters of her life and her con- 
versation had largely to do with her late 


husband, Jerry Webb. 


“T’ll tell you, Mrs. Allen, there wasn’t 
a finer man ever lived than my Jerry. He 
was always so thoughtful and so devoted 
to me and the children. Never did I have 
a birthday that he didn’t bring me a little 
present and maybe a box of candy, too. 
He never forgot an anniversary either, 
and he was always bringing home little 
surprises for the children. 





“Where do you want these glasses, Mrs. 
Allen? On the top shelf? 


“Yes, it was certainly a shock when 
poor Jerry passed away nine years ago. 
Well, that’s life, I guess. One day you 
think you have everything—and then, all 
of a sudden, you have nothing. 


“T guess this will finish up the kitchen, 
don’t you think, Mrs. Allen?” 


After Mrs. Webb left, Edna Allen stood 
at the doorway and watched her as she 
walked down the street towards the bus 
stop. Then she turned and went up the 
stairs to her bedroom—slowly, because 
she suddenly felt quite tired. 


For a long time she sat on the stool in 
front of her dressing table and looked at 
the photograph of Dick Allen that stood 
on the right-hand side under one of the 
lamps. He had a strong face and a deter- 
mined one. He had always been so en- 
grossed in the big problems of life that he 
sometimes forgot the smaller ones .. . 
flowers on her birthday . . . little surprises 
for their daughter Peggy. He had let their 
fifth anniversary slip by unnoticed—he 
had been working late at the office for 
days—and even though they joked about 
it afterwards, Edna recalled that she had 








felt a little put out about it at the time. 


It wasn’t until after the accident which 
took Dick Allen’s life that Edna realized 
how deep and how complete his devotion 
had been. Her husband’s New York Life 
agent, Paul Warren, came to the house to 
explain the details of Dick’s life insurance. 
Each policy had its special purpose in the 
careful plan which Dick and Paul Warren 
had worked out together over the years. 
Her own lifetime income... money to pay 
what was left of the mortgage... Peggy’s 





Naturally, names used in this story are fictitious. 


expenses through college. Yes, she thought, 
Dick had sometimes forgotten the little 
things, but the important ones he had 
remembered well. 


Edna glanced at her watch with a start. 
Peggy’s train was due in less than an hour, 
and she was nowhere near ready to meet 
her. She turned on the light on her dress- 
ing table and moved the photograph just 
a little closer to it. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
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Shenandoah Life Appoints 
Branch Managers in South 


Shenandoah Life of Roanoke, Va., has 
opened two new branch offices, one at 
Winston-Salem and another at Wilming- 
with Harry W. Shannonhouse 


ton, N. C., 





W. Davis Merritt Frank G. Geiger 


as manager of the former and E. M. 
McEachern, manager of the latter, ac- 
cording to announcement by G. Frank 
Clement, vice president of the company. 
Also W. Davis Merritt has been ap- 
pointed manager at Hickory, N. C., and 
Frank G. Geiger has been named as- 





E. M. McEachern 


H. W. Shannonhouse 


sistant branch manager at Columbia, 
|, ve 


“Mr. Shannonhouse, native of Charlotte, 
N. C., formerly represented a large east- 
ern company. He has resided in Wins- 
ton-Salem for the past two years. 

Mr. McEachern is a native of Wil- 
mington, went to Vanderbilt and Uni- 
versity of North Carolina Law School 
and is a member of the State Bar. H. 
Gaston Carney, long associated with the 
company, will continue as general agent. 
Vice President Clement said the com- 
pany plans to establish new agencies in 
key towns within a radius of 100 miles 
of Wilmington. 

Mr. Merritt is a graduate of Duke 
University and has been associated with 
Franklin Life as regional manager at 
Hickory, at one time having been con- 
nected with Retail Credit Co. He was 
also claims inspector for Jefferson Stand- 
ard. 

Mr. Geiger formerly represented a 
large eastern life company in New 
York and was a large personal producer 
in his agency. 





Pacific Mutual Life’s 
Record for LOMA Courses 


Passing of 90% of examinations taken 
this year is the record made by home 
office staff members of Pacific Mutual 
Life studying the courses of the Life 
Office Management Association Insti- 


tute. 


Jerome Malone, underwriting depart- 


ment, passed the final examinations for 
associateship. Bertha Noltimier and 
Marion Swaney, both of the policy 


change department, passed examination 
10; Jane Harris, actuarial, examination 
6. Candidates passing one or more ex- 
aminations in the Course I studies were 
Connor Jetton, Kenneth Garrison, Vin- 
cent O’Neil and Fred Wagner, of the 
general administration department; Giles 
Cunningham and David Hunt, under- 
writing; Bruce Smith, Anna West and 
Connie Rousseau, policy payments ; Bar- 
bara Maupin, Group; and Howard La- 
Bresh, renewal. 

Class studies for Course I students 
on Pacific Mutual’s staff were con- 
ducted throughout last winter by F. S. 
Ockels, assistant actuary of the com- 
pany and an associate of the Society 
of Actuaries, and R. D. Dotts, manager 
of policy payments and formerly meth- 
ods analyst in the planning and co-ordi- 
nating department. Guidance in arrang- 


ing the study program was given by 
Wesley S. Bagby, administrative secre- 
tary of Pacific Mutual, and a Fellow 


of the LOMA. 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 





—, 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Nassau Street, New York 38. 





ASSOCIATE GENERAL AGENT 


Wanted on a salary plus basis. Well established agency in Newark, N. J. 
Write full particulars to Box 2111, 


The Eastern Underwriter, 93-99 








R. L. Nelson Promoted 


Ruben L. Nelson, recruiting consultant 
in the western home office of The Pru- 
dential, Los Angeles, has been promoted 
to field training manager. Mr. Nelson 
succeeds Donald H. Owens who has 
been appointed manager of the newly 
established Pomona district agency. 

Mr. Nelson’s insurance career began 
in 1947, when he was assigned as an 
agent in Prudential’s Long Beach dis- 
trict agency. In 1949 he was promoted 
to staff manager in the same agency. 
His promotion to recruiting consultant 
was effective in April, 1951. Prior to join- 
ing The Prudential, Mr. Nelson was as- 
sociated with automobile and aircraft 
manufacturing companies in Long 
Beach. 








State Teachers College, 
at Salisbury, Md., now 


provides a teacher-train- 





ing institution for the 





Shore. 





growing Eastern 








Photograph by A. Aubrey Bodine 


Taught to Serve 


Every Baltimore Life agent is educated to the importance 
of service to the community. He is a reliable source of advice 


on insurance problems because he keeps abreast of the latest 
advances in the field. That is an essential part of his job. 


Baltimore Life serves Salisbury, Md. and 


vicinity 





through its Salisbury District 
Office at 124 East Main Street. 


me Baltimore Life 


INSURANCE CO. 


Established 1882 








Shaff Agcy. General Agent 
U. S. Life in Westchester 





MORT E. 


SHAFF 


Appointment of the Shaff Agency, Inc. 
as general agent in Westchester County, 
N. Y., for United States Life has been 
announced by R. W. Staton, 
Mort E. 


president of the new 


agency 
Shaff will be 
which will 
Vernon. 

Mr. Shaff has been in the insurance 


superintendent. 
agency, 
maintain offices in Mt. 
business for 23 years, starting as an 
agent immediately after his graduation 
from Syracuse University. In agency 
work steadily since that time, he has 
been a consistently high personal pro- 
ducer, specializing in Group and A. & H. 
Well-known in Westchester County, 
Mr. Shaff Mount Vernon 
with his wife and three daughters. 

Associated with Mr. Shaff will be Mil- 
ton Bernstein, who will be secretary- 
treasurer of the agency. 


resides in 





New England Mutual Award 


General agents and agency managers 
of New England Mutual learned of a 
new competitive award in a recent an- 
nouncement from William B. Wagner, 
‘LU, general agent in Harrisburg and 
president of the company’s General 
Agents Association. 

Entitled the George L. Hunt Man- 
power Trophy in honor of Agency Vice 
President George L. Hunt, the award 
will be made annually for achievement 
in recruiting new agents and for pro- 
duction by new agents. The trophy ac- 
tually consists of two articles: a sterling 
silver goblet, to be awarded annually, 
and a sterling silver pitcher, to go to the 
agency winning a goblet for three years. 

The company’s 80 agencies have been 
divided into five groups according to an- 
nual volume of new business, to insure 
relative equality among competing agen- 
cies. 
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Barker Tells of Practice 
Of Law Committee Activity 


John Barker. Jr. vice president and 
general counsel of New England Mutual 
Life, who is chairman of the Committee 
on Practice of Law of Life Insurance 
Association and American Life Conven- 
tion, reported on the committee’s activi- 
ties at the meeting of the Insurance Law 
Section of American Bar Association in 
San Francisco last week. In June, 1951, 
this committee met with the Unauthor- 
ized Practice Committee of the Bar As- 
sociation and organized the “Conference 
of Lawyers and Life Insurance Compa- 
nies.” 

“During the first year of its existence,” 
said the report, “the conference has pro- 
ceeded with the educational program as 
contemplated. Through a subcommittee 
of life insurance officers appointed for 
this purpose, arrangements have been 
made wtih the American Society of 
Chartered Life Underwriters to incorpo- 
rate questions on the proper spheres of 
activity of lawyers and life underwriters 
in the CLU examinations. At the same 
time, a comprehensive article is now in 
preparation which will outline the aims 
and purposes of the conference and re- 
view the guide-posts of conduct for the 
life insurance companies, their field 
representatives and the lawyers. This 
article will first be submitted to the con- 
ference for review and approval and will 
then be published in the CLU Journal. 
It will also be forwarded to the member 
companies of the ALC and LIAA, to- 
gether with other pertinent material 
dealing with the cooperative effort be- 
tween life insurance companies and law- 
yers. 

” “4 subcommittee of the conference has 
also presented a report on the functions 
of home office counsel in disseminating 
legal information, which has been the 
subiect of a preliminary review by the 
conference and will be considered again 
after all members have had an oppor- 
tunity to study and comment thereon.” 


Leon Gilbert Simon Back 


From Trip to Hawaii 

Leon Gilbert Simon, New York, re- 
cently returned from Hawaii, where he 
was on several occasions guest speaker 
before various groups. Shortly after his 
arrival he addressed the convention 
meeting of The Prudential agency at 
Honolulu. He was. introduced by Glen 
McTaggart, manager of The Pruden- 
tial for Hawaii. Several days later he 
addressed a special meeting of the 
Hawaiian Trust Co., at which time he 
discussed “Business Insurance Trusts 
and the Functions of the Trustee.” The 
Hawaiian Life Underwriters Association 
called a special meeting and Mr. Simon 
conducted an all day sales clinic on busi- 
ness insurance for the members. 

The night before he left Hawaii, Mr. 
Simon was the guest of honor at an 
“aloha” party given by Fred Biven 
of the Hawaiian Trust Co. 


Ten Elected to Membership 
In Agency Management Assn. 


Ten life insurance companies were 
elected to membership in the Agency 
Management Association by the board 
of directors at a recent meeting in Hart- 
ford. 

With home offices in the U. S. are: 
Government Personnel Mutual Life, San 
Antonio; Missouri Insurance Co., St. 
-ouis; Southern States Life, Houston; 
Union National Life, Lincoln, Neb. One 
Canadian company was named: The 
Maritime Life Assurance, Halifax, N. S. 
The other five, elected to associate 
membership, are: C. A. De Seguros “La 
Nacional,” Caracas, Venezuela; the Chi- 
yoda Mutual Life Insurance Co., Tokyo, 
lapan; the Insular Life Assurance Co., 
Ltd.; Manila, Republic of the Philip- 
Pines; “Le Patrimoine” Compagnie d’as- 
Surances sur la Vie, Paris, France; La 
Royal Belge, S. A. d’Assurances, Brus- 
sels, Belgium. 


Commissioners Committees 


Named by President Martin 


Insurance Commissioner Wade O. 
Martin, Jr. of Louisiana, president of 
National Association of Insurance Com- 
missioners, has appointed committees for 
1952-53. Chairman of the committees 
having to do with life insurance follow: 

Blanks committee, Walter A. Robin- 
son, Ohio; life blank subcommittee, Rus- 
sell O. Hooker, Connecticut; life blank 
instructions subcommittee, W. Harold 
Bittel, New Jersey. 


ginia. 

Life committte, C. Lawrence Leggett, 
Missouri. 

Contingency reserves for Group cover- 
ages, Alfred J. Bohlinger, New York. 

Social Security committee, Donald F., 
Dickey, Oklahoma. 

Taxation and Real Estate, Frank J. 
Viehmann, Indiana. 

Uniform Accounting, 
Wisconsin. 

Valuation and Securities, Alfred J. 
Bohlinger, New York. 

Laws and Legislation, Joseph A. Na- 


John R. Lange, 


Examinations, George A. Bowles, Vir-  varre, Michigan. 


Guarantee Mutual Gains 

Guarantee Mutual Life of Omaha re- 
corded an 11.6% gain in new life busi- 
ness in August over the same month of 
1951. This gain was announced recently 
by George L. Hamlin, CLU, agency vice 
president of the company. 

The gain in new life insurance was 
accompanied by a gain of 58.6% in new 
accident and sickness business for Au- 
gust over August of last year. 

Mr. Hamlin said that the August pro- 
duction figures were the largest for any 
month in the last two years. 
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The 
NORTHWESTERN 
ADVANCED COURSE 








NORTHWESTERN MUTUAL'S 


3-Phase Educational Program 
company. 
1. Short Course. The new agent is given 2 to 4 
weeks of personal tutoring. The text used and the 
sales techniques employed have been evolved from 
many years of successful agent training. 


a 13-weeks Reporting Program. The new 
agent prepares weekly reports of his work. These 
reports are analyzed each week by the Educational 
division and appropriate comments sent to the agent 
in a personal letter. Thus the agent learns how to 
improve his pattern of work. 


3. Intermediate Course. The agent gets per- 
sonal practical experience in programming proce- 
dures. He prepares his own presentations based on 
case studies of actual sales by the Company’s top 
salesmen. 


4. Career School. Agents who qualify by demon- 
strated aptitude come to the Home Office to receive 
intensive instruction from officers and specialists of 
the Company. Outstanding records have been made 
following attendance at this school. 


Ss. Advanced Training. This is the latest and 
most comprehensive course that has been developed 
for the life underwriter. It covers Estate Planning, 
Business Life Insurance, Pension Trusts, Estate 
Taxes & Liquidation, Gift Taxes, etc. Requires 18 
to 30 months to complete. 














helps bring success? 


| Me 
Northwestern. Mutual agents won 


membership last year in the MILLION DOL- 
LAR ROUND TABLE.. 


. almost as many as 


the No. 2 and 3 companies combined. 


IAC 
AG Q) Northwestern Mutual agents have 


earned the coveted degree of CHARTERED 
LIFE UNDERWRITER ...a greater number pro- 


portionately than any other life insurance 


64: y) Northwestern Mutual agents have 


qualified for the NATIONAL QUALITY 
AWARD this year. 97.8% of all the business 
written by these agents during the past two 


years is still in force. 


One important reason such excellent records 
are set, year after year, by agents of this 
Company is its Educational Program. It is 
this program, carrying through every stage 
of the agent’s development, that contributes 
greatly to the outstanding success of so many 
Northwestern Mutual men... to their high 
reputation in the profession... and to the 
name of Northwestern Mutual itself as “The 


Career Company.” 


The NORTHWESTERN MUTUAL Life Insurance Company 


ESTABLISHED 1857 * MILWAUKEE, WISCONSIN 
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Brokerage Supervisor 


Of Bergen-Eiber Agency 


Matar 
WILLIAM J. MENDELSOHN 
William J. Mendelsohn has been ap- 
brokerage supervisor of the Ber- 
gen - Eiber Agency, Mutual Trust Life, 
26 Court Street, Brooklyn. Mr. Mendel- 
entered the life insurance 


pointed 


sohn, who 
business several years ago with Mutual 
Trust, has a broad business background, 
served as president of the Laurel 
national distribu- 


having 
Trading Corporation, 
tors of household appliances for many 
years. 

During the past year Mr. Mendelsohn 
has been one of the company’s top 
producers and was among the first to 
qualify for the Mutual Trust convention, 
which was held in Bretton Woods last 
a He has been a member of the 
Standard Club 


production) since shortly after 


fonthly (continuous 


monthly 
he became associated with the company. 

In addition to his duties as brokerage 
supervisor, — Mendelsohn will assist 
Mr. Bergen and Mr. E hk as an instruc- 
tor in "ay agency’s life insurance train- 
ing classes to prepare brokers for the 
state Gilinindtlon. 

Mr. Mendelsohn has completed part 1 
of LUTC and is ere for the second 
vent of this course. He also completed a 
course in life insurance eeleiiae held 
at Penn State University. 

Active in community affairs, Mr. Men- 
= sohn _is a past presi ident of the Men’s 

f aurelton Jewish Center 
a past presi las of the Laurelton 
Squa re ‘Club. a" is a life member of 
Zer ha Lodge No. 483, F. & A. M. 
He oes in Forest Hills with his wife 
The Mendelsohns have three married 
children, the youngest son is now serv- 
ing in the Air Force. The Bergen-Eiber 
\gencv is the leading agency of the 
company ; 





¢ 





New Ontario Managers 


The Metropoli an Life has appointed 








new manag Toronto, Windsor, 
London, Or . Walter Goodwin, CLU, 
becomes m r in London; Alex E. 
Mosoff has ransferred to Toronto 
Lake Shore distri Frank Perkins is 
new manager in Windsor 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


{Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Life Cos. Invited to N. J. 
Disability Luncheon Oct. 2 


The life insurance companies have 
been invited by the Disability Insurance 
Service of the New Jersey Division of 
Employment Security to a meeting set 
for 10 a.m., Thursday, October 2, at the 
Hotel Hildebrecht, Trenton, for the pur- 
pose of discussing procedural matters 
arising out of the recent changes of the 
Temporary Disability Benefits Law. 

An invitation to attend this meeting 
and luncheon has been extended to all 
those working on this law in an admin- 
istrative or technical capacity. 






Zaun-Conroy Life Agency, Inc. Named 
By Continental Assurance in N. Y, 


Continental 
announces the appointment 
Conroy Life Agency, Inc. 
Street, New York, as general 
effective September 12. 


of 45 


John 


Assurance Co. of Chicago 
of Zaun- 


agents, 
This is a newly 
formed agency that is affiliated with the 
general insurance firm of Zaun, Conroy, 
Inc. of the same address which was es- 











Chis system made 
accuracy provable 


i As far back as1340,Italian account- 
: ants used the double entry system. 
Today’s accountants use double 
entry,too.And tomeet the complex 
requirements of modern business, 
they must show skill, accuracy 
and resourcefulness far beyond 
what medieval accountants 
needed. 
Our hat is off to accountants. 
H In these days when thinking, 
dealing and estimating in billions 
have become commonplace, they 
make theirway unerringly through 
mazes of figures. Thus they keep 
the records straight. Their vigilant 
detection of the slightest errors 
annually save uncounted millions 
of dollars for clients. 


THIS MAN IS GOOD AT FIGURES, TOO 
The Mutual Benefit Life repre- 
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300 BROADWAY, NEWARK, NEW JERSEY 
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sentative also uses ‘double entry” 
to keep clients straight on their 
financial future. With the Anala- |” 
graph, for instance, he can list 2 
each client’s present assets and 
check them accurately in terms of 
future money needs. And from a 
wide variety of plans, he is able 
to select the one plan that best 
meets individual requirements, no 
matter how unique. | 











PRACTICAL PLAN FOR ACCOUNTANTS 


Many accountants have turned to 
the Mutual Benefit Life expert for 
the same accurate “figuring” of 
their future security that they 
apply in keeping their own 
clients’ financial records straight. 
He likes towork with such groups |_| 
and he is equipped to serve 
them well. 





© ORGANIZED IN 1845 








tablished in 1936 by George F. Zaun, 
Joseph F. Conroy and Walter M. Mul- 
rooney. The latter is no longer a mem- 
ber of the firm, having retired from the 
insurance business. 

Arrangements for the appointment of 
Zaun - Conroy Life Agency, Inc., 
Harlow G. 
president of Continental Assurance in 
charge of its eastern department. 

To provide adequate facilities for its 
new life affiliate Zaun, Conroy, Inc. will 
move about October 1 to larger quarters 
at 45 John Street, occupying half of 
the seventh floor in this building where 
the agency up to this time has had 
grade floor space. 

From a modest beginning in 1936 the 
agency has grown to substantial size in 
the fire, casualty and surety fields, han- 
dling many accounts with brokers exclu- 
sively. It represents leading companies, 
both stock and mutual, and also has 
an excess line broker’s license in New 
York to place business in the London 
market. 

Careers of Conroy and Zaun 


were 


completed by Brown, vice 


Joseph F. Conroy, native New Yorker, 
is an active figure in brokers’ association 
work. He is secretary - treasurer of the 
General Insurance Brokers’ Association 
of New York, Inc., a member of its 
executive board, and chairman of the 
dinner committee for its forthcoming 
27th annual banquet at Hotel Astor, New 
York. Mr. Conroy is also a past presi- 
dent of the Mutual Agents Association 
of New York State. 

His insurance career began in 1930 
after a few years in the investment se- 
curities business in Wall Street, and at- 
tendance at Manhattan College. The 
National Surety was his first connection 
and he served as a blanket bond solicitor 
in its metropolitan New York branch 
office. Later he worked in a similar ca- 
pacity for the Fidelity & Deposit in New 


York, followed by production activity 
with Thomas J. Hogan, Inc. 
The Zaun, Conroy and Mulrooney 


partnership was formed in 1936 for the 
express purpose of providing a market 
for workmen’s compensation coverage 
for restaurants under the New York 
State Fund’s group plan. The agency 
got off to a good start in developing 
this type of business among brokers, 
making the decision to declare the 
broker as part of the plan and eligible 
to receive commission from the State 
Fund. 

George F. Zaun entered the business 
in 1914 with the New York Reciprocal 
Underwriters. After World War I serv- 
ice in the U.S. Army he was cashier 
in a Wall Street investment house for 
a dozen years or more but also had an 
insurance broker’s license. When the de- 
pression hit his firm and it folded up, 
Mr. Zaun went into the insurance 
brokerage business on a full-time scale. 
3efore joining forces with Mr. Conroy 
in 1936 he gained some life insurance 
experience in handling a thrift plan in 
conjunction with a New York bank. 

Mr. Zaun is a member of the General 
3rokers and Mutual Agents associations 
and, like his partner, is devoted to the 
job of running a multiple line agency. 
His chief interest outside of business is 
his three-year-old daughter, Anne Marie, 
while Mr. Conroy is happy with his 
family of two sons. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


Chicago, Iil. 
32 Court Street Brooklyn 2, N. Y: 


TRiangle 5-7362 
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G. F. B. Smith Now a Director 
Of Connecticut Mutual Life 





B. SMITH 


GEORGE F. 


George F. B. Smith, executive vice 
president, Connecticut Mutual, who has 
spent his entire business career with 
that company, has been elected a mem- 
ber of board of directors. 

Following his graduation from Am- 
herst College in 1925 Mr. Smith joined 
Connecticut Mutual’s Pittsburgh agency. 
In 1922 he was called to the home office 
as an agency assistant, later being ad- 
vanced to assistant superintendent of 
agencies. In 1940 he became assistant 
vice president and assumed duties in 
various phases of general management. 
He was made second vice president in 
May, 1946, and vice president in charge 
of agencies in October, that year. He 
was elected executive vice president of 
the company in 1950. 

Mr. Smith is president of the Hart- 
ford Better Business Bureau and a trus- 
tee of the Kingswood School; a former 
director of Hartford YMCA, and he 
played a large part in the formation of 
the West Hartford “Y” Branch where 
he served as chairman. He is now a 
member of the West Hartford “Y” adult 
committee. He has worked for many 
years in behalf of the Greater Hartford 
Community Chest, was campaign chair- 
man in 1944, and has been a member 
of the executive committee and a di- 
rector, and is presently chairman of the 
Chest Speakers Bureau. He was on the 
West Hartford Board of Education from 
1946 to 1950 and served as vice chair- 
man of the board. He is a member of 
Beta Theta Pi fraternity. 


Associated U. of P. Clubs 


The 39th annual conference of Asso- 
ciated University of Pennsylvania Clubs 
will be held in this city October 9-10. 
G. Foster Sanford, Jr., Smythe, Sanford 
& Gerard, is president of the association. 
Sessions will be in Hotel Roosevelt. Con- 
ference chairman will be Paul K. Ad- 
dams, president, Fitzgibbons Boiler Co. 
Among members of arrangements com- 
mittee is Thomas I, Parkinson, presi- 
dent, Equitable Society. 


Prudential Anniversaries 
_ During September four managers of 
The Prudential district offices in New 
England, New York and New Jersey 
celebrated their 25th and 30th anniver- 
saries with the company. The 30-year 
veterans are Edward T. Domser district 
manager at Batavia, N. Y., and Leonard 
T. Smith, of Providence, R. I., No. 1. 
The silver anniversary celebrants are 
Harold W. McFarlin of St. Johnsbury, 
Vt. and Harry H. Wingate, of Morris- 
town, N, J. 


Insurance Law Section 


Of ABA Elects Officers 


The Insurance Law Section of the 
American Bar Association met in San 
Francisco last week and elected Ralph 
H. Kastner, associate general counsel of 
American Life Convention, as its chair- 
man for the coming year. Announce- 
ment of Mr. Kastner’s election appeared 
The Eastern 

Franklin J. 


Liberty 


week’s issue of 
He succeeds 
counsel of 


elected the 


in last 
Underwriter. 
Marryott, general 
Mutual, Boston, who was 
Insurance Section delegate to the House 
of Delegates of the American Bar As- 
sociation, 

Other officers elected were Glenn L. 
Dougherty of the law firm of Dough- 
erty, Arnold Waters, Milwaukee, 
first vice chairman; George E. Beech- 
wood of the law firm of Conlen, La 
Brum and_ Beechwood, Philadelphia, 
second vice chairman; W. Percy Mc- 
Donald, McDonald and Kuhn, Memphis, 
secretary, reelected. 

Stanley C. Morris of the law firm of 
Steptoe and Johnson, Charleston, W. 
Va., and Leslie P. Hemry, vice president 
and general counsel of American Mutual 
Liability, Boston, were elected to the 
council for the Insurance Law Section of 
the American Bar Association for terms 
ending at the annual meeting in 1956. 


and 
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RENEWA 


60 Cedar Street, New York 5, 





PURCHASED ON 
EQUITABLE BASIS 
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RENEWAL PURCHASE COMPANY 


a Y. BOwling Green 9-0109 








DeNezzo 45 Years With Aetna Life 


Nicholas M. DeNezzo, assistant super- 
intendent of agencies, Aetna Life, ob- 
served his 45th with the 
company this month and was recipient 


anniversary 


of a large number of telegrams and 
letters. 

Hartford Mr. DeNezzo 
was educated at Hartford Public High 
School and Morse Business College. He 
came with the Aetna at the age of 16 


starting in the mail department. Later, 


A native of 


he became head of the dividend division. 
Next, he joined the life agency depart- 
ment and subsequently served as super- 
visor of the conservation unit, agency 
assistant and supervisor of field service. 








Participating, Group, 








CONTINENTAL ASSURANCE CO. 


CHICAGO, ILLINOIS 


Is Pleased to Announce 


the Appointment of 


Zaun-Conroy Life Agency, Inc. 
as General Agent 
45 JOHN ST., NEW YORK 38, N. Y. 
BEekman 3-2395 

wvv 

Eastern Department 

76 William Street, New York 5, N. Y. 

wvv 


All forms of Life Insurance — Participating and Non- 
Pension, 
Annuities and Non-Can Accident & Health 





Group Permanent, 








In 1938 he was appointed field super- 
visor and a decade ago was appointed 
to his present position, 

In recent years he has also had charge 
of arrangements for the company’s re- 
gional meetings, and as a result has be- 
come widely known to Aetna Life sales- 





DeNEZZO 


NICHOLAS M. 


men throughout the United States and 


Canada. 

A born diplomatist his work in han- 
dling these arrangements has been called 
a super organization job. One reason 
why Nick has been so successful at con- 
ventions is the immediate click he makes 
with hotel managements. With the 
Aetna, they have been particularly co- 
operative in helping meet room prob- 
lems which arise at every field conven- 
tion companies have. 

Mr. DeNezzo is a past 
Aetna Life’s Men’s Club 


president of 


Hear George B. Gordon 


George B. Gordon, director of ad- 
vanced underwriting i Mutual 
Benefit Life, spoke at the first fall meet- 
ing of the Life Insurance-Trust Council 
of Eastern New York, in Troy, N. Y. 
Officers installed were: President, T. 
Gardner Day, Albany; vice president, 
Ralph M. Horton, Albany; treasurer, 
Wesley W. Taber, Schenectady, and 
secretary, Edmund J. Moore, Troy. 

Members of the executive committee 
are Spencer L. McCarty, Albany, im- 
mediate past president; Albert M. Fen- 
ster, Albany; Blake Francis, Glens Falls; 
William M. Connors, Troy; Dudley M. 
Diggs, Schenectady; A. Mosely Hop- 
kins, Jr. Albany, and Herbert C. Ken- 
nedy, Albany. 


services of 


EMPORIA ASSN. OFFICERS 
New officers of the Emporia Life Un- 
derwriters Association are Anna Mae 
Bell, Franklin Life, president; Virgil 
Rice, Northwestern Mutual, vice presi- 
dent; T. Cecil Safford, Federal Life, 
secretary. 
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Should Women Smoke at Their Desks? 


Feminine Vote Taken at General American Is 
Negative and 94 in Affirmative 


Confronted with the employe-relations 
problem of whether women employes 
should be permitted to smoke at their 
desks Powell B. McHaney, president, 
General American Life, sought the an- 
swer by a ballot of the women them- 
selves. The result: 241 in the negative 


and 94 in the affirmative. 
Commenting on the results of the vote 





POWELL B. McHANEY 
the company’s home office news maga- 
zine, “Inside News,” reported: 

“Management could have easily de- 
cided it arbitrarily and without com- 
punction. Precedent against it in busi- 
ness was already established. Custom 
forbade it. The public generally (both 
men and women) seems to dislike the 
idea of women in business—serving it— 
smoking. Few firms today permit it, and 
those that do, do so only under highly 
restrictive conditions. There are. still 
some firms that prohibit smoking, even 
for men. 

“There was one way to find out. One 
way to fairly determine future company 
policy on this important question. The 





Actuaries Special Meeting 
The Society of Actuaries sponsored a 
special meeting yesterday, September 25, 
arranged by its Committee on New 
Recording Me and Computing De- 

















of in E. Davis is 
an >t was held in the 
Ballroom of the Hotel Commo 

in New York C:ty. There wer 

ig and afternoon sessions and 
Davis, who is vice president and 
i etropolitan Life, explaine 
it his committee has been following 
developme t in the field of electronic 
calculators the st four years. Di- 





rect applic to i:fe insurance opera- 
tions will apparently be practical within 

[ hat it is timely to make 
le to the insur- 
reater detail than 
The meeting consisted 
1 the current stage of de- 
velopment of such equipment from the 
businessman’s rather than the engineer’s 
viewpoint, an illustration of how it 
might be applied profitably to life insur- 
ance office operations, and a discussion 
of the problems it presents to company 
management. 

























Spencer Pensions Survey 

The average small employer pays a 
high percentage of the cost of pensions, 
according to a preliminary report on a 
survey of insured pension plans covering 
less than 100 employes, which is being 
conducted by Charles D. Spencer & 
Associates, Inc., Chicago, pension infor- 
mation specialists. Of the first 94 plans 
squarely up to the women.” analyzed, 53 provide that the employer 

In discussing the “smoking privileges pay 100% of the cost, while the em- 
ployer pays 80% of the cost of nine 
plans, and two-thirds of the cost of an- 
other nine plans. Only one plan is on a 
50-50 cost basis, where the costs are 
quoted on a proportionate basis. The 
employer pays 85% of the cost under 
three plans, 65% on two, and one each 
. . : is on the following basis: 97%, 72% 
women smoking. Problems of ventila- “0% 60% following s: 97%, & 
° e ° . /€ 70. 
tion, of safety, and other factors entered Under nine plans, the employe pays 
into the discussions. a percentage of his earnings to the 
pension plan while the employer pays 
the balance. Of these, four require a 3% 
3 , contribution by the employe, three 2%, 
women regarding the question were one 4% and one 5%. Under another 
checked. Two reported they permit method, both the employer and em- 
women to smoke only in the ladies’ pow- ploye contribute a _ fixed percentage. 
der and rest rooms. In the other, smok- Three plans on this basis were: 6% 
ing was permitted at desks in work areas (employer), 2% (employe); 5%4%-3%%, 
which were not visited by the public. and 8%-4%. 


241 in 


McHaney 


chose it. Final decision would be placed 


democratic way. And Mr. 


for women” question with his associ- 
ates, Mr. McHaney found a wide diver- 
gence of opinion. Many women, most 
of them cigarette smokers, were opposed 
to it. Others felt that denial constituted 
discrimination between the sexes. Many 
male associates approved the idea of 


Practice of three St. Louis business 


institutions employing large numbers of 





WANTED 
young actuarial student 

Excellent opportunity in pension divi- 
sion of rapidly expanding group depart- 
ment of leading southern California 
life insurance company. Give educa- 
tional background, actuarial examina- 
tions passed, experience and personal 
data. Salary commensurate with expe- 
rience and other qualifications. In- 
quiries confidential. Address Box 2123, 
The Eastern Underwriter, 93-99 Nassau 
Street, New York 38, N. Y. 

















INSURANCE WITH 


IMAGINATION 





MONEY IN YOUR POCKET. .. yes, that’s what happens 
when you sell Union Mutual’s Noncancellable Guaranteed 
Renewable Disability Income Protection . . . considered the 
best sickness and accident coverage on the market today by 
leading life underwriters. But most important are the extra 
plus values with a Union Mutual Non-Can... for example... 


PLU 


Liberal interpretation of the term “Total Disability.” 
Partial disability benefits for sickness and accident 
following total disability. 

Number of claims unlimited and no average earnings 
clause. 


Last but by no means least, a merchandising plan second 
to none, including sales talk, direct mail, national and 
local advertising. Write for booklet, “Money in Your 
Pocket” at once. 


If total disability lasts 90 days or more, all 
premiums falling due from date of disability are 
waived. 


Today it’s the PLUS values that make the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY « Home Office 
Portland, Maine « Rolland E. Irish, President 















Franklin Life Licensed 
In All New England States 


Franklin Life of Springfield, Ill.. has 
been licensed in all six New England 
states, according to an announcement 
issued by President Chas. E. Becker, 

A branch office will be established in 
Boston to facilitate the handling of New 
England business and general agencies 
will be established in all important cities 
in the area 

Franklin Life is now operating in 46 
states, the District of Columbia and the 
Territories of Hawaii and Alaska. Presi- 
dent Becker reports a net gain of 
Ordinary insurance in force of more 
than $155 million since January 1, a sub- 
stantial increase over 1951 


Jefferson Standard School 


Thirty-three Jefferson Standard agents 
were invited to attend a sales training 
school, at the company’s home office in 
Greensboro, N. C., this week. Major 
topics discussed at the school included 
life insurance fundamentals, life insur- 
ance as good property, sales principles, 
nrospecting, and coordinating income 
from life insurance with social security 
benefits. ; 

The school was under the direction of 
Seth C. Macon, CLU, assistant super- 
intendent of agencies. Julius C. Smith, 
vice president and general counsel was 
the luncheon speaker on the opening 
dav, and Karl Ljung, vice president in 
charge of agencies, extended a message 
of welcome to the agents. President 
Howard Holderness discussed the com- 
pany’s investment program at one of 
the evening sessions. On the closing day 
of the school, Miss Mary Taylor, agency 
relations director, and Alden C. Palmer, 
chairman of the board of directors of 
Insurance Research and Review Service, 
Indianapolis, were the principal speakers. 

Others taking part in the school pro- 
gram were R. B. Taylor, CLU, agency 
manager; W. L. Seawell, }r., CLU, as- 
sistant superintendent of agencies; Hal 
R. Marsh, assistant superintendent of 
agencies, and I. K. Johnson and John 
D. Griffiths, agency assistants. 

This was the 23rd sales training school 
for agents conducted by Jefferson Stand- 
ard at its home office since this phase 
of the company’s educational program 
was started in 1945. 


Dr. B. H. Olson Dead 

B. H. Olson, B.A., M.D., formerly 
medical director of Great-West Life, 
died in Winnipeg, recently at the age 
of 64. 

3orn in Winnipeg, Dr. Olson was a 
graduate of the University of Manitoba. 
He joined Great-West Life in 1931 as 
assistant medical referee. In 1946 he was 
appointed associate medical director and 
the following year was named medical 
director of the company. He retired 
from that position at the end of 1950. 

Dr. Olson served with the Royal Cana- 
dian Army Medical Corps in both World 
Wars. He was formerly consultant i 
surgery at St. Vital Sanitorium, and sur- 
geon (chest) of Manitoba Municipal 
Hospitals. He was a member of the 
Sanitorium Board of Manitoba. 
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Major League Baseball Players 





Annuity and Insurance Plan 


Too few knotholes in the Iron Curtain 
have given the Russian people a badly 
distorted view of what happens to our 
major league ball players when their 
baseball days are over, Thomas I. Par- 
kinson, president of Equitable Society, 
points out. Under the Major League 
3aseball Players Annuity and Insurance 
Plan developed and underwritten by the 
Equitable, 762 players, coaches and train- 
ers are assured a subst intial amount of 
life insurance protection and regular 
monthly pension paychecks when they 
retire, he said. 

Mr. Parkinson directly contradicted 
the widely publicized “Beizbol” article 
in the Russian mi igazine Smena which 
painted a gloomy picture of the eco- 
nomic insecurity of aging big league ball 
players in America. Under the major 
league program, Group life insurance 
benefits ranging from $5,322 to $10,644 
have already been paid out to the bene- 
ficiaries of seven big league ball players, 
the insurance company president re- 
vealed. 


Baseball Pension Plan Five Years Old 


Although the baseball pension plan is 
only five years old, it began issuing its 
first retirement benefits this vear. In all, 
nine coaches and trainers will be retired 
during 1952, including such noted base- 
ball names as John “Honus” Wagner, 
who ended his career as a coach for the 
Pittsburgh Pirates. 

The Annuity Benefits 


Under the plan, annuity benefits are 


payable, in most cases, at age 50. Bene- 
fits are graded from $50 to $100 per 
month, depending upon the individual’s 


total service. Players with ten years or 
more of service command the maximum 
$100 monthly pension check. The pavy- 
ment made by players to the pension 
fund are graded according to total serv- 
ice at the beginning of each champion- 
shin season. The cost per vear ranges 
from $45 for a member with less than 
87 days total service to $451 for those 
with eight years and 87 days or more 
service. 

The big league clubs’ contribution to 
the plan is approximately $250 per year 
for each member on active rosters. Any 
additional amounts required are pro- 
vided from the following sources. 1—The 
net gate receipts from the All-Star 
Game: 2—Radio and television receipts 
from the All-Star Game; 3—85% of the 
World Series radio receipts, and 4—The 
World Series television receipts. 

A big league ball player does not have 
to begin his annuity payments upon 
leaving baseball. If, for example, a 
player whose retirement age was 50 be- 
came eligible for a $100 a month pension 
check, he can elect to defer commence- 
ment of payments until age 65. At that 
time the annuity would be paid at about 
double that rate per month and would 
be on a ten-year certain basis. This in- 
come, together with Social Security and 
the benefits of any other nension plan 
under which the player may have been 
covered after leaving major league base- 
ball, would provide a substantial retire- 
ment cushion, Mr. Parkinson said. 


To Go on “Voice of America” 


An outline of the life insurance bene- 





Join Controllers Institute 

Hugh M. Earl, treasurer, Tri-State 
Insurance Company, Tulsa, and W. H. 
Crawford, trez we Industrial Indem- 
nity Company, San Francisco, have been 
elected to membership i in the Controllers 
Institute. 

Established in 1931, the Institute is a 
non-profit organization of controllers 
and finance officers from all lines of 
business. The total membership exceeds 
3,900. 





fits and pension plan protecting big 
league baseball stars is being prepared 
for the Voice of America for possible 
beaming over the Iron Curtain to ease 
the worries of the Russian followers of 


American baseball players. 


Joins F. M. Bean Agency 

Ferrell M. Bean, general agent for the 
John Hancock, has announced the ap- 
pointment of John W. Jones of Okla- 
homa City as agency assistant at his 
office at 1 North LaSalle Street, Chicago. 

Mr. Jones goes to the agency with 
an outstanding record of personal pro- 
duction. He joined the John Hancock 
in Oklahoma City in 1947 after gradu- 
ation from the University of Oklahoma. 
He is a graduate of the Institute of 
Life Insurance Marketing at Southern 
Methodist University and the 112th 
LIAMA School of Agency Management. 


IASA Meeting in Chicago 

At a two-day meeting held in the 
Palmer House in Chicago recently, offi- 
cers, directors, and committee members 
of the Insurance Accounting and Statis- 
tical Association made plans for their 
annual conference next June. An enthu- 
siastic response by members was report- 
ed on the Workshop Sessions held at 
the Cincinnati meeting in May. Under 
the leadership of Ralph Kennon, chair- 
man, and Dudley Pruitt, president, the 
approximately 60 people at the meeting 
agreed to increase the scope and extent 
of the Workshop Sessions. 





Why 











Northwestern National Life on 





Discovers and Trains 
Its Own 


Field Management 














WE firmly believe that a life insurance company should develop 
its managerial staff from men within its own ranks. We find in our 
agency organization that some men have managerial ambitions and 
aptitudes. We encourage these men to advance along managerial 

lines by assigning them full-time field supervisory duties under 

competent full-time trainers of managers. 


These trainees come from our own sales force and must take a 
minimum of two years of full-time management training before they 
are ready for any management post. We consider this training to be 
a direct and most important Home Office responsibility and not the 
responsibility of general agents or managers whose livelihood and 
chief absorption are the promotion and conservation of business. 


Evidence of the success of these training methods is the fact that 
in the past 10 years not one field management post has been filled 
from outside our own organization and of the sizable number of 


men who have gone through to management, not one has failed. 


Northwestern National Life has tried to be a good neighbor in the 
life insurance business, and that policy will remain unchanged as we 
continue in our efforts to discover and develop our own field managers. 


NORTHWESTERN -Vationad LIFE 
OF MINNEAPOLIS 


One of America's great life insurance companies 
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Pike Warns of Federal 
Health Field Aims 


CAN TAKE BACK AS WELL AS GIVE 


Tells National Fraternal Congress of 
Common Problems Interesting Them 
and Legal Reserve Cos. 


Morris Pike, second vice president, 
John Hancock told the State Congresses 
section of the National Fraternal Con- 
gress meeting in Boston that fraternal 
societies have an equal interest with 
other types of insurance enterprises in 
calling attention to trends toward the 
socialistic state, the high level of taxa- 
tion, the extension of Federal govern- 
ment activities into the private insur- 
ance fields, Federal deficit spending and 
the forces that adversely affect the 
purchasing power of insurance policies. 

He told of the efforts in insurance 
to help improve the quality of medi- 
cal care, as evidenced by the establish- 
ment of the Life Insurance Research 
Fund which allocates money to men and 
institutions engaged in researches of 


diseases of the heart and blood vessels. 


Millions Have Medical Care Insurance 

Referring to his activities as assistant 
director of the U.S. Senate Study Com- 
mittee that looked into voluntary insur- 
ance plans in 1950 and 1951 he reported 
that this study left no doubt that there 
has been a striking increase during past 
10 years in number of people who have 
bought some form of insurance against 
some part of the costs of medical care. 
In 1939 there were six million people 
with such insurance. In 1950 there were 
75 million insured for hospital benefits 
and, by the end of 1951, 86 million. He 
also cited the over-all growth in volun- 
tary health insurance plans. These vol- 
untary plans have extended the total 
field of health insurance remarkably. 

On subject of government in the field 
of medical care he counseled against the 
public relying unduly upon the Govern- 
ment health activities. “History shows 
that what a government gives it c an take 
back; and what a government gives, it 
can surround with such limitations and 
restrictions as to make the benefit of 
doubtful value to the beneficiary, as 
compared to existing voluntary means 
for obtaining such services.’ 





CLU Associate Designation 

The award of a new professional des- 
ignation, Chartered Life Underwriter 
Associate, was authorized at a recent 
special meeting of the board of trustees 


of the American College of Life Under- 
writers. Equal in status to the CLU des- 
ignation, the new CLU Associate desig- 


awarded to persons 
meeting the same eligibility and exami- 
nation requirements, but whose experi- 
ence is in the nature of life insurance 
company administrative activities or 
activities closely related to life insur- 
ance. The CLU designation will be 
available to persons whose qualifying 
experience is based upon life insurance 
sales and service, managing, training or 
supervising those engaged in life insur- 
ance sales and service, or college and 
university teaching of life insurance. 

Persons who are awarded the CLU 
Associate designation will be eligible to 
use it as a professional designation, 
eligible for a CLU diploma, and entitled 
to wear the CLU key. 

Either the CLU or the CLU Associate 
designation may be substituted for the 
other upon the completion of the _neces- 
sary experience requirements. Concur- 
rent with the adoption of the CLU As- 
sociate designation, the Certificate of 
Proficiency award has been discontinued. 


Southland Lif e _—_ 


Leslie H. True, Dallas, was elected a 
director of Southland Life at a meeting 
of the company’s board of directors re- 
cently, gp iowead to an announcement by 
John W. Carpenter, president and chair- 
man of the board. Mr. True is president 
and manager of Magnolia Pipe Line 
Co., with which company he has spent 
his entire business life. 


nation will be 





Douglas S. Craig 


(Continued from Page 6) 


able requirements of his dependents is 
precisely the point where we begin to 
look for speculation. He will buy more 
if he thinks it is a good bargain and 
by so doing selects against the com- 
pany because he knows more about him- 
self than the underwriter can ever learn. 
the ratio of pre- 
income is 


“As a positive guide, 
mium outlay to applicant’s 
logical and more readily applicable to all 
cases than any other and a suitable ratio 
can be determined by past mortality ex- 
perience. In effect, we say that we will 
not issue all that an applicant decides 
he can afford if that puts him in a 
class where past experience shows poor 
mortality resulting from speculation. As 
an individual he may not be selecting 
against the company but there is no 
way of determining that and the odds 
are simply too much against the case 
from past experience to take the risk. 

“There is an interesting anomaly in 
the 20% rule. Theoretically, if a case 
is shown to be speculative by the oe it 
is not improved by reducing it to an 
amount within the rule. But as a prac- 
tical matter, we can hardly afford to ride 


the theory quite that far and must be 
content with reducing the amount. How- 
ever, when an excessive amount is ap- 
plied for concurrently in two or more 
companies we should not yield to com- 
petition and issue without restriction. 
Placing should be contingent on the 
total amount not exceeding the normal 


limit. Similarly, there is no justifica- 
tion for a company issuing a_ small 
amount of insurance in excess of the 


ageregate allowed by the rule simply 
because it has no previous insurance on 
the life proposed and the large amounts 
of existing insurance are in other com- 
panies. If over-insurance is involved the 
case is unsound whether a company 


has $1,000 or $500,000 on the risk. 
Partnership and Stock Purchase 


“I don’t think many of us will dis- 
pute the basic soundness of the rule 
as applied to strictly personal insurance. 
More differences of opinion arise as to 
its application to insurance for other 
purposes, such as_ stock repurchase, 
partnership, key man, estate tax, and so 
forth. 

“Partnership insurance, stock purchase 
insurance, and stock retirement insur- 
ance are all of the same general na- 
ture from a Financial Underwriting 
viewpoint. Consider the simplest case 
of A and B, each having a half interest 
in a business, whether it be a partner- 
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An era of increasing longevity makes it possible to offer 
‘“Jife’’ coverage at the higher ages. The Manufacturers Life 
is prepared to extend the benefits of Life Insurance to appli- 
cants from this special group where coverage is needed for tax 
purposes or where there is a business insurance need. 

AVAILABLE UP TO AGE 75 
® ordinary life 
@ 10 pay life 
@ 10 year endowment 


@ Individual consideration will be given to applicants over 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


age 75. 
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Chicago Hartford 
Cincinnati Honolulu 
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Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 
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ship or a corporation. Each insures the 
other and pays the premium for the 
insurance on the life of the other, gen- 
erally under a buy and sell agreement, 
If B dies first, the end result is that 
B’s heirs have cash instead of a half 
inhebeak in the business. A, on the other 
hand, will have a full interest in the 
business instead of a half interest and 
will have gained to that extent. Against 
this is the loss of his partner’s serve 
ices and talents and the general dis- 
ruption caused by the necessary reor- 
ganization. 

“In a stock retirement scheme the 
corporation would buy the insurance 
3’s heirs would come out the same as 
in the previous example, but by rea- 
son of the retirement of B’s stock, the 
worth of the remaining stock would be 
increased to that extent and, of course, 
would reflect in the value of A’s equity. 
Any possible legal or tax questions are 
ignored here for the sake of sim- 
plicity. 

“Following the indemnity Principle, 
the basic factor is the value of the 
equity or stock each indivdual has in 
the business. Such value is not always 
easy to determine. The best measure 
is the book value, although we are 
often told that the book value is en- 
tirely inz idequate as a true measure. 
We are sometimes asked to consider the 
value of good will, or perhe pS some 
nebulous value intended to give recog- 
nition to the future potentialities of the 
business. Sometimes we can take some 
account of these factors but in general 
it is best to view them with a wary eye. 


Business and Personal Insurance 


“Let us get back to the question of 
whether or not insurance for such pur- 
poses should be further controlled by 
the 20% rule for personal insurance. 
Suppose B already has the maximum 
personal insurance permitted on his life 
by the rule. Should A be permitted to 
buy further insurance on B’s life? Re- 
membering that A is to pay the pre- 
miums, should we apply the rule to A’s 
personal holdings including what he is 
buying on B's life? I don’t believe that 
any hard and fast rule can be laid down. 
But I do believe that we should examine 
the case from all these angles. If an 
undue proportion of the income of each 
is going for insurance on either his 
own life or the life of the other then 
we have a danger signal. The insur- 
ance sometimes ends up as personal in- 
surance by dissolution of the partner- 
ship or otherwise. For this type of 
business as a class, the probability of 
speculation and anti- selection is greater 
than for direct personal insurance. The 
surviving partner gains full ownership 
of the business as indemnity for the 
loss of his partner’s talents, which in 
some cases may be relatively of little real 
value. At least the weight of opinion 
based on past mortality studies favors 
the inclusion of such business insurance 
with personal insurance under the 20% 
rule. 

“There is a note of danger in the 
case where one or more _ subordinates 
insure the life of a principal in a busi- 
ness, with a view to having funds avail- 
able at the death of the principal to 
buy out his interest. In such cases the 
subordinate has much to gain by the 
early death of the principal, in spite 
of the loss of his knowledge and abilities. 
The subordinate will pass from a sub- 
ordinate to a principal position in the 
business, a change which is generally 
considered highly desirable by a subor- 
dinate. It has been argued that this 
type of case is removed only in degree 
from the partnership case. There is 4 
real difference between the equal part- 
ner relation and the subordinate-prin- 
cipal relationship which warrants a dif- 
ferent underwriting viewpoint.” 


INCREASES CAPITAL 

The Robert E. Lee Life Insurance Co., 
Dallas, has increased its capital to 
$250,000, Ben M. Kohen, chairman of the 
board, announced. Mr. Kohen said that 
this was the second time the company 
has increased its capital “within the last 
few months.” 
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Line-up of Prudential’s 
Agencies in New Jersey 


With the assignment of fourteen asso- 
ciate and assistant managers to the 
staffs of its four new Northern New 

agencies and its reorganized 
Newark agency, The Prudential an- 
nounced that the new home-state field 
organization will be in complete opera- 
tion on October 1. 

Created as a result of the split-up of 
the Newark agency, which became Pru- 
dential’s top Ordinary sales organization 
under the of Charles W. 
Campbell, Prudential 
vice president, the new agencies’ loca- 
tions and management line-up will be: 

Hudson County Journal 
Square Building, Jersey City.—William 
H. Klingbeil, manager; Joseph J. Nagle, 


Jersey 


leadership 
recently - elected 


Agency, 


assistant manager; Jay Kaplove, assist- 
ant manager in charge of agency branch 
office at Union City. 

Bergen - Passaic Agency, 15 Main 
Street, Hackensack—Duncan Macfarlan, 
manager; Bill Porraro, assistant man- 
ager; Donald A. King, associate man- 
ager in charge of agency branch at 
Paterson. 

Trenton Agency, 28 West State Street, 
Trenton—William K. Kalteissen, man- 
ager; Vincent T. Hirsch, assistant man- 
ager; Robert H. Weiner, assistant man- 
ager in charge of agency branch at 
New Brunswick. 

Newark Brokerage Agency, Suite 1111, 
744 Broad Street., Newark—Albert 
Mehrbach, Jr., manager; Louis J. Toia, 
assistant manager. 

The reorganized Newark agency under 
the managership of Osborne Bethea 
will retain its quarters in Suite 1115, 
74 Broad Street, Newark. Associate 
manager will be William L. Doney. As- 
sistant managers are Charles H. Althoff, 
Jesse D. Allen, Miss Mary C. McKeon, 
Raoul H. Nehr, Meyer Pompel and 
William FE. Ryan, Jr. 


NEW LIBRARIAN MUTUAL OF N.Y. 


Janet Mills McNellis Succeeds Late 
Helen Joyce Graves; Their 
Careers 
Janet Mills MeNellis has succeeded 
the late Helen Joyce Graves as head 


librarian of Mutual Life of New York. 
She has degrees of B.S. from New York 
University and M.S. from its Graduate 
School of Business. She attended Co- 
lumbia University Library School and is 
a member of the Special Librarians As- 
sociation. 

Helen Graves, 53, died in Staten Island 
Hospital in August after a short illness. 
She had been head librarian at home 
office of Mutual Life since March, 1950. 
A graduate of Barnard University she 
Joined company in January, 1945. 





New Prudential Agency 

Moving to expand its activities in the 
rapidly developing Dayton area, The 
Prudential this week opened its new 
Miami Valley Agency to handle sales 
activities and supervise nearly $9,000,000 
ot insurance held by residents in the 
city and a surrounding ten-county re- 
g10n, 

The new agency will be located in the 
American Building and will be headed 
by Floyd K. Bennett, who returns to 
Dayton after holding important posts in 
the company’s home office in Newark, 
_ |. Mr. Bennett established a branch 
office in Dayton in 1948, which was su- 
Pervised by The Prudential’s Cincinnati 
agency, but which is now being super- 
seded by the full-fledged Davton agency. 
_ Mr. Bennett leaves the post of train- 
ing consultant in Prudential’s home 
office to return to Dayton as agency 
Manager. He joined the company as a 
Special agent at Cincinnati in 1946. 





Company Cashier at 
75 and Still Active 


JOSIE W. HANSEN OF EVANSTON 


Continuously Employed Since Sept., 1892; 
Has Served Washington Nat’! and 
Predecessors for 50 Years 


A remarkable record of service has 
been built up by Josie W. Hansen, 75, 
cashier in the home office of Washing- 
ton National of Evanston, Ill. Miss Han- 
sen has been continuously 
since September 21, 1892, when she 
started on her first job in a wholesale 
grocery firm at the age of 15. Her 


employed 


starting salary was $4 per week for nine 
hours of work, six days a week. 

Miss Hansen’s first insurance job was 
in 1902 with the former National Life 
of the U.S.A. 
of 50 years of service in the insurance 
industry spent with the Washington Na- 
Miss 
Hansen had been made cashier of her 
company and she retained that job when 
the Hercules Life assumed management 
of her company in 1934. In 1938 she be- 


This was the beginning 


tional and predecessor companies. 


came cashier of the Washington Na- 
tional when that company took over the 
business of Hercules Life. 

Miss Hansen has_ seen 


office work 


*“evolutionized in the last 60 years. She 


now enjoys many benefits which were 
unheard of when she first started work- 
ing. Much of the work today is done 
by a multitude of machines and work 
saving devices. 

The Washington National does not 
enforce a compulsory retirement for its 
employes. The chairman of the board, 
Harry R. Kendall, is 76 years old and 
his brother, George R. Kendall, chair- 
man of the executive committee, is 70. 
The Kendall brothers believe that a per- 
son should not be forced into retirement 
or be rejected for employment because 
they are in the upper age brackets. The 
Washington National has attracted na- 
tion-wide attention by hiring a number 
of retired men for work in the home 
office. 

The company also has a savings and 
profit sharing pension fund which en- 
ables a man to retire at age 65 and a 
woman at age 60. Miss Hansen could 
have retired years ago but she plans 
to work as long as she is able. The 
company is happy to have ler on the 
job as she is a competent worker and 
has an excellent attendance record. 
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“We expect every Bankerslifeman to get his man, Flupwick ... But 
isn’t that Northwest Mountie costume a little too dramatic?” 


Bankerslifemen Know How To 


Dramatize 


Their 


Business 


It is true that Bankers/ifemen know how to dramatize the 


problems of their prospects . . 


. and the solution they pro- 


pose, but we honestly don’t know of any who have gone in 


for costuming. 


Bankers#femen are taught how to dramatize their sell- 
ing ... then shown how it works in practice, under careful 
supervision. That way they are able to make the problem a 


living, vital one for their prospects . 


.. let the problem put on 


the pressure for accepting their recommendations. 


Sensible dramatization is just one of the characteristics 
of typical Bankers/ifemen that make them the kind of life 
underwriters you like to know as friends, fellow workers 


or competitors. 


BANKERS 


DES MOINES, 


COMPANY 
IOWA 





Bean President Hancock 
General Agents Assn. 


Washington—Ferrel M. Bean, general 
agent at Chicago, was elected president 
of the John Hancock General Agents 
Association at the meeting here. 


Hancock Convention 
(Continued from Page 3) 
engaged in what you call ‘service sell- 
ing’? You have not sold insurance by 
saying, ‘It is a great thing and I get a 
commission on every sale,’ but rather by 
finding out what the problem of life is 
from your prospect’s point of view, and 
you have shown him how vou can help 
him solve that problem with benefit to 

you both.” 

New Challenge Every Day, Says Massey 
Characterizing “the touch of failure” 

as the true spice of 

cliffe John 


Hancock Mutual Life, addressing the an- 


success, R. Rad- 


Massey, vice president of 


nual convention of general agency lead- 
ers, said: “The urge to perfection is 
stimulated day after day by our failure 
to arrive at it in our dealing with our 
clients. You are being honored here to- 
day not only because of your skill in 
adapting the miracle of life insurance to 
your clients’ needs—but principally be- 
cause you have persisted, despite for- 
midable odds, in your efforts 

“The successful life insurance man 
doesn’t exist who doesn’t know the taste 
of failure, the disappointments and the 
discouragements which are part of the 
fabric of achievement. The man who 
wins out is the man who has the char- 
acter and the courage to surmount these 
obstacles.” 

Describing the job of the life insur- 
ance agent as one of the best examples 
of “making a life as well as a living,” 
Mr. Massey pointed out that the same 
sort of zest is part of the nature of a 
good life insurance agent, as is present 
in the soldier, the explorer, the inventor, 
the artist. He continued: 

“Every day is a new adventure, a new 
challenge. The words ‘routine’ and 
‘monotony’ are not in your dictionary. 
You deal with so many different people 
and so many different situations, and to 
meet their problems you have a tool so 
mobile and so flexible, that you are con- 
stantly building new structures of pro 
tection. 

“You have the marvelous advantage of 
being in business for yourself, of making 
the best of your time according to your 
individual talents. That this privilege im- 
poses the necessity for self-discipline is 
a factor in your favor—as it is only 
through the discipline a man exacts of 
himself that he becomes a leader—what- 
ever his chosen profession.” 


Welcomed by George Vinsonhaler 


First-time qualifiers to the John Han- 
cock convention of general agency lead- 
ers were welcomed by George Vinson- 
haler, second vice president, who con- 
gratulated them on meeting the first test 
of leadership and “Having 
achieved this first goal,” said Mr. Vin- 
sonhaler, “you have opened the way to 
further success, because with leadership 
comes the stimulus to continuous im 
provement.” 


success. 


JOHNSTOWN ASS’N MEETS 

\ talk by William G. Blowers, local 
representative for Franklin Life, high- 
lighted a meeting of Johnstown Associa- 
tion of Life Underwriters in Johnstown, 
Pa. “All in A Day’s Work” was his 
topic \ report on activities at the an 
nual convention of the National Associ 
Atlantic 
Heil- 


ation of Life Underwriters in 
City was submitted by Clem J. 


mann, local delegate. 
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At a recent meeting of the board of 
directors of State Mutual Life, Arthur 
A. Dunn of Boston was named assistant 
secretary—Group division. He will be in 
Group sales for the entire 


charge of 





ARTHUR A. DUNN 

succeeding Carl A. Whitman 
William R. Reit- 
zell was made manager Group sales ad- 
Melvin W. 


secretary—Group divi- 


country, 
who recently resigned. 
ministration department; 
Schuh, assistant 
of Term and 
department and 
Wilson, Jr. was appointed 
accounts—Group division. 


sion, was placed in charge 
casualty underwriting 
Melvin E. 


manager of 

















MELVIN W. SCHUH 


Keith J. Burr 
agencies. 


In the agency division, 
was named a supervisor of 


Careers 


Mr. Dunn, a graduate of Tufts Col- 
lege, has been in the insurance business 
since 1937. Since 1948 he has been Group 
sales representative in New England 
with headquarters in Boston. Mr. Dunn 
is a Commander in the U. S. Naval Re- 
serve. He will take over his new duties 
on October 1. 

Mr. Reitzell is a graduate of Prince- 
ton. Before entering the Group insur- 
ance field in 1940, Mr. Reitzell was 
district sales manager for the Standard- 
Vacuum Oil Company in Calcutta, In- 
dia. Joining State Mutual in 1946, he 
has been an assistant in the Group sales 
division. 


State Mutual Home Office Changes 


Mr. Schuh received his education at 
Amherst College and has been with 
State Mutual since 1927, starting in the 
actuarial department. In 1946 he was 
made head of the statistical branch of 
the State Mutual Group division. Since 


1947 he has been in charge of accounts— 
Group division. 


WILLIAM R. REITZELL 


Mr. Wilson, a native of Texas, gradu- 
ated from Manhattan College in 1938. 
3efore joining State Mutual in 1946 he 
served in the actuarial department of the 
Metropolitan Life in New York. In 
1950 he was made assistant manager 
accounts of State Mutual’s Group di- 
vision. 

Mr. Burr holds a Masters Degree in 
education from Syracuse University. He 
joined State Mutual in 1948 as a sales 
supervisor in the Syracuse, New York 
agency. In December, 1950 he was 
brought to the home office where he has 
been a training assistant in the agency 
division. 











Electronic Computers Can 
Be Used by Life Companies 


How life insurance companies can use 
the latest mechanical robots—electronic 
computers—was discussed Thursday in 
Hotel Commodore, New York, at a spe- 
cial meeting of the Society of Actuaries’ 


Committee on New Recording Means 
and Computing Devices. 

The committee, headed by Malvin E. 
Davis, vice president and actuary of 
Metropolitan Life, reported that elec- 
tronic computers now available are suffi- 
ciently reliable and versatile to be used 
effectively in day-to-day office work of 
insurance companies. Such equipment 
can perform many functions automati- 
cally, once a program has been set up, 
thereby permitting a consolidation of 
office records and operations that will 
effect substantial economies. 

Interest in machines of this nature 
should not be limited to the very large 
companies, the committee said. Smaller 
companies may well be able to achieve 
worthwhile savings by combining dif- 
ferent lines of work, taking advantage of 
the fact that such devices can deal prop- 
erlv with each different kind. 

To illustrate the versatility of such 
equipment, the committee presented a 
detailed plan for administering Ordinary 
life insurance. Alternate methods using 
a punched card electronic computer of 
relatively small size or a large magnetic 
tape computer were described. Under 
the plan, practicz illy every figure that 
might be needed in connection with a 
particular policy could be derived auto- 
matically and less expensively by proc- 
essing the policy record in an electronic 
computer once a year. At that time the 
premium notice, dividend report, and 
statement of interest on any loan would 
be prepared, and the amount of reserve 
required on the policy at the end of the 
year would be calculated. 

At the same time, it might well be 
worthwhile to determine in advance the 
basic information that would be needed 
if the policy were to terminate by death, 
maturitv or surrender during the next 
vear. The development of many more 
figures than are likely to be needed 
may be more economical than processing 
the policies a second time in the fewer 
cases where additional figures are 
needed. 


















































































WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL. 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 




















Press Life Agency Wins 
Canada Life Volume Award 


The Press Life Agency of Brooklyn 
and Rockville Center, L. I., which repre- 
sents the Canada Life, held a successful 
meeting tig ee 12-15 at Hotel Saga- 
more, Lake ( reorge, N. Y. H. Louis Press, 
general agent of the company, was host 
to 25 of his producers who qualified for 
the trip. 

T. A. Gooch, vice president of Canada 
Life, presented to Mr. Press the volume 
award which his agency won in the com- 
pany’s spring trophy campaign for being 
the production leader in Group C com- 
prising 36 branches of Canada Life. In 
accepting the award at the banquet Mr. 
Press gave credit to his supervisor, Al- 
bert B. Cohen, for “able guidance of our 
men during the campaign.” 

The business sessions, well planned, 
blended with a program of social activ- 
ity at the meeting. As a follow-up Mr. 
Press will hold semi-monthly forums for 
brokers on life and A. & H. topics at 
Towers Hotel, Brooklyn, starting Tues- 
day, October 7. 


BERNARD J. COURTNEY DEAD 

3ernard J. Courtney, a retired district 
manager of the John Hancock died re- 
cently. He joined the John Hancock in 
1921 and, in 1930, was appointed first 
manager of the Reading district office. 
At the time of his retirement under the 
company’s pension plan, on January 1, 
1951, he was district manager at May- 
fair, Philadelphia. 


Home Life Meeting 


(Continued from Page 1) 








department’s activities, led by G. A. 
Richardson, counsel, who was followed 
by F. W. Read, Jr., and D. R. Morgan- 
son, assistant counsel. Then the discus- 
sion of the company’s Incentive Salary 
Plan which was led by T. A. Stemmer- 
man, vice president and actuary who in- 
troduced William Allen, actuary, for a 
more extended discussion. 

Next on the jagenda was discussion 
of the company’s employe benefits led 
by J. Finlay Riek. vice president and 
secretary, who was assisted by Guy 
se ickering, actuary, and George Gamache, 
assistant secretary. 

The executives met Sunday for more 
than two hours, with Mr. Worthington 
as chairman. It started with an open 
discussion at which all were invited to 
bring up any question as to policy or 
operations of the company, each ques- 
tion being: answered by an expert. 

The closing talk was given by Presi- 
dent Cameron. Among other topics dur- 
ing the morning was a review of Sec- 
tion 213. , 

As the discussions were unusually in- 
formative, and personal relations were 
closer cemented, everybody left with a 
clearer view of the company’s operations 
and much impressed by the value of such 
a conference, 
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HEARD On The WAY 








Leroy A. Lincoln, chairman of Metro- 
politan Life, has been appointed national 
chairman of the 1953 Red Cross fund 
campaign. In 1951 he served as fund 
chairman for the Greater New York Red 
Cross campaign. 

Over the years Mr. Lincoln has been 
an outstanding representative of insur- 
ance and of the best type of citizenship. 


LEROY A. LINCOLN 


He is a past president of Life Insurance 
Association of America; was chairman 
of Institute of Life Insurance, and has 
been an Institute director since 1939. He 
is vice chairman of board of Life Insur- 
ance Medical Research Fund. 

Among the boards of directors of 
which he is a member are those of Chase 
National Bank, Insurance Co., 
Union Pacific R. R., Avco Manufactur- 
ing Corp., 
and Otis Elevator Co. For two terms he 


Home 


Commercial Solvents Corp. 
was president of Chamber of Commerce 
of the State of New York. He is vice 
president of Empire State Association of 
Commerce, Inc., and a member of the 
New York Board of Trade, Inc., and 
Commerce and Industry Association of 
New York. He has affiliations with city, 
state and national bar associations and 
is also a life member of the board of 
trustees of National Geographical So- 
ciety. He has two sons—Charles W., 
with Johnson & Higgins, brokers, and 
Thomas R., an attorney with Shearman, 
Sterling and Write, New York. 

Vincent B. Coffin, senior vice presi- 
dent, Connecticut Mutual, who is serving 
as general chairman, Greater Hartford 
Community Chest’s 1952 campaign, an- 
hounces the appointment of a number of 
insurance executives to important cam- 
paign posts. 

Morgan B. Brainard, president, Aetrta 
Life, is corporate gifts commander for 
the drive, and Dr. S. Rains Wallace, WE, 
director of research, Agency Manage- 
ment Association, is gifts 
chairman. 


corporate 


In charge of sales training is Kenneth 
L. Anderson, senior consultant, Agency 
Management Association, assisted by S. 
Rush Coffin of Shepard and Co., general 
agents. 

Others named were Walter M. Harri- 
son, Jr., Travelers; Robert E. Brown, 





Jr., Aetna; Martina Doyle, Connecticut 
General; William H. Sawyer, Connecti- 
cut Mutual; Edward E. Richardson, 
Phoenix Mutual; Charles T. Kingston, 
Jr., Charles T. Kingston and Associates; 
Robert C. Knox, Jr., R. C. Knox and 
Co.; Joseph T. McCance, Shepard & 
Co.: Robert J. Duch, Agency Manage- 
ment Association. Vincent F. Wilcox, 
Tr., of R. C. Knox & Co., is Chest presi- 
dent. 





There are 21 women who have writ- 
ten more than $1,000,000 a year in pro- 
duction. At the Women’s Quarter Mil- 
lion Dollar Round Table meeting in At- 


lantic City, 11 of them were present. 
The oldest in years was Eleanor Young 
Skillen, Wilmette, Ill., Penn Mutual Life. 
Others were Elsie Doyle, Union Central, 
Cincinnati; Meg Smith Salsbury, Equi- 
table Society, Ocala, Florida; Eunice 
C. Bush, Mutual Life of New York, 
Baton Rouge, La.; Lillian L. Joseph, 
Home Life, New York; Mary K. Stuart, 
Franklin Life, State College, Pennsyl- 
vania; Ann S. Liston, Northwestern 
Mutual, South Bend, Ind.; Hermine 
Kuhn, Manhattan Life, New York; Doris 
Mansfield, Chicago; Grace W. Chow, 
Franklin Life, Los Angeles; and Rae 
Levy, John Hancock, Dallas. 


Some other million dollar writers who 
were not in Atlantic City are Sis Hoff- 
man, Union Central, Cincinnati; Ethel 
Elmer Gwinn, River Forest, Ill.; Evelyn 
Nussear, Massachusetts Mutual, Balti- 
more; Gladys C. Brockus, California- 
Western States, Corpus Christi, Tex.; 
Lillian F. Douglas, New York; Mildred 
3ehr, Equitable Society, Chicago; Gar- 
land Lang, Kerrville, Tex., National 
of Vermont; Elizabeth B. Cook, Balti- 
more; Sophie L. Sproule, American Na- 
tional, Galveston; Williemett Andrus, 
Southwestern Life, San Antonio. 


Uncle Francis. 
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purpose of each employer. 


NATIONWIDE SERVICE FACILITIES 


The experience of our national organization, backed by a staff of trained 
pension specialists, is available to help you design the plan best suited to 
each client’s needs. 







Recent Wage Stabilization Board 
rulings have effectively cleared the 
track for renewed and increased 


activity in the Pension field. 


STANDARD PLANS CANNOT .... 


meet the needs of all working conditions 
and earnings which differ vastly between 
companies. 
for a variety of benefits and funding methods. 
The Massachusetts Mutual has a complete 
portfolio of maximum-flexibility Group con- 
tracts, designed to provide a sound pension 


individualized to the purse and 


GREAT OPPORTUNITIES 
IN PENSION SALES 


The variety of conditions calls 





For Full Details You Are Invited to Phone, See or Write 


» Our Nearest General Agency or Group Office 
Group offices are located in the following cities: 
ATLANTA CLEVELAND NEWARK ROCKFORD 
BALTIMORE DETROIT NEW YORK ST. LOUIS 
BIRMINGHAM KANSAS CITY OKLAHOMA CITY SAN FRANCISCO 
BOSTON LOS ANGELES PHILADELPHIA SYRACUSE 
CHICAGO MILWAUKEE PITTSBURGH 








—MassachusellMatual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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THE GOLD BOOK WILL BE usually fine life insurance courses, such 
ISSUED NEXT WEEK as Wharton School of 


Pennsylvania, 


l “niversity of 


The 1952 edition of The Gold Book of University of Connecticut 
Life Insurance Selling, which is pub- and Purdue University. Articles describ- 
lished every vear by The Eastern Un- img sales promotion material, house or- 


lerwriter, will make its appearance next gans and home office training are among 
ecl features in the issue. Several of the 
‘he theme of The Gold Book this year leading general agencies are subjects of 


Little 
Rock, Detroit, San Francisco and Wash- 


position occupied by articles. These are agencies in 
the men and women who have chosen 
ington, D. 


A number of wives of insurance men 





life insurance selling as a life-time ca- 


reer. The many advantages which a1 
— which make such a career tell why they are glad that their hus- 


agent! nas whici 


so attractive are described for readers bands are following a life insurance sales 
he Gold Book. One of the principal career. Also published are pictures of 





reasons is the strength, resources, repu families of many insurance men. Career 
tation and fine traditions which immedi- stories are printed of many successful 
ate behind the agent from the insurance agents. The edition also illus- 
moment he “hits the street.” This is one trates how life insurance representatives 
career in which no ilies or explana- take an important part in the civic life 
salesman in of their communities, and one city—St. 
inter Louis—has been chosen to attest the 


tions are needed by the 


defending his product during an 
view. high opinion of the institution of insur- 
ts representatives in that city. 


Gold Book are the 


Life insurance has been successfuily ance and 
operated in this country for more than Interviewed for The 


a century, the first company to com- mayor and a number of other civic lead- 
ers of St. Louis. 


Outside of the ranks of the companies 


mence operations in writing life insur- 
ance on all classes of business being the 
Mutual Life of New York in 1843. By and 
86,000,000 know most about the business are the 


their representatives those who 


the end of 1951 there were 


owners of legal life insurance in the Commissioners of Insurance who super- 


Those policyholders vise the insurance industry. A number 


mn of life insurance un- 


United States 
wned $253.1 billi 


der 210 million policies and certificates life 


leading Commissioners pay tribute to 
insurance itself and to those who 
averaged sell it. 

In addition to the main theme of The 
articles of perti- 


insurance protection 
family A recent 
of all U. S. families 
own life insurance. Assets of U. S. life nent interest by notable insurance peo- 
companies at the end of 1951 stood at Metropolitan Life 
$68.3 billion, an increase of $43 billion tells of the future great opportunities 
agents. B. M. Anderson of Connec- 
explains what Congress 


The life 


$5 500 per 





survey 
showed that 75% Gold Book there are 


ple. Earl Trangmar of 


wer the total outstanding of the year lor 

General, 
in relation to life insurance in 1952; 
Metropolitan, in an article 
intangibles 
demonstrates the significance and impor- 


Approximately $4 billion were — ticut 
1 benefits of various kinds during did 
1951. Milton Ellis, 
The Gold 


elped by the many organiza- 


Book tells how the field on the most tangible of 
force is 
business, such as the Insti- tance of the piece of paper known as 
National Associa- the life insurance policy. Two person- 
American Col- ality stories about executives review the 
Alvin B. Dalager, vice presi- 
Association, dent, Society, and Olen FE. 
\ssociation of America, \nderson, vice president, John Hancock. 


Association, \s the most important obligation of 


tions in 
tute of Life Insurance, 
tion of Life Underwriters, : 
lege of Life Underwriters, Life Insur- careers of 
nce A ge I cy 

Life Insurance 
Life Office Management 
American Life Convention, Life Insurers life 


Management Equitable 


insurance is carrying out its con- 
Gold Book 


gives some examples of how that per- 


Conference. Stories are printed describ-  tracts—one story in The 


ing the 
the principal colleges which give un- 


work and operations of some of 
formance is carried out. 





JEROME PHILP, Managing Editor 
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HORACE W. BROWER 


Horace Brower, president, Occidental 
Life of California, Los Angeles, has been 
appointed general chairman of the 1953 
March of Dimes Commerce and Industry 


Committee. 
* * * 


Harry H. Fuller, president of Illinois 
Insurance Feder oid and his bride, the 
former Lillian Herring, secretz “i of that 
association, were in New York last 
week on their honeymoon trip. 

* * x 


John A. Walker, Q.C., of Halifax, 
Nova Scotia, has been elected president 
of the Halifax Insurance Co., succeed- 
ing the late F. B. McCurdy, P.C., who 
died August 29. Mr. Walker is a mem- 
ber of the legal firm of Walker & Dun- 
lop and is a director of the Maritime 
Life Assurance Co. and the Nova Scotia 
Trust Co. General manager of the Hali- 
fax Insurance Co. is J. Cecil Stuart. Sec- 
retary-treasurer is J. N. Meagher. The 
Halifax Insurance Co. was established 
in 1809. George E. Scaff is United 
States manager. It is Canada’s oldest 
insurance company. Marine managers 
are Wm. H. Magee & Co. 


* * * 


Richard D. Ferguson, Mutual. Benefit 
Life, has been named a group chair- 
man for the Columbia College Fund for 
1952. He graduated from the college in 
1933 and from the Columbia Law School 
three years later. As a kev member of 
the fund drive for Columbia University’s 
undergraduate liberal arts school for 
men, Mr. Ferguson’ will coordinate 
alumni giving of a group of classes. The 
Fund, now getting underway in its an- 
nual drive, has as its main objective the 
enlarging of Columbia’s scholarship pro- 
gram. 


=~ 


* * * 


Dr. Kenneth C. Peacock of New York 
will address the American Management 
Association at its fall personnel confer- 
ence to meet at Hotel Astor on October 
1. His subject will be “The Dollar Value 
of Medical Care for Small Industrial 
Units.” For many years he has been an 
authority on industrial medicine prob- 
lems of all sized industrial units. 

* * + 


Martin M. Mullally, a past president 
of the Michigan Association of Insur- 
ance Agents and long prominent agent 
of Muskegon, Mich. has been desig- 
nated as general chairman of the Great- 
er Muskegon Catholic Central High 
School fund drive. A $750,000 goal has 
been set for the achievement of the first 
phases of the construction program. 






















Greystone Studios 


FRANK N. BELGRANO, JR. 


Frank N. Belgrano, Jr. of Los Angeles, 
former national commander of the 
\merican Legion, former president of 
the Pacific National Fire and presently 
president of the First National Bank, 
Portland, Ore., has been elected a di- 
rector and a member of the executive 
committee of the board of directors of 
Transamerica Corporation. Transamer- 
ica owns both Pacific Nationa] Fire and 
Occidental Life of California. His elec- 
tion was to fill the vacancy caused by 
the death of the late L. M. Giannini. 

x * x 


Charles B. Robinson, the new presi- 
dent of the Federation of Insurance 
Counsel, succeeds John Alan Appleman 
of Urbana, Ill, who is a member of 
McKinley, Price & Appleman, Chicago. 
Mr. Appleman becomes chairman of 
Federation of Insurance Counsel. Mr. 
Robinson is affiliated with the Chicago 
law firm of Meyers & Matthias. 


* * * 


Lloyd K. Friedman, a Fellow of the 
Society of Actuaries, is opening offices 
in the Gulf Building in Houston, Texas 
as an actuarial consultant. A_ native 
Texan, and a graduate of Rice Institute 
and the University of Michigan, Mr. 
Friedman will specialize in life insurance 
and employe benefit plans. 

* * * 


M. Albert Linton, president of Provi- 
dent Mutual, who will assume the post 
of chairman of the company at the end 
of the year, expects to spend _ three 
months each year away from the home 
office and take advantage of the oppor- 
tunity to enjoy more fully the outdoor 
life which has had such a great attrac- 
tion for him. Part of the time in 1953 
will be spent in Europe where he will 
again engage in some of the mountain 
climbing feats which have characterized 
his leisure and recreational periods. He 
has already climbed the two _ highest 
mountains of the Swiss Alps and some 
high mountains of Canada and _ the 
United States. His European trip will 
probably start in February. 

x oe. Se 

Paul M. Fell, manager at Philadelphia 
for the Middle Department Association 
of Fire Underwriters and former most 
loyal grand gander of Blue Goose, is re- 
tiring after a long career. William J. 
Edge will continue as superintendent of 
the stamping department and due to fur- 
ther integration between the Philadel- 
phia and suburban areas continuation of 
the formal title and post held by Mr 
Fell is no longer required. 
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Better Business Bureaus’ Attitude 
On Insurance 


Association of Better Business Bu- 
reaus, Inc., Chrysler Building, New York 
City, is sending to insurance companies 
its direct mail material. For about a 
year the ABBB has conducted a study 
of the number and nature of requests 
relative to insurance, made to the bu- 
reaus by the public and business firms 
and has carried on discussions with lead- 
ing insurance executives. Asa result, the 
association has established the Better 
Business Bureau Insurance Fund and 
made a number of person il solicitations 
which have resulted in subscriptions 
from 33 companies covering a broad geo- 
graphical area and all major lines otf in- 
surance. Included among these sub- 
scribers are some of the largest compa- 
nies as well as a number of middlesized 
and smaller ones. 

There are 91 local Better Business Bu- 
reaus throughout the country who in 
1951 received more than 80,000 calls from 
the public in reference to insurance. 
The bureaus have 400 employes. About 
54% of the insurance inquiries and com- 
plaints about their insurance experiences 
come from women. Of the total of all 
inquiries or complaints, 30,511 were in 
connection with life insurance; 32,042 
had to do with Accident, Health and 
Medical; and 18,000 referred to fire, casu- 
alty and surety matters. 

“People come to the bureaus in their 
communities to ask about policies they 
propose to buy,” said ABBB. “Three- 
quarters of all inquiries are made before 
purchase, each concerning the reliability 
of a specific company,” says ABBB. 

“Other questions reflect problems of 
people who hold policies. Their prob- 
lems are many and varied—difficulties 
over premium payments, misunderstand- 





ings about coverage, questions about 
cancellations, doubts caused by rumors, 
competitive statements or news stories. 


“Practically all companies, from the 
largest to the smallest in all lines, are 
subject to calls during the course of the 
year. As a general rule, volume in- 
quiries are stimulated by large-scale 
sales and advertising campaigns, or by 
any distinctive policy form or sales 
method. Changes in procedure and con- 
fusion over similar company names also 
cause large number of inquiries 

“Policvyholder good will can usually be 
maintained by answ ering questions with 
information on hand in the bureaus. If 
not the questions should be, and gen- 
erally are, referred directly to the com- 
panies concerned in order to give them 
an opportunity to satisfy the policyhold- 
ers. Better Business Bureaus frequently 
is able to add impartial explanations 
which clear up any lingering doubt. 

“In the field of insurance there are 
companies, and also agents, who under- 
mine public confidence by using prac- 
tices which are not in the public inter- 
est and their activities can cause legisla- 
tion which imposes further controls upon 
the business as a whole. Factui il reports 
are used by the Better Business Bureaus 














to answer questions upon ‘fringe’ opera- 
tions. These reports help to curb ques- 
tionable practices and to encourage vol- 
untary adherence to higher standards of 
ethics—benefiting the entire business and 
the public.” 

The serious criticisms are referred to 


State Insurance Commissioners. 3u- 
reaus serve as an effective “clearing 
house” of multiple complaints about a 


practice, thereby arming a Commissioner 
with more complete evidence. The rela- 
tions between the Better Business Bu- 
reaus and the Departments of Insur- 
ance are excellent. 

As to calls caused by insurance agents 
they are referred either to the home 
office, the Insurance Commissioner or 
directly to the agent himself. 

As to loss adjustments the bureaus 
do not attempt to adjudicate any claim, 
but transmit such information to the 
companies involved. Many adjustment 
complaints are based on misunderstand- 
ings by policyholders and they can be 
satisfé eels resolved. Persons with dis- 
honest claims rarely expose themselves 
to a Better Business Bureau. 

The bureaus say the general attitude 
of people making complaints is one of 
accusing insurance as a whole without 
realizing any difference between lines 


and companies. “Every time a bureau 
corrects such a blanket accusation of 
blaming the whole insurance industry 


for an alleged unfairness or misrepresen- 
tation by an individual company the bu- 
reau renders valuable support to the ex- 
cellent public relations work of the many 
insurance companies, their agents and 
associates. 

There is a need for the bureaus to have 
uniform reports to answer inquiries from 
the public. At present each bureau re- 
ports information from its files and from 
insurance source material. In this re- 


spect, it should be understood that no 
new facility or organization is being 
planned. Attitude of ABBB is th it pres- 


ent facilities within the bureaus’ network 
can be made available as soon as funds 
are on hand to coordinate the work. 
Chairman of the association is John R. 
Buckley, publisher of Good Housekeep- 
ing. Vice chairman is Arthur S. AI- 
bright. vice president, Detroit noma 
Co. President is Victor H. Nyborg 
the ABBB. Secretary is F. Pea 
Leavitt, general manager of Hartford 
Better Business Bureau, Inc. Edward L. 
Greene is treasurer. Director of industry 
relations of the association is Joseph M. 


Rowland. 
* * * 


Better Business Bureau Officers 


Victor H. Nyborg, president of Asso- 
ciation of Better Business Bureaus has 
been in bureau work of this kind since 
1929 when he joined the staff of the 
Hartford Bureau. In 1936 he was made 
manager of the Buffalo Bureau and in 
1940 became president and general mana- 
ger in Cincinnati. In September, 1946, 
he was elected president of the Associa- 
tion of BBB which had just been reor- 
ganized as a full-time organization with 











VICTOR H. NYBORG 


offices in Now York City. 


‘He travels ex- 
tensively for the organization; makes 
numerous speeches before business and 
civic groups. 

John R. Buckley, chairman, board of 
Governors ABBB, is a native of Iowa 
and a graduate of University of Chicago. 
After being a lieutenant in field artille {Ty 
during World War I, he became vice 
president and general manager of Cor- 
nell Wood Products Co., in Chicago and 
then assistant to president in charge of 
sales and advertising for Beaver Prod- 
ucts Co. He joined Hearst Publications 
becoming publisher of Cosmopolitan for 

years. In 1941 he became publisher 
of the magazine Good Housekeeping. 

Jasper M. Rowland, director of indus- 
try relations, ABBB, had a considerable 
background of merchandising and public 
relations knowledge when serving in ex- 
ecutive capacities for such companies as 
Socony Vacuum Oil, American Airlines 
and Jacob Ruppert. For the past two 
years since entering BBB work one of 
his principal activities has been estab- 
lishing a national liaison with insurance 
companies and their associations in all 
lines for purpose of developing concepts 
of common interests which have resulted 
in the formation of the Better Business 
Bureau Insurance Fund. This Fund will 
help meet costs of the insurance services 
rendered by the Bureau. 

x ok Ok 
To Announce Three Commissioners’ 
Subcommittees Later 

In announcing its new committee 
memberships National Association of In- 
surance Commissioners says that follow 
ing appointments about some subcom- 
mittees will be made later. They are the 
subcommittee to study the statutory fire 
policy in the writing of multiple line 
coverage; that of security or insolvency 
funds; and the subcommittee to study 
the rules and regulations governing sales 
of Credit Life and Credit Accident and 
Health insurance. 

* * o 
Commissioner Brown Now a Judge 

William B. Brown, former Insurance 
Commissioner of Hawaii, is now Circuit 
Court judge in Wailuku, Maui, Hawaii. 
He is a graduate of Harvard School « 
Law. His last talk in the United States 
when he was Insurance Commissioner 
Was at an insurance convention in White 
Sulphur Springs. 

* ’” 


L. & L. Head Office Changes 


The head office of London & Lanca- 
shire in London has made these appoint- 
ments : 

A. Howcroft and H. 
henesnlete joint heads of 
dent department, to be foreign accident 
superintendents; C. R. Swan. formerly 
foreign accident superintendent, 


A. Montague, 


for eign acci- 


con- 





JASPER M. ROWLAND 
tinues in that appointment as the senior 
official of the department; F. Temple, 
heretofore of the investment department, 
to be investment superintendent; A. J. 
Pagram, aviation ie to be as 
sistant aviation underwriter 
* * x 


Savory’s Publication 

In London every year is nublished 
Savory’s Insurance Share Annual which 
summarizes the trading results for a 
number of years of 30 of the insurance 
companies whose shares are quoted in 
the official British Stock Exchange lists 
In addition there is a preface written by 
Donald S. Savory in which he reviews 
the year’s results. Publishers are 
Thomas Skinner & Co., 33 Gresham 
House, London, E.C.2. 

* * 


Describes Kemper Organization 

James S. Kemper of Chicago, head of 
an organization of 12 insurance compa 
nies says of the 1952 “Bankers Edition” 
of Kemper insurance just published: “It 
is the purpose of this booklet to present 
in a convenient form the type of infor- 
mation which will help bank 
properly to appraise the securities of 
fered by the policies of the 
comprising Kemper insurance. Particu- 
larly since 1932, bank executives have 
found it necessary to have a knowledge 
of the management, financial policies and 
investment program of leading insurance 
companies not only intelligently to an- 
swer the increasing number of inquiries 
being received from their depositors, but 
also to be certain that their loans are 
protected properly.” 

* * + 


officers 


companies 


“Insurance for Businessmen” Course 
at City College 

Dr. Robert A. Love, City Coilege 
School of Business, announces a new 
course to make businessmen literate in- 
surancewise is a 13-course offering of 
the insurance training program of the 
evening and extension division of the 
college. It aims to inform the small 
business man, in particular, of the serv- 
ices which insurance can give him as 
a business man. Included in the curricu 
lum are identification and application of 
the different divisions of insurance, with 
emphasis on specific kinds of insurance 

The division’s downtown section will 
offer 12 courses in this insurance train- 
ing which may be fitted into work for 
a college degree in business administra- 
tion. That program downtown started 
September 22. The midtown center’s pro 
gram starts October 14. Courses will be 
taught by insurance executives who are 
specialists in the particular type of in 
surance which thev instruct. Altogether 
there will be 100 courses by the college 
in this intensive business training plan. 
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Newlands Weighs U. S. 
And British Situations 


ADDRESSES AGENTS IN MAINE 
Says in Great Belicia, With Only One 
Government, There Is No Problem 
of Federal or State Control 
Some of the Siikeneares which exist 
between this country and Great Britain 
in handling fire and casualty insurance 
Newlands, gen- 
Union & Na- 
Maine Agents 


were discussed by John 
eral attorney, Scottish 
tional, in a talk before 


JOHN NEWLANDS 


Association, September 11. His opinion 
of British methods is that they work 
well in Great Britain but could not be 
successfully applied here. Two impor- 
tant differences which affect the com 
parison of methods in the two countries 
are supervision by the Government and 
selling and servicing 

Only One Government 

In Great Britain there is only one 

Government—located in London, and 


} ef 
ulvalent to the 





equ Federal Government. 
There are no states, and, therefore, no 
problem as to whether a matter comes 
under Federal or state control. In the 
U. S. each state has its own code and 
its own Insurance Department to admin- 
ister it. In Great Britain there is little 
Gov ient control, but a great deal of 

trol self regulation of the 





companies and it has 

n. This self control 
over many years and 

‘torily. In 1948 the New 
nsurance Department sent two of 
its then Deputy Superintendents, Alfred 
J. Bohlinger and Thomas C. Morrill to 
- study of British insurance 
hev were specially charged 
with inquiring whether New York State 
could get along with less regulation and 
departmental English 
experience as a guide. Their report made 
it clear that in their opinion conditions 
in the two countries are so dissimilar 
that the British regulatory pattern is not 
adapted to American conditions. With 
this conclusion, and with the whole con- 
tents of the report, Mr. Newlands agrees. 

Fire insurance had been transacted in 











personnel using 





Great Britain for more than 200 years 
before the first Act of Parliament gov- 
erning the business was passed in 1909. 
During that time the British companies 
had been established in practically every 
country in the world. In 1909 the Brit- 
ish companies in this country had a 
large and profitable business with a 
very high reputation due to their adop- 
tion of American insurance methods and 
their splendid record in 1906 San Fran- 
cisco conflagration and other conflagra- 
tions. 

In 1909 the Assurance Companies Act 
was passed. Consisting of 49 pages it 
largely governed fire and casualty busi- 
ness until 1946 when some amendments 
were made. The 1909 Act said nothing 
about rates, policy conditions or insur- 
ance agents. It laid down rules for de- 
posits with the Government which were 
not heavy—about $56,000 for each of the 
five subdivisions of insurance—life, fire, 
accident, employers liability and bond in- 
vestment. These deposits did not relate 
to the volume of insurance and did not 
increase with a growth in premiums. The 
1909 Act set out statutory forms of ac- 
count and separation of funds for each 
of the above five insurance classes. The 
act gave the Government Department 
authority to investigate any company 
whose financial position appeared un- 
sound. 


No British Company Failures 


The principle behind this act, which 
would seem very weak and ineffective to 
state legislatures here was that the pub- 
licity attained by these statutory forms 
of account, plus competition, would be a 

(Continued on Page 58) 


Sketch Dies at Capetown; 


Former Phoenix Chairman 

Word has just reached New York of 
the passing of Y. Sketch, former 
chairman of the Phoenix Assurance Co; 
Ltd., which took place September 12, at 
Capetown, South Africa. 

Prior to assuming the chairmanship in 
1940, Mr. Sketch for many years served 
in the capacity of managing director of 
the Phoenix, during which time he made 
frequent visits to the United States and 
formed many friendships among the in- 
surance fraternity. 


Five Dept. Heads Promoted 
By Alexander & Alexander 


At the meeting of the board of di- 
rectors of Alexander & Alexander, insur- 
ance brokers of New York, September 
18, five department heads were pro- 
moted to position of assistant vice 
president of the organization, in rec- 
ognition of their capabilities and length 
of service. Following are the new assis- 
tant vice presidents, their years of serv- 
ice and the departments of which they 
have been heads: 

Stanley J. Bolden, 23 years, fire; Les- 
ter W. Torres, 22 years, marine; George 
B. Falvey, 24 years, casualty; Fred S. 
Schmidt, 25 years, aviation; Carl F. 
Stissel, 13 years, fire. 


North British Appoints 
Flanagan in Oklahoma 


The North British Group announces 
the appointment, effective October 1, of 
John J. Flanagan as special agent asso- 
ciated with State Agent Donald H. Shan- 
non, with headquarters at Oklahoma 
City. Mr, Flanagan attended New York 
University specializing in insurance 
courses and also has completed an in- 
tensive training course at the home office 
in New York. 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds, Inc. 
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92 William Street, New York 38, N. Y. 


Losses paid exceed Three Hundred Fifty Million Dollars Gon 





























National Cargo Bureau 
Organized in New York 


ALL INTERESTS HAVE VOICE 
Formed in Connection With Interna- 
tional Safety at Sea Convention; Pate, 

Barker, McDowell Top Officers 


The formation of the National Cargo 
Bureau, Inc. to assist the Coast Guard 


in developing regulations for the safe 
stowage of dangerous cargoes and grain 
and to make available cargo- loading j in- 





LOUIS B: PATE 

spection services in all American ports 
was announced September 25, at an or- 
ganization meeting in New York. The 
National Cargo Bureau, Inc. on about 
November 1 will absorb the cargo-load- 
ing inspection. services currently pro- 
vided by the Board of Underwriters of 
New York and the Board of Marine 
Underwriters of San Francisco. 

‘he Cargo Bureau is a membership 
corporation composed of individuals 
prominently identified with the maritime 
commerce of the United States, accord- 
ing to J. A. Bogardus, board chairman, 





BARKER 


OWEN E. 


Atlantic Mutual, who is president, the 
3oard of U nderw riters of New York and 
Walter E. Maloney, president, American 
Merchant Marine Institute. 
All Interests Have Voice 
In order that all interests concerned 
may have a voice in the affairs of NCB 
the membership will include ship opera- 
tors, marine underwriters, and represen- 
tatives of the Coast Guard and the Mari- 
time Administration. The bureau was 
(Continued on Page 44) 
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Hartson Moderates Multi-Peril Panel 


White Assists Him; Mays, Twaits, Wayne, Cheek, Perlet and 
McCullough Give Views for Their Organizations; Agent’s 
Interest Intense in All Phases of Problem 


Cleveland, September 23—One of the 
highlights of this convention, presented 
to a completely packed ballroom in the 
Hotel Carter, was the NAIA workshop 
with President J. F. Van Vechten pre- 
siding. In addition to talks on abbre- 
viated bond manual and educational de- 
velopments, reviewed elsewhere in this 
issue, several outstanding figures in in- 
surance participated in a panel on multi- 
peril and package policies. The agents 
came to get the latest information on 
package policies and also asked how all 
this may affect 
the last named they got no direct an- 


commission rates. On 


swers on percentages, but were told that 
as multi-peril came to be more generally 


available and sold, higher premiums re- 


ceived by producers would yield higher 
commissions in dollars. 

Maurice J. Hartson, Jr., New Orleans, 
was moderator for the multi-peril panel, 
assisted by Morton V. V. White, Allen- 
town, Pa., chairman and vice chairman 
respectiv ely of the NAIA property insur- 
ance committee. Mr. Hartson opened 
this final part of the morning session 
by saying that confusion as well as 
progress has resulted from divergent 
views of companies and agents on what 
package policies should include and from 
the multiplicity of new policies appearing 
for sale during the last year or so. 


Mays Tells of IEA Studies 


Milton W. Mays, Insurance Executives 
Association, led off and told how the 
IEA has been studying multiple risk 
forms for many years and will continue 
this. The association favors progress on 
a peril basis and Mr. Mavs told how 
additions had been made to basic forms 
in the past. At the moment a compre- 
hensive liability endorsement, with medi- 
cal payments, is before the [EA but has 
not yet been recommended. The whole 
subject, he said, will come up for recon- 
sideration at the forthcoming meeting 
of his association. 

Elmer A. Twaits, assistant secretary, 
National Bureau of Casualty Underwrit- 
ers, called integration of fire and casu- 
alty covers into a single form a big 
problem which must be approached with 
care. He favors cooperation with other 
company organizations so that all factors 
may be thoroughly understood when a 
policy is prepared. Existing statistics 
and past records must be kept in mind 
in deciding rates and he opposed picking 
a premium out of the air and trying 
later to change it if it proves incorrect. 
On lower costs for package nolicies he 
said there may be some saving in costs 
of writing out policies but there is not 
now any redundancy in casualty rates 
to permit any arbitrary reductions in 
premium charges. He believes that sell- 
ing three-year prepaid policies for two 
and one-half times the anual rate 
provides too large a term discount. He 
indicated favoring 10% off for a term 
policy instead of 16%. 

Harold L. Wayne, general manager, 
Inland Marine Underwriters Association, 
said he sees nothing incompatible be- 
tween orderly development of multiple 
peril forms and the nationwide defini- 
tion. However, he stated postively that 
unbridled competition could make the 
definition useless. This definition, in use 
many years, seeks to define what risks 
may be underwritten as inland marine 
and which should be classed as fire, casu- 
alty or in some other category. 

Insurance Commissioner Waldo C. 


Cheek of North Carolina, representing 
the state supervisory authorities’ view- 
point, said one difficulty multi-peril risks 
encountered is that rates are under state 
regulation. “If thev were not,” he ob- 
served with a chuckle, “the inland ma- 
rine boys would have taken care of this 
situation long ago. We must see that 
rates are correct and for that we need 
adequate and creditable experience data.” 

The Commissioner feels that too much 
competition is now entering the picture, 
coming from companies and bureaus de- 
sirous of putting broad form policies on 
the market. He said a more proper ap- 
proach would be from agents who should 
decide how far and fast this trend should 
go after they have surveyed the buying 
field with an eye to doing the best job for 
the public. As far as the National As- 
sociation of Insurance Commissioners is 
concerned, that body still has an open 
mind, he concluded. 

Harry F. Perlet, manager, National In- 
surance Service & Advisory Organiza- 
tion, explained his organization does not 
handle rating, but is advisory only. The 
philosophy of the member companies is 
that they must not enter a rate war but 
must make an orderly approach to multi- 
peril forms through existing rating bu- 
reaus. 

Perlet Backs Semi-divisible Premium 


A _semi-divisible premium was backed 
by Mr. Perlet, for his organization is 
committed to name peril approach as the 
best way for both companies and agents 
to make money in the long run. Mere 
packaging of risks does not necessarily 
produce a lower rate, he said, but some 
expenses may thereby be reduced. How- 
ever, this packaging may not produce a 
better loss ratio he pointed out. 

Mr. Perlet said his organization hopes 
to give the assured an option in select- 
ing coverages, permitting him to take 
what he wants and reject others, for full 
coverage, he continued is probably too 
costly for most prospects. He estimated 
that not over 10% to 15% of the business 
written will be on a full cover basis. 

Roy C. McCullough, manager, Multiple 
Peril Insurance Rating Organization, 
agreed with the previous speakers that 
“We don’t want a temporary competitive 
edge on the basis of price and printing. 
Soon everyone will he catching up with 
you and the advantage is gone.” He 
seeks some measure of uniformity in 
broad covers and is getting toward that 
goal as more companies join the organi- 
zation he manages. About 60 companies 
now belong and they are determined, to- 
gether, to take the initiative in getting 
a broad form policy ready for sale. 


McCullough Explains Organization’s 
Purpose 

His organization, Mr. McCullough con- 
tinued, was formed to handle the indi- 
visible premium approach, although he 
readily admitted this may not be correct 
for all types of risks. It depends upon 
the kind of protection needed. He said 
his organization has now sti irted on a 
new policy for homeowners, being tried 
in a few states to see how it works. He 
stressed that companies he represents 
are not leaving the initiative to com- 
petitors in the mutual field to provide 
better policies for homeowners and large 
buyers. As to rates of commissions, Mr. 
McCullough expressed the view that in- 
creased business will bring more dollar 
income to agents, and then said, “We 
are not a collective bé urgaining body” to 
determine commission rates. Noth'ne 
aiong that line has been recommended 
by him. 

Mr. Perlet was asked by an agent 
whether coverage against flood and ris- 





Elect Sheldon and Seymour 








Moffett Studio 
WALTER M. SHELDON 


Cleveland, Sept. 


E. J. SEYMOUR 


24—Walter M. Sheldon, Chicago, who has been vice president 


of the Nz ational Association of Insurance Agents during the past term, was elected 


president of the organization today, 
E. J. Seymour, Monroe, La., 


succeeding J. F. Van Vechten, 
was advanced from membership on the executive com- 


Akron, Ohio. 


mittee to vice president of the association. 
In accordance with the constitutional amendment adopted earlier at the conven- 


tion, three members of the executive committee 


were elected by the national board 


of state directors from within its membership, as follows 


Jamaica, N. 


Kansas, 


A. Neumann, 
Arkansas City, 
elected member, 


Joseph 
neth Ross, 
newly 
year term. 


from seven to eight, 


Y., was reelected for a one year term; 
was reelected for a three year term, and the 
Ralph D. Callister, 
Hereafter, each member will be elected for a three year term. 
Also in keeping with the Constitutional amendment, 


including the two officers, 


Ken- 
Salt Lake City, was elected for a two 


the committee is enlarged 
and they, with the three elected 


members, will appoint three other members. 
Mr. Sheldon, the new president, is a former president of the Chicago Board of 
U nderw riters and has been active for years in wg Cc hicago Insurance Agents Asso- 


ciation, 

Son of a former executive of 
grade and high school in 
work there full time. In March, 
ander & Co., 


Insurance Federation of Illinois and the N 
Marsh 
Evanston and Hinsdale, IIL, 
in the western department of Fireman’s Fund. 
1919, he entered the general agency of W. 
of which he is vice president. 


Association. 

Walter Sheldon attended 
working during vacations 
Upon leaving school, he went to 
A. Alex- 
In World War I he was a private in 


Jational 
ennan, 


& McLe 


infantry and then sergeant in the engineers. 


Mr. Seymour of the Seymour Insurance 
rector of Louisiana and is a past president of the Louisiana 


of the NAIA 


eral years he has served as a member 


is state national di- 
Association. For sev- 
steering committee of the 


Agency, Monroe, 


national board of state directors, and as a member of the NAIA finance committee 


rn Three iii 


At Final General Session 


Cleveland, Sept. 24—Three resolutions 
were adopted by the National Associa- 
tion of Insurance Agents at the closing 
general meeting here today, relating re- 
spectively to a joint advertising program, 
civilian defense and appreciation of the 
work of Walter H. Bennett who is to 
retire as gener ral counsel of the associa- 
tion October 1. 

The advertising resolution pointed out 
that the life insurance industry has de- 
monstrated that a joint national adver- 
tising program in the public interest has 
brought good will to companies and pro- 
ducers and asked the executive commit- 
tee to give thought to interesting prop- 





ing water risks was likely to be put into 
policies of his organization. Giving only 
his own personal view, he feels such is 
unlikely due to many reasons why com- 
panies will not handle flood insurance. 
He was also asked whether full automo- 
bile coverage may be included in multi- 
peril policies for homeowners. Smiling, 
he said he thinks the companies will 
went to continue to deal with those 
physical damage and liability risks sepa- 
rately from dwelling forms as long as 
the present bad experience in the auto 
field continues. 


erty insurance companies in adoption 
of a similar program. 

The civil defense resolution stated 
that many cities and states do not have 
a complete registration of their citizens 
and are not trained in meeting catas- 
trophes. The resolution continued: 
“Whereas the Federal Civil Defense Ad- 
ministration is designating the period of 
November 11-27 for a volunteer registra- 
tion campaign and has called upon the 
National Association of Insurance 
Agents to spearhead this campaign: Be 
it resolved that the National Association 
of Insurance Agents gives its whole- 
hearted support to this worthy under- 
taking and calls on its members to do all 
in their power to make it a success.” 

The resolution on Mr. Bennett ex- 
pressed the “great admiration, respect 
and affection” the members hold for him. 


America Fore Directory Out 


The popular America Fore directory 
of delegates and guests appeared early 
Tuesday morning and several thousand 
copies were promptly picked up by those 
here. Frank E. Ennis, advertising mana- 
ger of the group, supervised preparation 
of the directory. This service by America 
Fore has been continued for many years 
and is widely appreciated. Also the 
group was host at a reception Tuesday 
afternoon at the Hotel Cleveland for all 
attending the convention. 
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Constitution Amended by Close Vote; 
Changes Executive Committee Set-up 


Cleveland, Sept. 22—By a close vote, 
under the two-thirds majority rule, the 
National Association of Insurance 
Agents this afternoon approved proposed 
constitutional amendments designed to 
increase the membership of the execu- 
tive committee and also to lengthen the 
term of service of there She from one to 
three vears. The vote was 1,805 in favor 
and 774 opposed, with 1,758 votes re- 
quired for There were 2,639 
votes cast, each state being allowed one 
vote for each ten members. 

The purpose of the amendments is to 
strengthen the executive committee’s 
effectiveness by having members serve 
long enough to secure fuller knowledge 
of their tasks. By the change the com- 
mittee is enlarged from the present 
seven members to eight, including the 
president and vice president of the 
NAIA. In addition to the two officers 
three members of the committee are to 
be elected from the membership of the 
national board of state directors and 
hree members are to be apvointed by 
he first five. All members other than 
he president and vice president will 
serve for three-year terms. 


passage 


Rotation System in Effect 


At the outset, in order to put the 
rotation system in effect, two members 
will go on for one year, two for two 
years and two for three years. Each 
year hereafter only one member will be 
elected from the national board and one 
appointed by the existing membership, to 
fill the places of those whose terms will 
expire. Any vacancy in the elected com- 
mitteemen will be filled by the executive 
committee until the next meeting of the 

1ational board, when the vacancy watt be 
fille d by an election. 

Sixteen states voted against the pro- 


posals, including ‘alifornia, Minnesota, 
Washington, North Carolina, each of 
which has over 50 votes. Six states and 
Puerto Rico did not vote at all. Another 


proposal for changing the set-up of the 
executive committee, offered by the 
Washington state association, was with 
drawn and n voted upon. This called 
for election of five members by the con 
i of the five terri 





vention, one from each 
torial divisions, each man to serve a 





three-year term 

Debate on the amendments approved 
today was opened by Carleton I. Fisher, 
Providence, R. I., who asked that the 
proposals be defeated at this time on 
the charge that they have “grave de 
fects.” He did not oppose the idea of 
continuity of membership, but contended 
that in electing national state directors 
to the executive committee for three 
vears the National 
hands of state associations in selecting 
new directors. Under the rules the ex 
ecutive committeemen elected by the 
directors must continue as directors in 
order to remain on the executive group, 
Mr. Fisher said. In the event a state 
association wishes to give a 
president the post of national director 


and the present occupant of the latter 


post is on the NAIA executive commit- 
tee the choice would have to be, he said, 
to abandon the new appointment, or 
force the retiring director off the ex 
ecutive committee by the act of dropping 
him as a director 


Would Restrict Choice of Members 


Also Mr. Fisher’ argued that the 
amendments would restrict the choice of 
three members of the NAIA executive 
committee to the 50 A ape serving as di 
rectors whereas the National Association 
has a membership of 30,000. It has gen 


erally been difficult to secure aualified 
agents to serve on the executive com- 
mittee and it may now be harder, with 


Association ties the 


retiring 


the term of office extended to three 
years. Hence he opposed restricting the 
choice to such a small body as the na- 
tional board. In closing he voiced the 
hope that a committee be named to give 
the matter further study in the coming 
vear. 

T. K. Robinson, Tennessee director, 
and chairman of the board of directors’ 
practices committee, said he could not 
understand why the amendments, if ap- 
proved, should not result in greater com- 
mittee efficiency. He was backed by 
John H. Carney, Wisconsin, executive 
committeeman. Supporting Mr. Fisher 
was Kenneth Nehring, Arizona director. 
With a demand for a roll call President 
James F. Van Vechten directed Execu- 
tive Secretary John F. Neville to ask 
each state to cast its vote. 


Martin Opposes Legislation Against 
Part-timers 


At the Monday afternoon first general 
session at the Hotel Carter, Insurance 
Commissioner Wade O. Martin, Jr., who 
is also president of the National Associa- 
tion of Insurance Commissioners, added 
to his prepared address a declaration in 
opposition to trying to legislate against 
part-time insurance agents. He said he 
is opposed to any statutory mandate 
requiring full- time in insurance as a pre- 
requisite to securing a license, holding 
it both unwise and unenforceable. The 
Commissioner said that any effort to 
legislate the amount of time any person 
gives to a particular business must be 
fruitless in the final analysis. 

Rather, Commissioner Martin told the 
convention, the desired goal of qualified 
gents must be accomplished by other 
means, such as high qualification re- 
quirements for licenses. 

All officers and members of the ex- 
ecutive committee reached Cleveland 
last week and went into session on 
Thursday, Friday, Saturday and Sunday. 
In addition to President Van Vechten 
the official administration consisted of 
Vice President Walter M. Sheldon, Chi- 
‘ago, and the following members of the 


pa committee: John H. Carney, 
Eau Claire, Wis.; Robert Maxwell, 
Texarkana, Ark.; Joseph A. Neumann, 
Jamaica, N. Y.; Kenneth Ross, Arkan- 


Mon- 


sas City, Kan., and E. J. Seymour, 
roe, La 


Arthur L. Schwab Talks 
On “Operation Safety” 


Arthur L. Schwab, Staten Island, ex- 
ecutive vice pecdent of the New York 
State Association of Insurance Agents, 
taking part in the accident prevention 
program of which occupied the entire 
last session of the meeting of the Na- 
tional Association of Insurance Agents, 
chose as his subject “Operation Safety.” 

Mr. Schwab told about the driver 
clinic staged in connection with the 
Staten Island Exposition of Progress 
held last May and sponsored by the 
Richmond County Association of Insur- 
ance Agents and the Staten Island Ki- 
wanis Club. He said that more than 
1,200 took drivers’ tests at the clinic 
and more could have been tested but for 
lack of testing equipment and man 
power. “Public acceptance was over- 
whelming,” he stated. 

The Staten Island association, said 
Mr. Schwab, has been shocked and sad- 
dened by the sudden death on September 
11 of Joseph A. Palma, vice president 
of the association who organized and 
masterminded the clinic. At the time of 
Mr. Palma’s death, he was planning an 
adult refresher course and the associa- 
tion will carry out the work as a monu- 
ment to him. 





New York Agents Entertain 

New York State Association gave a 
cocktail party for its members and 
friends late Monday afternoon. The 
large delegation from the Empire State 
was headed by President Emil T. Clauss, 
Executive Vice President Arthur 
Schwab, Treasurer C. Fred Ritter, State 
Director Joseph A. Neumann, who is also 
on the NATA executive committee, and 
Executive Secretary John G. Mayer. 
Also on hand were John C. Stott, past 
national president, and Russell M. L. 
Carson, past state head and chairman of 
the NAIA committee on commissions. 


Syracuse Chine Awarded 


By Excelsior Insurance Co. 
A set of Syracuse china was awarded 
this week at the Cleveland convention 
of the National Association of Insurance 
Agents by the Excelsior Insurance Co. 
of Syracuse, N. Y. President Forrest 
ak Witmeyer from the home office and 
John E. Greenwood of Warren, Ohio, 
chairman of the board of directors. 
represented the company. Similar sets of 
china will be awarded at the forthcoming 
state association meetings in Massachu- 
setts, Connecticut and Indiana. 


Mathews Praised for Job 
Of Handling Publicity 


James R, Mathews, National Associa- 
tion publicity director and editor of the 
American Agency Bulletin, did a fine 
job in handling publicity for this con- 
vention. He supervised preparation of 
close to a record number of releases of 
speeches and reports and in other ways 
eased the tasks of the hard-pressed trade 
journal and daily newspaper representa- 
tives. 


Stanz, Ittner, Jaffe Present 

Despite the battle of the Brooklyn 
Dodgers to win the National League 
pennant three representatives of that 
borough of New York City broke away 
from the Ebbets Field area to come to 
Cleveland. They were President William 
F. Stanz of the Brooklyn Agents Asso- 
ciation, William F. Ittner and Al Jaffe. 


100 Company Headquarters 

\bout 100 insurance groups and com- 
panies maintained headquarters in Cleve- 
land for the entertainment of their 
agents at the convention. These suites 
were located in the four leading hotels 
used for meeting purposes. 


Testimonial Dinner Honors Bennett 


On Eve of Retirement From NAIA 


Cleveland, Sept. 21—Nearly 150 old and 
youthful friends of Walter H. Bennett, 
who has been with the National Asso- 
ciation for 33 years as secretary and 
more recently as general counsel, hon- 
ored him at a testimonial dinner tonight 
at the Hotel Statler on the eve of his 
retirement trom the NAIA. 

This dinner took the place of the tra- 
ditional past presidents’ banquet and 13 
of the 25 living past presidents were on 
hand to join in paying tribute to one of 
the outstanding personalities in the in- 
surance field. While Mr. Bennett goes 
out as general counsel at the end of this 
month he will still have offices at NAIA 
headquarters in New York while he 
writes a comprehensive history of the 
association since it was founded in 1896. 

Past President Melvin J. Miller, 1950, 
was the presiding officer, and John C. 
Stott, 1948, served as toastmaster and 
spoke on behalf of the dinner committee 
of which he was chairman. President 
James F. Van Vechten voiced the trib- 
utes of the officers and executive, com- 
mittee and Past President Allan I. Wolff, 
1933, voiced the appreciation of Mr. 
Bennett’s long and constructive service 
for the past presidents. 

Former Leaders Attend 

Other former leaders of the National 
Association who attended were Frank 
R. Bell, Sr., 1923; Cliff C. Jones, 1925; 
W. Eugene Harrington, 1927; William 
B. Calhoun, 1931: Charles L. Gandy, 
1932; Sidney O. Smith, 1939; David 
North, 1942; W. Ray Thomas, 1944; Guy 
T. Warfield, 1946, and O. Shaw John- 
son, 1949. Two old-timers of Mr. Ben- 
nett’s early days with NATA on hand 
were Thomas F. Southgate of Durham, 
N. C., and Cruger T. Smith, Dallas. 

In addition to the commendations 
voiced by the speakers Mr. Bennett re- 
ceived a plaque as a mark of gratitude 
and affection, stating how his devoted 
service has been of lasting benefit to 
the agency system of this country. 

In his address Mr. Stott spoke for all 
present when he said in part: 

Stott Pays Tribute to Bennett 

“We honor a man who, in our inher- 
ent selfishness, we would like to call 
our own Walter Bennett. We cannot 
do this. His contributions over the years 
have touched the lives and business of 
every last person in every entity of our 
great industry. Tonight we may call him 
ours—but whoever sees fit to write the 





history of our business for the last half 
century will say of Walter Bennett that 
he was the greatest exponent of the 
American Agency System in his time. 

“History will say that he, unselfishly 
and far beyond the call of duty to our 
association, contributed in great part to 
the raising of the ethical standards of 
the entire industry from, at times, an 
unstable and questionable enterprise, to 
those of a dignified profession. 

“From the beginning of his affiliation 
with the NATA he played a vital part 
in steering this organization through 
some of the most hectic periods in the 
insurance business. The epic story of 
his career is one of unceasing devotion 
to this industry, of vast contribution to 
its progress and st: ibility. 

“Unswerving in his vigorous cham- 
pioning of the rights of the independent 
insurance agent, he has been greatly re- 
sponsible for the realization of the Na- 
tional Association’s aims and purposes 
and the growth of its influence in the in- 
dustry.” 

Bennett Deeply Moved 

Responding, the guest of honor, still 
one of the finest orators in insurance 
despite his nearly 80 years, stated that 
he was deeply moved and appreciative of 
all the kind thoughts expressed about 
him and his services. He then broke the 
solemnity of the occasion with a jocular 
recitation of events of his early life and 
how he came to join the National Asso- 
ciation in 1920. 

He cited incidents of his youth, his 
early ventures into politics in Illinois. 

He then told how C. J. Doyle, who was 
Fire Marshal of Illinois and left that 
post to join the National Board of Fire 
Underwriters as associate general coun- 
sel, “sold” Mr. Bennett on taking the 
Fire Marshal’s post. Not long after- 
wards, Mr. Doyle, then in New York 
suggested Mr. Bennett's name for secre- 
tary of the National Association, which 
post had become vacant. 

So, through fire insurance company 
channels, Mr. Bennett met Fred J. Cox 
and James L. Case, president and vice 
president respectively, of the NAIA in 
1920, and shortly thereafter became Na- 
tional Association secretary. But what- 
ever the original contact, no one has 
ever charged that Mr. Bennett was un- 
der the influence of Mr. Doyle or the 
companies. Each always championed the 
rights of his own organization. 
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Van Vechten Offers Administration Report 


President Stresses Progress Through Cooperation; Calls It Advisable 


That Commissions Committee Be Continued; Neville Becomes 


General Counsel on Bennett Retirement October 1 


Progress through cooperation was stressed by 


Akron, 


President J. F. Van Vechten, 


Ohio, when he presented the report of the NAIA administration to the 


opening session Monday of the convention at Cleveland. He then cited several 


examples of how this has been achieved. 


President Van Vechten also spoke briefiy 


on the work of each committee, and in commenting upon personnel changes in the 


New York office of the National 


returned in August to become executive secretary, 


sel as of October 1, when Walter H. 
wished Mr. 
leisure. 
ciation, 


Association announced that 


Bennett retires from that post. 
Bennett “God-speed and all the good things in life in his years of 
For nearly 33 years he has labored in our behalf. 


his knowledge of our problems, his ability as a lawyer, 


John Neville, who 
would also become general coun- 
The president 


His loyalty to our asso- 
his counsel, his 


advice and his genial personality are attributes which we shall sorely miss.” 
Following are extracts from President Van Vechten’s report dealing with major 


activities : 





Cooperation 





Evidence of this spirit of cooperation 
is abundant. The state unit members 
have been most gracious. We have 
recognized their autonomy on state mat- 
ters and have given them service and as- 
sistance in every way possible. In turn 
they have responded wholeheartedly to 
our requests. 

Our relationship with regulatory au- 
thorities is most cordial. We have at- 
tended — mid-vear and annual meet- 
ings and have had representatives at all 
zone meetings. Commissioners and their 
staffs are a fine body of men 

Our attitude of concern for the wel- 
fare of the entire insurance business has 
established a kinship with company ex- 
ecutives and with company organization 
managers. This kinship naturally in- 
cludes other producer organizations with 
whom we are discussing our common 
problems in a forthright and friendly 
manner. ; 


a Educational Program 











Our educational program is geared 
higher standards for insurance agents 
and there is an ever growing interest in 


EIGHT GET CITATIONS 
Presidential Honors Go to Ashton, 
Battles, Fair, Howe, Lederer, Miller, 
Robinson and Webb, Jr. 

1. F. Van Vechten, president of the 
National Association, honored eight 
member agents at the opening general 
session of the convention on Monday. 

For bringing prestige and credit to 
the American Agency System during the 
Past year through eminent accomplish- 
ments in their business, civic or per- 
sonal life, Presidential Citations were 
awarded to: 

. L. Ashton, Milwaukee, past presi- 
dent, Wisconsin Association; Robert E. 
Battles, Los Angeles, president, Califor- 
ma Association; Arthur B. Fair, Natick, 
Mass., state national director, Massa- 
chusetts, and chairman NATA legislation 
committee; Ralph W. Howe, Richmond, 

a, co-chairman NAIA comprehensive 
War projects rating plans committee; 
Emil L. Lederer, Chicago, chairman 
metropolitan and large lines agents com- 
mittee; Melvin J. Miller, Fort Worth, 
exas, immediate past president NAIA; 

K. Robinson, Memphis, chairman 
NAIA practices committee, and William 
E. Webb, Jr., Statesville, N. C., presi- 
dent, North Carolina Association. 


the various courses. During the year we 
had enrollee number 100,000. Original 
courses are being continuously revised 
and new ones added. 

During the year the metropolitan and 
large lines agents’ committee has largely 
concerned itself with three problems. 
They are (1) curtailing by many compa- 
nies of their acceptances of casualty 
business in metropolitan areas. (2) tight- 
ening market for coverage on jewelry 
and furs in those areas and (3) stream- 
lining and simplification of insurance 
agency office procedures. The complete 
answers are not yet, but progress is 
being made and we have every confi- 
dence of success. 

The property insurance committee re- 
port is comprehensive. Conferences were 
held with the Insurance Executives As- 
sociation and the Inland Marine Under- 
writers Association. Its efforts were con- 
centered on (1) flood insurance, (2) 
package and multi-peril policies and (3) 
simplification of fire forms. But. this 
concentration did not preclude many 
other important subjects—one of which 
is the proposed change in term policy 
credits and its possible effect on agency 
operations. Your perusal of this report 
will leave no doubt as to the value of 
this committee’s work. 





Commissions 





At the annual meeting in Chicago last 
September the following motion was 
passed: 

“The National Association of Insur- 
ance Agents through its executive com- 
mittee or other properly authorized com- 
mittee, shall continue its study of and 
interest in the subject of agents’ com- 
missions.” 

Accordingly our executive committee 
appointed a special committee on com- 
sar ig 48 and has defined its duties to be: 

The committee may study all phases 
é commissions. 

2. The committee shall report its find- 
ings to the executive committee. 

3. The committee shall not directly or 
indirectly take action which will have 
the effect of suggesting or agreeing as 
to specific commissions in agents’ con- 
tracts. 

4. Nothing herein contained shall pre- 
vent consultation on the subject of com- 
missions by the executive committee and 
the commissions committee. 

I invite your attention to the fact that 
these duties preclude any suggestion of 
or agreement to rates of commission. 
The report of the commissions commit- 
tee cites various happenings related to 
commissions including the gearing of 
commissions to loss ratios. On the 


theory that “forewarned is forearmed” 
and pursuant to instructions of the mem- 
bership we deem it advisable that this 
committee be continued. 





Accident Prevention 





We have been represented on the in- 
surable industry committee on motor 
vehicle accidents raion its inception, and 
our representative has served on the 
drafting committee. 

In the matter of loss frequency sev- 
eral states have done outstanding work. 
Indiana has employed a full time safety 
engineer; Tennessee has its 3E_ pro- 
gram; [linois its father-son, dad- 
daughter program; New Jersey has com- 
pleted a traffic survey; and Arizona has 
its Traffic Attitude schools. Our own 
accident prevention committee has been 
hammering away on high school driver 
education, adult refresher driving courses 
hy stricter enforcement of existing traf- 

> laws. 

a constantly increasing number of au- 
tomobiles use our inadequate highways. 
Both bodily injury and property damage 
claim costs keep pace with the infla- 
tion spiral. Claim frequency continues 
on its upward way. 

We are confronted with compulsory 
automobile insurance laws, unsatisfied 
judgment funds, impoundment proposals 
and a plan to pav specific indemnities on 
a compensation basis regardless of negli- 
gence of the car owner. In many areas 
we face a restricted market for automo- 
bile coverage. 

Thus we are beset 
from without. We have steadfastly op- 
posed compulsory laws—we have ad 
hered strictly to the fact that private 


from within and 





Now General iiiaassid 


JOHN NEVILLE 


As announced by retiring President 
Van Vechten, John Neville, executive 
secretary of the National Association of 
Insurance Agents, takes on additional 
duties as general counsel, upon the re- 
tirement of Walter H. Bennett at the 
close of the Cleveland convention. 








J. F. VAN VECHTEN 


business can do a better job than the 
state. We have supported the new safety 
responsibility laws. And now we urge 
you—each of you—to do your utmost in 
every plan to make our people safety 
conscious and to reduce accident fre- 
quency. It’s our job. 


Fire Public Relations 





Last November we attended a meet- 
ing of the public relations committee 
of the National Board of Fire Under- 
writers in New York. During the meet- 
ing we suggested an industry wide cam- 
paign telling our people in simple 
straightforword language of the contri- 
bution that stock insurance has made 
to our economy. We urged that there be 
one program which would encompass 


both fire and casualty companies. When 
many company charters are being 
changed to permit multiple risk writing 


and in view of the fact that a large 
number of fire companies have casualty 
running mates, two public relations pro 
grams seem redundant. A good job is 
being done so let’s tell our story. 

One of our outstanding public rela 
tions works is that of our fire safety 
committee. In April the National Fire 
Waste Council of the United States 
Chamber of Commerce elected the chair- 
man of our committee to their executive 
committee. Our committee has been con- 
cerned with school and hospital inspec- 
tions, Civil Defense, the Alert America 
Convoy, and largely, through its efforts 
many companies will have their calen- 
dars designatine Fire Prevention Week 
printed in red. 


McKown Reports Total of 
30,002 NAIA Members 


Dave R. McKown, Oklahoma City, 
chairman of the NATA local board and 
membership committee, reported at the 
Cleveland meeting this week that at the 
end of the 1951-52 fiscal year, the 30,- 
000 membership goal was passed. On 
September 1, membership stood at 30,- 
002, a net gain for the association 
vear of 1,121 members. During the year, 
2,717 members were added but 1,596 
were dropped and not reinstated during 
the period. Mr. McKown also —s 
that during the fiscal year, 45 1 local 
boards were founded. 

In connection with the “development 
to standard” formula. Mr. McKown said 
the committee is of the opinion that 
some injustice has perhaps been done 
in certain states and urged that a 
“development to standard” be recalcu 
lated after Sentember 1, based upon the 
completed 1950 United States census 
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Greetings from New York City to the 


The New York City agencies on these pages, all active members of the Association of Local 
Agents of the City of New York, Inc., extend congratulations and best wishes to the National Asso- 


ciation of Insurance Agents in 56th annual meeting this week in Cleveland. 





ONE OF NEW YORK’S LEADING 
MULTIPLE LINE AGENCIES 





Thomas J. Hogan, Inc. 


111 JOHN STREET RUSSELL EDGETT, President 


New York 38, N. Y. ' 
Insurance Underwriters 


Telephone: Digby 9-3560 
130 William Street New York 38, N. Y. 


BEekman 3-4200 


FIRE @ MARINE @ CASUALTY @ AUTOMOBILE 




















THE GOSZ AGENCY. Inc FRANK J. ROGERS AGENCY, INC. 


Insurance Underwriters Representing the following companies for New York City, 
aaa suburban and countrywide: 


FIRE e INLAND MARINE e OCEAN MARINE e AUTO CALEDONIAN INS. Co. NORTHERN ASSURANCE CO., LTD. 
CONNECTICUT INDEMNITY CO. PLANET INSURANCE CO. 
Pee TWIN CITY INSURANCE CO. COMMERCE INSURANCE CO. 

45 John Street New York 38, N. Y. Digby 9-1736-7-8-9 
Telephone: DIgby 9-0889 INLAND MARINE FIRE 


























R. B. MCFALLS & SON, INC. 


Insurance Underwriters of Fire, Inland Marine and Allied Lines 
for over a Quarter of a Century 


51 John Street, New York 38 COrtlandt 7-O76I 
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McDANIEL 
& 
COMPANY 


Inc. 








Samuel A. Mehorter-John D. Hickey 


Wi o-E @X-S 0b a= ames | 
THE INSURANCE 
DISTRICT 


15 Gold St., New York 38 


Metropolitan and Country Wide Facilities 
for Writing Fire, Inland Marine and 
Automobile Insurance 
WhHitehall 3-0616 


Serving Our Brokers Since 1909 











HOEY, 


ELLISON & 
FROST, 


UNDERWRITERS 


Waker 






TELEPHONE Digby 9-1800 





118 WILLIAM STREET NEW YORK 38, N. Y. 











to render top-flight service to metropolitan brokers in the 
fire and allied lines, inland and ocean marine ... No 
problem is too large or too small for our specialists to 


handle... 


Our philosophy in these busy days centers around the 
“help the other fellow” attitude. We’re out to build 
greater prestige and confidence to the end that brokers 
will decide to bring their business to us . .. not only 
because they like Weghorn service but because of our 
ability to help in strengthening their client relationships. 


and Weghorn service is given with a smile. 


Consult us particularly on general cover business. 


hon Cag gory Ine 


FIRE @® AUTO © INLAND AND OCEAN MARINE INSURANCE 


“Weghorn Is Good To Brokers” 
Living up to our slogan, this agency is fully equipped 
VO2 Maiden Lane, New York 5, MY, 





JAFFE AGENCY, INC. 


Established 1909 


New York Office 
16 LIBERTY STREET 
Whitehall 3-9422 


Brooklyn Office 
16 COURT STREET 
MAin 5-3200 


A Progressive Organization 
Expertly Staffed 


Geared for Progressive Brokers 


FIRE — MARINE 


BURGLARY - GLASS - BONDS - DBL - AUTO F. & T. 














LESLIE D. FORMAN & CO., INC. 


GENERAL AGENTS 


FIRE -:- AUTO -:- CASUALTY INLAND MARINE 


Digby 4-8340 
Ridgewood 6-2400 


84 WILLIAM ST., N. Y. C. 


41 NO. BROAD STREET 
Ridgewood, N. J. 








ELMER J. HOPPER, Inc. 


Casualty and Surety Fire 


Inland and Ocean Marine 


UNDERWRITERS 


Automobile 


Tel. BEekman 3-4355 


99 JOHN ST., NEW YORK 38 
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oJ lis know the advantages in 


offering policies of a well known 
insurance company. For more than 
242 vears the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 


proper protection to fit the ever 


changing needs of the times. 
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FIRE AND ALLIED LINES 


SUN 
INSURANCE 
OFFICE 


LIMITED 


PATRIOTIC INSURANCE CO. OF AMERICA 
SUN UNDERWRITERS INS. CO. OF N. Y. 


SUN INDEMNITY CO. OF N. Y. 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevard 


San Francisco: Swett & Crawford, Gen’l Agts 
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Martin Delivers Keynote Speech on 


Agent’s Heritage and Responsibility 


Lists Six Major Duties; Calls Contention Agents Should Be 
Required to. Work Full-time Unfair and Vicious Proposal; 
Warns Against Threat of Federal Regulation 


Cleveland, Sept. 22—Secretary of State 
and Insurance Commissioner Wade O. 
Martin of Louisiana, president of the 
National Association of Insurance Com- 
missioners, delivered the keynote ad- 
dress before the first general session 
of the convention of the National As- 
sociation of Insurance Agents here this 
afternoon. His subject was “The Heri- 
tage end Responsibilities of Today’s In- 
surance Agent.” 

The main responsibility of the In- 
surance Commissioner of any state, the 
Commissioner said, is to regulate the in- 
surance industry in the public interest 
and the work of Commissioners and 
igents correspond, because the insurance 
agent’s watchword, too, is, or should be, 
the public interest 

“Just as the Insurance Commissioner,” 
he said, “is expected to represent the 
people fairly and equitably, the agent 
is supposed to represent both the com- 
pany by which he is licensed and the 
insuring public. And this representation 
of both must be in such a manner that 
they will be served creditably and well. 

Topic in Two Categories 

Noting that his topic contemplates two 
separate and distinct categories, Com- 
missioner M< artin said: 

“The agent’s heritage is literally that 
which he has inherited from his pre- 
decessors in the same field; it is the 
philosophy, the know-how, that is 
pean down to him from the accumu- 
lated experiences of past agents—their 
achievements, their successes—yes, and 
their mistakes, too. And it also em- 
braces the high standards with which 
those past agents have clothed the in- 
surance industry, and which have made 
it a fine, respectable and respected pro- 
fession. 

“On the other hand, the responsi- 
bilities of the agent are those obliga- 
tions which necessarily flow with the 
many privileges and opportunities that 
the industry offers.” 

The Commissioner expressed the fol- 
lowing views as to the ways and means 
of properly meeting the agent’s responsi- 
bilities which have increased and ex- 
panded along with the insurance in- 
dustry’s development: 

“As I see it, first and foremost is 
the duty of the agent to be able to 
determine what the client needs—how 
much and what type of coverage—and 
where the business can best be placed. 
He should be equipped to give com- 
plete and intelligent advice on the type 
of insurance to be sold. And this means 
that the agent must make a thorough 


and conscientious study of the entire 
insurance field. 
“Next in importance, T think, would 


be the agent’s alertness in seeing that 
his client’s insurance remains in effect 
-watching the premium dates and not 
allowing the policies to lapse. The lapse 
of a policy through the negligence of 
the agent, ] would define as the ‘unfor- 
givable sin’ of the insurance business. 
I can think of nothing more damaging 
to agents and the industry itself than 
the ill-will that such lapses can en- 
vender. 
Serves as Intermediary 

‘Another. and also important, respon- 
sibility of the agent to his clients is that 
of serving as the intermediary between 
the policyholder and the company. The 
agent should keep the client advised on 
questions that might arise over claims, 
on the interpretation of various policy 
provisions, and on any and all matters 
involved in his coverage. 
“This again demands on the part of 





MARTIN, JR. 


WADE O 


the agent a complete and comprehensive 
knowledge of his wares, but certainly 
that is not asking too much. We would 
have little patience with the salesman 
of automobiles, television sets, or any 
other product who was not fully con- 
versant with his line. We expect him to 
know not only his own product, but 
to be able to make intelligent com- 
parisons of it with competitive articles. 

“Does the insurance agent have the 

right to be less prepared ? 
Must Be Fully Informed 

“The progressive agent will want to 
be fully informed not only to serve 
his clients better, but to serve himself 
better. In a position to perceive and 
interpret trends in insurance, he is bet- 
ter able to take action on them through 
his state and national associations. He 
notes the continued enlarged writing of 
insurance by the Federal Government, 
and the spread of state funds exclusive 
of agents. And he is doing what he can 
personally, and in cooperation with his 
fellow agents, to obtain laws that will 
arrest the ever increasing tendency of 
Government to throttle the activities of 
the individual agent. 

“Yes, the intelligent agent is doing 
these things. He is doing them because 
he knows that if he fails to do them, 
he is giving aid and comfort to the 
forces that are seeking to exterminate 
the American agency system as we know 
it today. 

“Tam 
majority of my 


confident that the great 
audience here at this 
meeting is in the category of agents 
who are making the most of their 
heritages from this great industry—and, 
more important, are meeting all of these 
responsibilities that it embraces. 
ix Essential Points 

“It occurs to me that in doing this, 
there are six essential points along 
which you might work with effect and 
advantage. 

“First, remember that the sale of an 
insurance policy is not the end of the 
ain: it is only the beginning 
of a continuous opportunity to serve 
your client. 

“Here let me remind you of your 
obligation to visualize the need of vour 
clients for new types of insurance. May 
I point out to you that in some fields 


of agricultural coverage, the Federal 
Government has anticipated the need 
before the companies, and they are do- 
ing the experimenting instead of the 
companies you represent. 

“After all, you the agents are in touch 
directly from day to day with the in- 
suring public, and you should put your 
shoulder to the wheel, in this, as in 
other instances, in attempting to do the 
job that should be done by private com- 
panies under state regulation. 

Watch Federal Government 

“You might remember specifically that 
when the Federal Government goes into 
the insurance business, there is little 
room for the agent. Look at the set-up 
in unemployment security—in the old 
age and survivors benefit programs— 
in old age pension programs. Look at 
the contemplated and discussed health 
and accident programs. Yes, and look at 
your experimenial tvres of cover: ie in 
the agriculture field. There is little room 
for an agent in any of these programs. 

“So, I repeat, you, the agents, are 
dealing daily with the insuring public. 
Try to anticipate their needs, not only 
for existing coverages, but for new types 
of coverages. Make them known to 
your companies; encourage them to 
write them and experiment, if need be. 

“Second, organize liaison committees 
between your associations and the State 
Insurance Departments, to allow closer 
cooneration. 

“Third, continue your representation 
at the National Insurance Commission- 
ers’ meetings. 

Work With Legislative Groups 

“Fourth, establish committees to work 
with legislative groups, both at the state 
level and in Congress, in order to pro- 
mote favorable, and oppose unfavorable, 
insurance legislation. 

“Fifth, emphasize public education to 
insurance through the press, the radio, 
the speakers’ table, and all other avail- 
able media. And include in your public 
education program information on_ the 
insurance agent and his work. 

“Sixth, sponsor and _ support the 
agents’ qualification laws, and all such 
legislation whose purpose is to raise 
the standards and enhance the prestige 
of the insurance industry. 

Unfair and Vicious Proposal 

“On this point, I would like to say a 
word regarding a matter we have all 
heard much—far too much—about re- 
cently: the question of whether the in- 
surance agent shall work on a part-time 
or full-time schedule. The contention of 
some that the agent should be required 
to serve full-time is, in my _ opinion, 
one of the most unfair and_ vicious 
proposals I have ever encountered, no 
other line of endeavor makes such de- 
mands of its practitioners. A lawyer 
must be qualified, yes, but he certainly 
cannot be made to practice law full-time 
in order to retain his license. 

“Constitutional provisions, both Fed- 
eral and state, authorize, justify and 
encourage quiz alification laws on the basis 
of ability to do the particular job in- 
volved in transaction of the business. 
But neither state nor Federal law con- 
templates, nor would tolerate, dictation 
of the amount of time one must spend 
in a particular endeavor. 

“So peg this full-time proposal as 
more of the legislation aimed at tearing 
down the agency structure, and oppose 
it at every turn. 

“Finally, I would like to leave this 
thought with you. 

Federal Control a Catastrophe 

“I have referred to the growing 
tendency to have the Federal Govern- 
ment take over the business of taxing 
and regulating the insurance business, 
instead of leaving it to the states, where 
it belongs. The only way to prevent this 

catastrophe—and I sincerely believe that 
Federal control of insurance would be 
a catastrophe—is for the state regu- 
latory officials to see that there can be 
no justification for national intervention. 

“This efficient and effective state con- 
trol is what we in the Commissioners 

(Continued on Page 34) 








M: 
ne 
for 
on 

du 
bu 
ag 
litt 
lea 
hig 
ter 
act 
col 


tio 
to 
tou 
del 
ulti 
exh; 
of 
con 
and 
con 
T 


maj 








that 
into 
ttle 


-up 
old 
1s— 
at 
alth 
‘at 
in 
0M 
ms, 
are 
dlic. 
nly 
pes 
to 
to 
be. 
fees 
tate 


ser 


tion 
On- 


ork 
tate 
yTO- 


ble, 


ying 
“rn- 
cing 
ess, 
1ere 
this 
that 


be 








September 26, 1952 


THE EASTERN UNDERWRITER—LOCAL AGENTS’ CONVENTION 


Page 27 








— 


National 


Association 


of Insurance 


Agents, 
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Discuss Abbrev 


Cormack Cites Progress 
But Sees Much lVork 
Yet To Be Done 


Cleveland, ept. 23—The workshop 
staged by Pi N ational Association of 
Insurance Agents at this morning’s Ses- 
sion in Cleveland, was opened with dis- 
cussion on bonds, the first speaker being 
J. Kenneth Cormack, Providence, R. I. 
chairman, NAIA fidelity and surety com- 
mittee on “Abbreviated Bond Manual.” 

Mr. Cormack said that the 1951 con- 
vention in Chicago was introduced to the 
idea that a supplementary — simplified 
bond manual be made available to the 
agents. 

In the intervening time, he said, this 
project has been blessed with a great 
deal of interest in many quarters and 
General Manager Martin W. Lewis of 
the Surety Association and his associ 
ates, Educational Director David Porter 
and Assistant Secretary Elmer C. Ander- 
son have rendered invaluable aid. 


Tested in Laboratory 


As a result, said Mr. Cormack, much 
labor has been expended and consider- 
able research work accomplished. He 
said the project has been examined and 
tested under the laboratory microscope, 
has been revised and reshaped many 
times and while huge strides have been 
taken, “there is still much to be done 
before we can see national distribution 
take place.” 

Mr. Cormack said it was learned at 
the outset that the idea was not new; in 
the past there have been isolated at- 
tempts to promote a similar proposition 
and some of the bonding companies have 
toved with it from time to time. Others 
have published booklets on 3-D coverages 
and Mr. Anderson conceived its possi- 
bilities 26 years ago. 

“Unfortunately,” he continued, “these 
were largely abortive efforts. For our 
own movement we hope for more suc- 
cess, principally because we believe it 
is the first of its kind to spring from a 
source independent of the individual 
policy of a company or a group thereof.” 
Admit Need for Supplementary Bond 

Many agents and company men, said 
Mr. Cormack, have admitted a great 
need for a supplementary bond manual 
for the promotion of a broader interest 
on the part of agents to increase pro- 


duction of fidelity and surety business 
but there is a large segment of the 
agency force who admit they handle 


little bond business and are content to 
leave things as they are. Saying it is 
high time for the average agent to in- 
terest himself and become reasonably 
active in the bonding field, Mr. Cormack 
continued : 

“We feel we have plenty of ammuni- 
tion with which to awaken their interest, 
to alert them to their own hitherto un- 
touched possibilities in the field of fi- 
delity and surety. We are convinced the 
ultimate result will be healthier agencies 
exhibiting a well-rounded, all-line type 
of portfolio, better relations with their 
companies, more attractive loss ratios 
and only incidentally, of course, more 


commissions in the till.” 
The speaker pointed out that the vast 
majority of the bond lines is centered in 





J. KENNETH CORMACK 


a small group of companies which con- 
trol the business through their large 
service offices and bond specialists in 
branch offices and it gravitates to them 
through those agents who have become 
specialists in the bonding field, and 
stated: “Obviously there is no balance in 
this picture.” 
Production Relatively Small 


He asked why it is that the bond 
production of the majority of the compa- 
nies 1s so relatively small and said that 
their field force, on the average is woe- 
fully weak on bonds and of little value, 
if any, to an uninformed agent attempt- 
ing to handle one, with the net result 
that the agents representing these com- 
panies are not for the most part actively 
engaged in bond production. 

“On the other hand,” he said, “the 
‘bonding companies’ are happilv bustling 
around attending to the needs of their 
specialists—the bond-producing agents, 
and have little time, and understandably 
show little inclination, to promote pro- 
duction from those agents who have 
little or no knowledge of bonds. 

“The picture, now in focus, indicates 
that the preponderance of bond produc- 
tion is centralized in the offices of the 
larger agencies who maintain specialized 
service or have ready access to the facili- 
ties offered by the bonding companies. 

“Let us now examine and evaluate the 
present over-all position of the average 
insurance agent. As we all well and rue- 
fully know, troublesome times are with 
us. Inflation has caught up with us, 
particularly in the automobile business 
In 1951 the stock companies wrote one 
and one-half billion dollars in automo- 
bile premiums. The nublished loss ratio 
was 67.7%. Thousands of agents through- 
out the land are faced with a serious 
problem of finding a market for their 
automobile business. 


Placed on Quota Basis 


“Many companies are placing agents 
on a quota basis in certain territories 
to control their volume of automobile 
business. 

“Practically all of the companies are 
watching agents’ line production with a 
cold eye and woe indeed to the unfortu- 


late 


Kaiden Kazanjian 
DAVID PORTER 


nate whose business has a wavering loss 
ratio not counterbalanced and supported 
by the so-called collateral business ex- 
hibiting a more attractive loss ratio. 
More and more borderline and financial 
responsibility risks are being funneled 
to assigned risk plans as the companies 
curt ul “accommodation class” 

“In the difficult circumstances that ex 
ist today, surely the agent who can offer 
his companies a full line, including a vol- 
ume of fidelity, suretv and burglary busi- 
ness is far better off for the future than 
he who is continuing on the old ‘take 
order’ road where the chances are he 
will wind up with an unbalanced, easy 
to write, but hard to place volume of 
business. 

“Traditionally, through the years fi- 
delity, surety and burglary have pro- 
duced attractive loss ratios. The 1951 
figures are no exception. Fidelity car- 
ried a loss ratio of 40.2%, surety 35.2% 
and burglary 44.2%. Despite the profit 
factor inherent in these lines, the total 
premiums produced by all the stock com 
panies in 1951 in these categories 
amounted to approximately 9% of all 
premiums written. 

Not Enough Business Sold 

“Tt should be entirely clear that not 
enough such business is being solicited 
and sold. Obviously the answer lies in 
the old moth-eaten theory advanced by 
so many average agents that they have 
no place in this particular field. Their 
past reluctance to actively participate in 
fidelity and surety production is in some 
measure understandable. They have 
been led to believe that these are ‘spe- 
cialist’ lines and, therefore, only the 
experts can be expected to produce them 
successfully. 

“Now let us readily concede that cer- 
tain unusual situations occur within the 
structure of the bonding business which 
are beyond the province of many ex- 
perienced bonding agents who, of neces- 
sity, call on the expert for advice and 
assistance. 

“Happily, 


TISKS. 


however, there are many 
classes of bonds that can and should 
be easily handled as an everyday part 
of our business and it’s high time for 
Mr. Average Agent of America to do 
(Continued on Page 34) 





d Bond Manual 


Porter 


Asks Agents To 
Debunk Inhibitions 
And Su ‘perstitions 


Cleveland, Sept. 23—David Porter, edu- 


cational director, Surety Association of 


followed Mr. 


program and 


America, Cormack on the 


workshop complemented 
the first bond address with his own, 
“Debunking Some Superstitions.” 

Mr. Porter said that an inhibition in 
an insurance agent should be a_ phe- 
nomenon as it does not belong in his 
physic: il or mental make-up. “Yet,” he 
said, “it is precisely because a certain 
number of you have suverstitions con- 
cerning methods and probalilities of se- 
curing fidelity and surety bond business 
that you have inhibitions which cause 
you to veer away from more active par- 
ticipation in bond production. There- 
fore let us look at them with a critical 
and appraising eye.” 

To illustrate his point, Mr. Porter 
listed five superstitions which must be 
debunked in order that the producers 
may improve their techniques, give bet- 
ter service to their clients and secure 
larger incomes for themselves. The first 
superstition he named was: “The 
pects of securing fidelity and surety bond 
business are slight because the rate 
manual is too complex and too involved,” 
to which his response was: 


High Volume Refutes Objections 


pros- 


“Let us be honest with ourselves. You 
have a number of rate manuals that 
quote appropriate premiums for other 
classes of business. What is difficult 
about putting fire or marine or burglary 
business on your books when the prod 
uct is priced with the guidance of the 


rate manual for each of those classes of 
business? The high volume written in 
each of those lines refutes the objec- 
tions of those who say that the Brains 


therefore the 


too 


manuai is too involved and 
attempt to write that 
difficult. 

“If writing bond business is a com- 
mon sense operation under the present 
fidelity, forgery and surety rate manual 

and hundreds of agents find no insu- 
perable difficulty in doing so—then the 
proposed abbreviated manual would be 
the coup de grace to whatever remains 
of superstition number one 

“That is the principal superstition that 
has so many of you aie sae n looking 
over your shoulder as you whistle your 
quick way past the graveyard of dead 
opportunities.” 


business is 


Cites Second Superstition 

The second superstition Mr. Porter 
cited was the belief that the bond busi 
ness is for experts only, those who go 
after it on a full scale or who specialize 
in it, perhaps to the exclusion of other 
lines of business. 

Mr. Porter said there is no greater 
folly than to place credence in that 
erroneous belief; it would be equally ab- 
surd for a family doctor in a small com- 
munity to persuade himself that all he 
should do is to dole out pills and pre- 
scribe for minor ailments—not to at- 
tempt to deal with the graver physical 

(Continued on Page 31) 
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Highway Safety Program 
Takes Up Full Session 


DIFFERENT ANGLES TREATED 
Middleton Explains Juvenile’ Traffic 


Attitude School; Stack, Merrill and 
Bloecher Consider Driver Training 


As evidence of the determination of 
the National Association of Insurance 
Agents to attack the highway safety 
problem with all its might and from 
every angle, the entire program of its 
closing session at Denver, September 25, 
was given over to accident prevention. 
Reginald A. Price, Charlotte, N. C, 
chairman of the NAIA accident preven- 
tion committee, presided. 

The question of the young driver was 
handled by Frank P. Middleton, Phoe- 
nix, president of the Arizona Associa- 
tion of Insurance Agents whose subject 
was “A New Approach to Teen-age 
Driving.” This presentation included a 
showing of the film, “Juvenile Traffic 
Attitude School.” 

A panel on adult driving was led by 
Dr. Herbert J. Stack, director, Center 
of Safety Education, New York Univer- 
sity, whose subject was “The Eight-Hour 
Refresher Course for Adult Drivers.” 
This subject was treated further by 
Deane W. Merrill, CPCU, of Thoms, 
Merrill & Co., Newark, N. J., president 
of the Essex County Association of In- 
surance Agents, and Carl H. Bloecher, 
Rutherford, N. J., representing the Ber- 
gen County Association of Insurance 
Agents. 

Middleton on Teen-Age Drivers 


Mr. Middleton told of the juvenile 
traffic attitude school conducted for the 
past two years by Judge Charles C. 
Bernstein of Phoenix, with marked suc- 
cess. 

The first step in the Arizona program 
is in convincing the policeman who ar- 
rests a teen-age driver that law enforce- 
ment cannot be crammed down _ the 
throats of youngsters. The next step 
is to induce parents to understand that 
their son is human and does break traf- 
fic laws. The officer refers the offender 


not to the magistrate but to the juvenile 
court for appearance before a juvenile 
probation officer. If the violation is suffi- 
ciently serious, he is required to attend 
the juvenile traffic attitude school. 

“In Arizona,” said Mr. Middleton, “we 
believe this attitude school has paid big 
dividends. We know that the children 
who have gone to this school carry the 
respect they have for the law back to 
the other children in their schools and 
so no longer try to outwit the law. The 
kid in the hot rod who ran away from 
officers now runs to him for help and 
sympathetic understanding, but more im- 
portant, he stops taking chances because 
he has learned how easily it can happen 
to him, and the tragedy that comes when 
it does happen. 

“Tudge Bernstein does not believe in 
being lenient with these teen-age offend- 
ers. Only when you actually approach 
them on their own level can they un- 
derstand. It is all one simple eight- 
letter word—attitude.” 


Dr. Stack on Adult Training 


Dr. Stack confined himself to one 
phase of the adult driver training pro- 
gram—education and training. He said 
that while some individual agents and 
agency organizations have done out- 
standing work, the potential power of 
the American agency system to strike 
at traffic accidents has never been real- 
ized. As to the adult driver education 
program, Dr. Stack said: 

“Adult driver education is another 
project for agents and their associations. 
We now have well over 60 million drivers 
in the country—most of whom have had 
little or no training. We know that the 
average mileage exposure is steadily in- 
creasing and along with this comes in- 
creased accidents and insurance costs. 
We also know that drivers will profit 
from training.’ 

Pointing out that the NAIA has 
adopted the “adult refresher” for mem- 
bers to set up in their communities, Dr. 
Stack said: 

“Do vou not see, therefore, that there 
is specific work for the agents to do? 
We do not want endorsements or resolu- 
tions approving of driver education. 
What is needed most is that the agents 


and their associations actually get some- 
thing under way. An association that 
introduces driver education into the local 
schools, puts on a refresher course, etc., 
is really doing something of value, for 
training of this kind has permanent 
value; education is something that stays 
with us a long time. 

“We all know that the present emer- 
gency calls for reduced accidents and 
reduced claim frequencies and loss costs. 
These cannot be effected by waving a 
wand, endorsing a program, or bemoan- 
ing the sad state of affairs. There is 
clear evidence that driver-training pro- 
grams will tend to reduce accidents. It 
is for all of us to get to work, either 
as individual agents or as associations, 
and promote training programs.” 


Merrill Lauds Program Outline 


Mr. Merrill said that the Essex County 
Association and its neighboring Bergen 
County Association in New Jersey, were 
the first local agents’ organizations to 
present the adult driver refresher course. 
These courses were run simultaneously 
by the two organizations in April, 1952. 
His group decided to undertake the job 
after reading the program outline. 

“This program outline is the finest 
thing of its kind I have ever seen,” he 
said, “in that it sets the entire picture 
before a group of busy insurance agents, 
breaking down the necessary jobs into 
ten separate and distinct groups, each of 
which can be handled independently by 
each of ten busy insurance agents with 
a minimum of time and effort. There 
are even sepi irate sheets to be entrusted 
to each of the five major committeemen 
and they don’t even have to meet until 
the adult drivers convene if each one 
does his job.” 

Mr. Merrill described the several 
phases of the program, particularly the 
psychological testing and expressed sat- 
isfaction with the results obtained. 

“The ultimate effect of this course on 
the adult students cannot be directly de- 
termined,” he said. “However, from the 
attitude of our students, it was evident 
that they had learned many things about 
driving they had never known, or had 
forgotten, and that they would go away 
from that class determined to carry out 
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the lessons they had learned. A vile 
court judge who attended our course said 
he had learned many things about traf- 
fic practices and safety he had never 
known before; and a driving school oper- 
ator who came to every session agreed 
to publicize the program among his 
students, and said that he himself had 
learned a lot. 

“We in Essex County appreciate this 
course as one of the most intelligent 
approaches to the problem of Traffic 
Safety, and urge all other local associa- 
tions to run one themselves. If each 
course saves one life, it will be well 
worth our efforts.” 

Bloecher Points Out Pitfalls 

Mr. Bloecher, representing Bergen 
County. also expressed satisfaction with 
the conduct of the program in_ his 
county, and recommended it to all agents 
throughout the country with the hope 
that they will spearhead drives to pro- 
mote the courses in their areas. How- 
ever, he pointed out some of the pitfalls 
encountered, repetition of which should 
be avoided in the future. 

In Bergen County there was a drop 
in attendance which he attributed to 
failure of many agents to take the prob- 
lem seriously enough to be present at 
the lectures. “As a consequence,” he 
said, “it is safe to assume that if the 
sponsors do not actively promote such a 
course we can’t expect unbounded en- 
thusiasm from the adult drivers. Our 
member attendance was so poor at one 
meeting, it upset our entire schedule and 
it was this, more than anything that was 
responsible for the drop-off.” 

Mr. Bloecher spoke of the importance 
of having speakers who can hold the 
public interest and said that his group 
was fortunate in having a number of en- 
forcement officers, as well as other 
speakers, able to keep high pitch interest 
throughout the program. He expressed 
the opinion that the panel discussions 
were particularly interesting to all in- 
volved and gave a clear indication of 
the attitude of the people toward safe 
driving and highway safety. 

In connection with the publicity for 
the event, another pitfall which should 
be avoided, Mr. Bloecher said, was the 
fact that a number of agents did not 
follow through with mimeographed in- 
vitations designed to be sent to automo- 
bile assureds. “I find it rather strange 
to conclude,” he said, “that agents who 
have the greatest amount of casualty 
difficulty do the least to help themselves 
but allow the handful of agents without 
casualty troubles bear the brunt of the 
work.” 


Finds Agents Reluctant to 
Furnish Agency Cost Data 


Due to reluctance on the part of many 
members to complete and return its 
questionnaire the agency management 
committee of the NATA has experienced 
a great deal of difficulty in completing 
the cost analysis which has been the 
only item on its agenda, according to 
the report of William B. Glassick, chair- 
man, before the meeting in Cleveland 
this week. 

However, Mr. Glassick said, the com- 
mittee has now collected the necessary 
statistics and is in the process of collat- 
ing and correlating the information with 
the expectation that it may proceed to 
some ultimate conclusion. 

“Whether or not the report will be re- 
leased upon completion,” Mr. Glassick 
said, “depends upon an estimate of the 
representative nature of the statistics 
involved and abilitv to develop certain 
developments which must be incorpo- 
rated in the report. The matter is now 
before the NAIA executive committee 
and when further information has been 
developed, the final decision in the field 
will rest with that body.” 

Mr. Glassick expressed the hope that 
the study will be completed within the 
next two or three months so that the 
agency management committee can pro- 
ceed with other important considera- 
tions. 
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Rural Agents Outline 
Desired Objectives 


MAJORITY OF NAIA MEMBERS 





May and Phelan Speak on General Pur- 
poses; Whitney Cites Activities 
Ohio County Board 


Objectives of the rural and small lines 
agents’ committee of the National As- 
sociation of Insurance Agents were pre- 
sented at a conference of these agents 
during the NAIA convention at Cleve- 
land this week. Glenn J. May, Spencer, 
Ind., chairman of the committee, pre- 
sided and stated that a worthwhile pro- 
gram can be carried out successfuily if 
the committee functions properly and 
has the necessary cooperation and recog- 
nition from all associated groups, in- 
cluding committees of the NAIA and 
of company organizations. 

Mr. May emphasized importance of 
the rural and small lines agents who 
constitute the majority membership of 
each state organization. Hence, he 
stated, such majority membership of the 
NAIA is vitally interested in all prob- 
lems of his committee. Presenting sug- 
gestions for effective committee organi- 
zations he said: 


Committee in Each State Assn. 


“First—That each state association 
create—if not already in existence, a 
rural and small lines agents’ committee— 
to be set up on the same pattern as the 
national committee. 

“Second—That each territorial confer- 
ence create a similar committee. We do 
not specify that these committees be 
called by the same name. We do believe 
that most of the questions that come up 
within state associations, along these 
lines, can be handled within the state 
limits. However, if they grow out of 
proportion or become of interest to 


agents regionally or nationally there will 
be a continuity of thought and organiza- 
tion flowing from each state committee 
in the territorial committee, then into 
the national committee. 

“We feel that in requesting this of the 
state organizations and the territorial 
conferences, we will have ideas and sug- 
gestions coming from the grass roots of 
the organization throughout the whole 
country and there will be a great benefit 
on state and national levels. 

“We would like to point out that since 
our committee is so scattered and far 
flung—reaching from Vermont to Ore- 
gon to Alabama, it is almost impossible 
to call the members together for meet- 


ings.” 
Phelan on Ohio Set-Up 


Citing what has been done in Ohio 
to promote rural and small lines agents’ 
activities, Barney W. Phelan, Versailles, 
member of the NAIA committee, stated: 

“We in Ohio completed a rough cen- 
sus of our almost 1,700 members and dis- 
covered that approximately 70% were 
from communities of 25,000 population or 
less. With the help of our chairman, 
Hoyt Whitney, we organized a ten-man 
group comprised of three sections of 
three men each. Each section was re- 
sponsible for a segment of the industry, 
namely fire and allied lines, farm, and 
casualty. 

“Tt is our intention to hold four an- 
nual meetings in the four geographic: il 
quarters of Ohio, and to receive and 
process questions and answers. Matters 
which affect the entire business, or 
which cannot be answered at the local 
or state level, will be forwarded to this 
committee for further analysis, and for 
our mutual benefit and education. The 
success of this committee is entirely 
contingent upon the establishment of 
similar groups in all states. 

“Our secondary objective deals with 
the technical aspects of our industry, and 
what we believe are archaic rules and 


forms which have been perpetuated only 
by reason of custom and longevity. For 
instance, in fire underwriting, why is it 
necessary for an agent in Ohio to stock 
over 100 forms when our sister state to 
the East operates with eleven basic 
forms ? 

“In farm underwriting, why can’t a 
uniform farm application be designed 
and released through the Uniform Print- 
ing Division? Why can’t a farm rule be 
promulgated which clearly defines farm 
dwellings, and estate dwellings, with 
proper rates for each commensurate with 


o” 


the exposure? 


Ohio County Board Activities 

Hoyt Whitney, Sunbury, Ohio, general 
chairman of the Ohio rural agents’ com- 
mittee described public relations activi- 
ties of the Delaware County Board, say- 
ing: 

“The population of Delaware County 
is approximately 30,000. Each year we 
plan in advance to have one or two 
meetings to which we invite various 
other organizations in the county. For 
example, this year on March 13 we had 
the Delaware County Automobile Deal- 
ers as our guests. Also, on October 9 
this year, we will have our fire preven- 
tion meeting. Highpoint of this meeting 
will be the presentation of prizes to the 
winners of our annual fire prevention 
contest for tenth grade pupils of Dela- 
ware County. 

Each year we sponsor this essay con- 
test which is held in every public and 
private school in the county. The stu- 
dent in each school winning first prize 
also gets possession of a trophy for his 
or her school. The trophy remains in 
the possession of the winning school for 
the year. In addition to the trophy the 
winners receive cash prizes ranging 
from one to ten dollars. 

“In addition to the automobile dealers 
we have invited other groups such as 
the Delaware County Bar Association, 
the Delaware County Bankers Associa- 


Robinson Says Practices 
Committee Work Is Done 


T. K. Robinson, Memphis, in his re- 
port as chairman of the practices com- 
mittee of the NAIA at the Cleveland 
meeting last week, reminded members 
that this committee was created at the 
meeting of the national board of —_ 
directors in New York, April, 1951, with 
instructions to review the constitution 
and by-laws of the association and to 
report to the annual meeting that year. 

He said this assignment was carried 
out with considerable success as evi- 
denced by the adoption of the report 
and that its recommendations have been 
put into effect and are working out well. 

As to the section of the report which 
was concerned with changes in the 
method of selecting as well as the size 
of the .executive committee which re- 
quires a change in by-laws, he said the 
committee was instructed to introduce 
these amendments at the midyear meet- 
ing of 1952, which was done at Denver. 
Mr. Robinson pointed out that the asso- 
ciation voted. to sponsor these amend- 
ments and proper notice has been pub- 
lished for consideration at Cleveland. 

Mr. Robinson said the committee was 
of the oninion that when the constitu- 
tional amendments reach the floor in 
Cleveland, its assignment will be com- 
pleted and requested the committee’s 
discharge immediately after vote on the 
amendments are taken. 


tion and the adediaiineetbes ai " of all 
public schools. On Safety Day, which 
was June 12, we has as our guests the 
highway patrol stationed in Delaware 
County, all members of the Delaware 
County Sheriff’s office, all village police 
departments, all county judges and jus- 
tices. At all of these meetings we have 
had a special speaker on the program 
who had something of interest to say 
for everyone present.” 
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MERRILL ON MULTI- PERIL O’Toole Reports Activities activities of the committee on which Mr. — lar credit was given by Mr. O'Toole to 


ea O'Toole reported are the following: the North America Group, Loy alty 

Newark Agent Says Combination Cover- In Fire Prevention Field _Cooperated - with the United States Group, America Fore Group, Home In- 

age Policies Offer Several Advan- na : RRP Tees Forestry Service in promotion of the film, surance Co. and St. Paul Group for co- 

tages to Companies John J. O’Toole, St. Louis, chairman “Red Skies of Montana,” which has operation in this instance. The Phoenix- 

Deane W. Merrill, CPCU, of the of the NAIA fire safety committee re- been shown in a number of cities. | London Group also has Promised to 

Thoms, Merrill & Co. agency in Newark, ported at the Cleveland convention this Endeavored to secure cooperation from highlight Fire Prevention Week, which 
N. J., presented the introductory re- week that he had accepted the election calendar printing gran designating Fire will be. done in the 1954 calendars. ki 

marks at the panel discussion on multi- to the executive committee of the Na- Prevention Week in red; and _ also _Visiting I ublic Officials Day and Visit 
peril and package policies before the tional Fire Waste Council of the Cham- brought the matter to. the attention of Fire Chiefs Day again were named, | 

NAIA workshop at the Cleveland con- ber of Commerce of the United States insurance comps unies, with the result that The committee has been_ very active 

vention on Tuesday morning. He re- “as a tribute to the NAIA and the pro- a number of next year’s calendars will and close to the Federal Civil Defense 

’ duction end of the business.” Among the feature Fire Prevention Week. Particu- Administration in Washington. 





viewed the poll of nearly 700 members 
of the Society of Chartered Property 
Casualty Underwriters on multiple line 
problems and presented briefly the an- 
swers to 20 — ions, which replies were 
published 1 sse columns some months 
ago. 

Mr. Merrill, Be is a national director 
of the CPCU a president of the Essex 
County Association Insurance Agents, 
said, concerning rie Rar peril policies 

hicl now appearing on the insur 


cost of i 





suing and processing > of these poli- 
cies, compared with the cost of issuing 
two or three or more policies which 
some of them might replace. This is 
reflected in the lower rates which have 
been established. Also, the companies 
want higher insurance to value under 
I poli han is now ypienee on 
and household contents. 
blessing in disguise for, 
Severe losses i occur. 
ies come in —— 
rated; th er is 
he coverages in 
detach any 
which is 
ompanies are 
nig rig The leaders, those who get to the top 
} 1S 
protection 
her than the J 
windstorm and stay there, have one important 
igher insurance te 
are getting, and | 
they are avoiding, qualification in common—they don’t 
tions put tog ethe j - 
more cover- 
Casualty and , ‘5 = ; 
ie sit still and coast. For essential to 


continuing leadership, is continuing 


Price Reports Progress in i! | growth and the ability to continually 
Accident Prevention Field 


Reginald L. Price, Charlotte, N. C., re- 
) as chairman of the accident 
yrevention committee of the National 
Association = Insurance Agents at its a : 
convention in Cleveland this week, urged A - business problems. 
every member to pledge himself to par- ‘ 
ticipation in some form of safety pro- 
motion. He said that because the abili- 
ties and contacts of the agents are pecu- 
liarly fitted the support of traffic 
safety methods, their interests also en- 


compass wide and varied activities in 
support of accident prevention in the 
home, in industry and on the farm. 

Mr. Price reported progress during the 


year in the fe bot activities : 
The adult driver refresher course, pre- FIDELITY SURETY CASUALTY 
pared by the ae for Safety Educa 
tion of New York University, which eas 
been sponsored by a number of local 
associations 
Adoption of father-son and_ dad- 
daughter agreements, which program has 
proved effective where adopted by indi- 
vidual agencies or local boards. 
The traffic attitude school programs 
Cooperation of local boards and state 
associations with the highwav_ safety 
awards of the Association of Casualty : : 
& Surety Companies. ; : ee, ; a i > ‘ee es Ss i . 


tendance at special meetings, such s : # ae j A p ie Un A | A y ; + MONTREAL - DALLAS bd san 











apply fresh thinking to everyday 


National Committee for Traffic 
Washington. 

foregoing plans and activities 

to be used by our member 

as such are absolutely of no 

value unless our agency forces provide 

the support of their hands, hearts and 


minds,” Mr. Price said. 
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Porter on Superstitions 


(Continued from Page 27) 
crises. “Such a_ physician,” he 
“should take down his shingle and get 
into other fields where courage and im- 
agination and initiative and know-how 
are not required for adult living. 
“Whether you are agents in small 
communities or in the nation’s largest 
industrial and residential centers, you 
are literally surrounded by prospects 


In providing insurance to fit the 


changing requirements of American 


industry, which is so essential to its 


outstanding achievements, we are 


indebted to the National Association 
of Insurance Agents. Their constructive 


work has been of invaluable assistance 


to us in “Serving the Leaders.” 




















said, 


Every lawyer, business man, contractor, 
architect, home owner, industrialist; 
every fiduciary entrusted with the ad- 
ministration of an estate; every man or 
woman involved in a court action; every 
adult in your community, needs your 
services as a bond agent at one time or 
another, You don’t have to be a special- 
ist to supply those needs. You have the 
product they require; you have the 
means of providing it, and certainly you 
have the intelligence to supply it.” 

Mr. Porter’s third superstition was: 


FIRE 











“The bond business should be a sideline 
premium 
about.” 
inhibition, he 
abil- 


at best, because the 
is too small to bother 
is needed to slay that 


said, is an adding machine and the 
He said that higher mathe- 
matics are not essential to compute the 
earn if he 
riously—not 


ity to use it. 


commissions an agent 


may 
gets into bond production se 








necessarily to the detriment of his other 
lines, but as an effective companion piece 


in his production program. 


While it is true, he said, 


FEDERAL INSURANCE COMPANY 


OCEAN AND INLAND MARINE AUTOMOBILE 














that on some 
























































volume 
that 
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bond lines the commissions are relatively 
small, there are vast possibilities of 
cumulatively large commissions and of 
certain entrees which bond business pro- 
vides. Furthermore, he said, because of 
the current temporary production diffi- 
culties in the casualty business, this is 
an excellent time to get into broader 
bond production. 

The fourth superstition, that all the 
potential customers are already in the 
hands of other agents, Mr. Porter dis- 
missed as “sheer nonsense.” The po- 
tential customer may not need a bond 
today, he said, but he will tomorrow or 
next week. 

Thousands of Potential Buyers 

“There are thousands of potential bond 
buvers in your own towns, and you are 
the men they want and need to handle 
their requirements. Not necessarily as 
snecialists but as average, well-equipped 
professional men who know how to sup- 
ply their needs. 

“Of course it does 
amount of initiative 
and know-how to get bond business on 
vour books. The successful bond pro- 
ducer doesn’t ask for a chance—he cre- 
ates his own opportunities. Long before 
the contractor, tor example, learns of a 
proposed or pending construction project 
and bids on it, the insurance agent visu- 
alizes the project, its possibili- 
ties, studies its ramifications, and is 
ready to furnish bond for the contractor, 
advise him on his responsibilities under 
the bond, guide him in procuring sub- 
contractors and material suppliers, and 
steer him away from the danger of over- 
extension or thin credit. And by secur- 
ing his performance and payment bonds, 
the agent is in an excellent position to 
go after the contractor’s insurance re- 
quirements, such as contractors’ equip- 
ment, builders’ risk, comprehensive lia- 
bility, fire insurance and life insurance. 
Here again we have a perfect entree in 
addition to a substantial amount of basic 
business. 


demand a certain 
and perseverance 


assesses 


At Grass Roots Level 
“It is becoming increasingly obvious 
that the American agency system has a 
task ahead in helping to educate owners 
of construction on the necessity of per- 
formance and payment bonds. You are 
at the grass roots level.” 


Citing the final superstition as fear, 
Mr. Porter said: 

“The final superstition is fear. Fear 
of getting into a line that may require 


vou to learn the tools of a new branch 
of your trade; fear of devoting time to 
production without ironclad guarantee 
that you will make it a success; fear of 
yourselves, most of all, and of your own 
potentialities. 

“But if your confidence is greater than 
vour fear, you will not be victims of 
superstition, because your confidence, if 
properly evaluated and brought into in- 
telligent play, can swallow up your fear. 
After all, you gentlemen are rofessional 
men. No professional is afraid to exer- 
cise his hard-won talent and experience, 
whatever the challenge. I cannot 
ceive of a doctor afraid to diagnose a 
condition because he feels that his ma- 
teria medica was too involved. T cannot 
visualize a lawyer afraid to tackle a 
court case because he feels he stands a 
remote chance of losing the case. Nor 
can I accept the suggestion that an 
architect, or a schoolteacher, or any 
other professional man will shy awav 
from following his profession to the hilt 
under certain circumstances which may 
cause him to doubt his own ability to 
accomplish what he is required to do. 

Increases Professional Standing 

“Nor bv the same reasoning can I ac- 
cept the thought that an insurance agent 
will default on his professional respon- 
sibilities by refusing to give a complete 
bonding service to his clients because 
he feels the task too difficult for him 
to master, or because the rate manual 
appears too complex for him, or be- 
cause he simply will not put sufficient 
time and energy and talent into becom- 
ing proficient in a comparativelv simple 
line that promises rich returns.” 


con- 
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Educational Division Develops New Aids 


This year marks the observance of 
three significant events in the history 
of the educational division of the NATA, 
said Ernest F. Young, Charlotte, N. C., 
in his report at Cleveland this week as 
chairman of the educational committee. 
These events, said Mr. Young, are the 


tenth anniversary of the organization of 
the first NAIA discussion group at 
Memphis, Tenn.; the tenth anniversary 
of the use of educational division ma- 
terial in a short course school on a col- 
lege campus at the University of In- 
diana; the 100,000th enrollment when 
Carol Kennedy enrolled in the public 
liability unit of the standard course at 


Warsaw, Ind. 

Mr. Young said that during 
year the educational committee 
voted a great deal of its time to the 
development of new promotional aids, 
new items announced at Cleveland being 
the promotional display, short course 
school manual, standard measure circu- 
lar and a revised discussion group man- 


the past 
has de- 


ual. The promotional display, on exhibit 
at Cevied. was desis me for use at 
state and local association meetings. It 
illustrates the “standard measure” theme 
adopted by the educational committee 
and shows the certificates of merit 
awards available to persons completing 
any one of the three courses. 


Revises Casualty Unit 


A complete revision of the casualty 
unit of the introductory course was an- 
nounced by the committee which said 
the revision is intended to make this 
particular unit more realistic in its ap- 
proach to the needs of the elementary 
student in the coverages gener- 
ally understood to be a part of the casu- 
alty field. 

Mr. Young 
the standard, 
correspondence 
major objective 
the year has been 


various 


the progress of 
management and 
and said that a 
committee during 
promotion of its 


outlined 

agency 
courses 
of the 

the 


courses on college and university cam- 
puses. The Maine and Washington as- 
sociations completed such courses this 
vear for the first time and the program 
has been continued by associations in 
Florida, Oklahoma, North Carolina, 
South Dakota, Minnesota, Kansas and 
others. 

The sixth annual institute for advanced 
agency management was held this year 
at the University of Connecticut and the 

California and Ohio associations spon- 
save similar institutes in their terri- 
tories. 

During the past year, the report says, 
29 states actively participated in the 
educational program and 86 discussion 
groups were sponsored by local and state 
The cumulative total grad- 
course now is 


associations. 
uates of the introductory 


2.525, there are 969 graduates in the 
standard course and 200 in the agency 
Management course. 


Committee Makes Recommendations 


The committee made the following rec- 
ommendations: 


“1. That each state association give 
serious thought to the sponsorship of 
NAIA educational material in a_ short 


course campus school. 
“2. That each state association actively 
the use of NATA educational 


promote 
at annual and mid-year conven- 


material 


tions and at regional meetings. 
“3° That each and every local board 
avail itself of the facilities available 


through the educational division so that 
the membership can increase knowledge 
for profit, efficiency and prestige.’ 

As is the custom with NAIA commit- 


tee reports, each* chairman submits his 
report to all members of his committee 
and almost invariably it is approved 


unanimously by the committee. It is 
noted at the close of the membership re- 
port, however, that one member of the 
committee, Henry E. Davis, Providence, 
R.1., “neither approves nor disapproves.” 


Beck at Workshop Session Discusses 
Custom Account Analysis Philosophy 


L. Allen Beck, CPCU, manager, insur- 
ance department, Morrison & Morrison, 
Denver, took part in the educational divi- 
sion review section of the NAIA work- 
shop at Cleveland, September 23. Ernest 
F. Young, Charlotte, N. C., chairman of 
the educational committee was chairman 


of this part of the program and Mr. 
Beck, a member of the committee, spoke 
on “The Philosophy of Customer Ac- 
count Analysis.” 


“A philosophy of customer account 
analysis,’ he said, “would seem to 
sume that the agent undertaking to 
analyze intelligently his client’s insur- 
ance program must have the necessary 


as- 


The 
TInsu rance 





fundamental knowledge of insurance, but 
that he must also have a desire—a fond- 


ness—for the rendering of what then 
becomes a professional service to his 
client. That there may be some prior 


understanding with the client whereby 
this agent is assured of adequate com- 
pensation for the time and effort to be 
expended, and for his know-how, cannot 
weaken his position as a_ professional 
man.” 

Mr. Beck said that customer account 
analysis has been called * ‘survey, audit,” 
“review” or “report.” He mentioned sev- 
eral groupings of agents who engage in 
customer account analysis, and said 








HETHER it is insurance or any other kind 
of business, the standing of an organization 
is usually measured by its stability, length of time in 
buisness, the progress it has made, and its reputation 


for service. 


The Royal Exchange, as one of the oldest com- 
panies in the world, has increased in strength, made 
consistent progress, maintained its record for efficient 


operation and rendered excellent service to agents 


and insureds. 


Royal Exrhange Group 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 





ROYAL EXCHANGE ASSURANCE 


JOHN STREET, NEW YORK 


FIRE & CASUALTY INSURANCE 
FIDELITY & SURETY BONDS 


Representation in Principal Cities of the United States 
and in Most Countries Throughout the World 








wished to include himself in the last ing, it is because I remember that par- 
group. His groupings are as follows: tially completed revision of a survey 
Cites Four Groupings for one of my older and larger accounts 
“Firs i j that might have been delivered before 
irst, there are those agents who pre- | Jef; f OT if 
; epor nanan! eft for Cleveland if I had not had 
sent their clients with surveys prepared Pe ae vee 
: ee ‘aha to prepare this little lecture on how and 
by the insurance companies they repre- a ae 
J why it should be done! 
sent. | realize that some of the compa- M para ae “6 
Mr. Beck said that if he had any 
nies have pioneered in this survey and =). 2. ¢ . ¢ rAqis 
criticism of the portion of the NAIA 
analysis work, and have devoted great podaata pay Cigars oe 
effort toward training their own per- SCUrS€. Cealing ee 
8 I analysis, it is that too little time is 


sonnel and their agents along this line. 
But few company employes know your 
insured as you do—or as you should if 
you are to service the account properly. 


allotted for a thorough study of the sub- 
ject. He outlined the three two-hour 
sections of the new course and said in 
conclusion: 


Company representatives may furnish ‘s : 

I I “ Bee Many of the older agents have had 
much of the technical information, but RCL : > s 

: . : to learn this the hard way. But we may 
the agent who does not know how to “ z 


be reasonably certain that the individual 
or firm whose insurance adviser has be- 
hind him all of the NAIA educational 
courses, topped off with this new course 
in Customer Account Analysis, need do 
no further shopping for competent in- 
surance counsel. 


and present it to his 
definitely a prospect for this 
Customer Account Analysis. 
second group are those who 
hunting new business or 
contacts to find time for 


put it together 
client is 
course in 

“In my 
are too busy 
making new 


the proper analysis of those accounts 
already on the books. Professional Agent May Be on Hand 
‘Third, there are those who have a 


“Perhaps we do pick up a stray policy 
occasionally from some friend or busi- 
ness acquaintance who considers it nec- 
essary to scatter his business among a 
number of agencies. The professional 
agent who is qualified to do a thorough 
job of customer account analysis may be 
on hand when this insured eventually 
realizes his mistake. Or we may par- 
ticipate in an insurance program that is 
supervised by some competent competi- 
tor. If the program is a good one, we 
gain nothing by speaking lightly of the 
work of the fellow agent in whom he 
has placed his confidence. Sometimes the 
best we can hope for is to outlive the 
other agent. Longevity can be very, very 
helpful to a good agent.” 


well organized office with time and per- 
sonnel allotted—and trained—for survey 
work. They are the ones who could 
teach the course. 
Find Analysis Desirable 

“And fourth—this is where some of 
you join up with me—there are those 
who have found the customer account 
analysis procedure desirable and prac- 
tical, and who are at least fairly com- 
petent to turn out a good program for 
any of their clients, yet who just do not 
find the time to do the job they know 
they should do. Why?—because they 
spend so much of it on association work, 
in the interests of their competitors as 
well as themselves. If I seem to be blush- 
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These workers were insured in gold ! 


Until recently, Arabian law required 
that disability claims be paid to 
Arab workers in gold sovereigns. 
And the precious coins were out of 
circulation! 

The agents for American Inter- 
national Underwriters had to find 
an answer. 

They did. They went into the ba- 
zaars and bargained with shrewd 
Arab money-changers for the 
hoarded coins. Each claim meant 
days of haggling —but the law was 
satisfied ! 

And the most interesting part is 
this: The commission on this un- 
usual policy was collected by a broker 
right here in the United States. He 
handles both overseas and domestic 
coverage for this American concern! 

You can do the same. Unusual prob- 
lems are involved—but not for you! 





Simply obtain from your client 
the same sort of information you re- 
quire for domestic risks, and bring 
it to AIU. Complete coverage will be 
planned by specialists, who know 
every law, custom and insurance pe- 
culiarity of the country concerned. 
Gaps and overlaps will be avoided. 
Policies will be written in U.S.terms, 
already familiar to your client. 

Claims payment is arranged on the 
spot, in practically every country 
where American people or enter- 
prises go. Payment is in the same 
currency premiums are paid in— 
including, where local laws permit, 
U.S. dollars! 

You can increase your premium 
income...“competition-proof” pres- 
ent business...open the doors to new 
accounts. Why leave this booming 
field to your competitors? 


You don’t have to be an expert to 
handle foreign risks. Take them to 
AIU—and AIU is your expert! 

For full information and liter- 
ature, write to Dept. E, of the 
AIU office nearest you. 


WORLD, 
oS 3 
Séc) \% American 


International 


fl lJ - Underwriters 


New York 5, New York. ..102 Maiden Lane 






Washington 6,D.C......317 Barr Building 
Chicago 4, Illinois. ..208 So. LaSalle Street 
Dallas 1, Texas.......801 Corrigan Tower 
San Francisco 4, Calif.....206 Sansome St. 


Los Angeles 17, Calif... .612 So. Flower St. 
Seattle 1, Washington.815 White Building 
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Frankenbach on Contact Activities 


Reporting as chairman of the trade 
association contact committee of the Na- 
tional Association of Insurance Agents 
at the Cleveland convention, September 
22, Charles H. Frankenbach, Westfield, 
N. J., explained that this committee has 
been in existence only a year and that it 
had assumed the duties of the speakers’ 
bureau committee. 

Mr. Frankenbach said that his com- 
mittee, of which Tom J]. Neff, Wheeling, 
W. Va., and Herbert R. Walt, Lincoln, 
Neb., are members, had spent about one- 
half of the amount allocated to it in the 
NAIA budget. He said the intent of the 
allocation was to use this money to de- 
fray traveling expenses for speakers to 
appear on convention platforms of other 
associations. However, he expressed the 
opinion that most of the monev should 
he used for committee meetings because 
“this is a big project and requires a 
great deal of time and thought and meet- 
ings should be more frequent.” 

With respect to the work of the com 
mittee, Mr. Frankenbach made the fol- 
lowing suggestions and observations: 


Suggestions and Observations 


“Suggestion 1—Committee should be 
comprised of men who are closer to a 
given center. Washington, as an exam- 
ple, saves expense and time. 

“Observation 1—This is a good pro- 
gram. 

“Observation 2—It has terrific poten- 
tials, but can get out of hand and be 
used as a dumping ground for all types 
of gripes. 

“Observation 3—It assumes propor- 
tions of a public relations program. 

“Observation 4—Should be continued- 
surface has only been scratched. 

“Observation 5—There are a_ half 
dozen states that are well on their way; 
Mississippi, Michigan, California, West 
Virginia, Virginia, and Georgia. Maybe 
more, but the states mentioned have 
brought their activities to our attention. 

“Suggestion 2—Messrs. Clarence Rau- 
ter, James Mathews and Maurice Hern- 
don should be continued on this com- 
mittee in view of their ability to help 
and their knowledge of trade associa 
tions and trade publications.” 


Activities Are Summarized 


In summary, Mr. Frankenbach said 
that the committee has had speakers on 
several platforms, has had contact with 
several trade associations and is now 
wOrning with the AIA and related trade 
groups, outlining insurance requirements 
for construction of both large and small 
projects, including homes. 

As his final observation, Mr. Franken 
bach said: 

“This program as designed was to 





Martin's Keynote Speech 


(Continued from Page 26) 


Association are endeavoring to maintain 
But we cannot do it without your help. 

“We shall ask for it from time to 
time, and I feel sure that in the future, 
as in the past, we shall receive it. 


Plays Important Role 


“And, in conclusion, I should like to 
leave this final thought with you—a 
thought that I have tried to express in 
detail during my talk. 

“The American agency system is a 
great system which has played an im- 
portant and extensive role in developing 
one of the nation’s largest, most im- 
portant and far-reaching businesses. 

“To preserve it and continue it as 
we know it necessarily takes a keen ap- 
preciation of the heritage and the re- 
sponsibilities of today’s insurance agent, 
and an honest effort to preserve the one 
and meet the other.” 
work from the top down. We are in- 
clined to believe that as far as conven- 


Westfield Studios 
CHARLES H. FRANKENBACH 


tion speakers are concerned, they work 
from the bottom up. Example: Speaker 
appears at a state or regional meeting, 
presents a good message, makes an im- 
pression and is then invited to appear on 
a national program. Program chairman 
of national meetings are wary as they 
do not want to be saddled with a dud 
or an uninteresting topic. 

“The ground work has been laid over 
the last two years. A file has been accu- 
mulated and the work should go on.” 





33 Lewis Street - 





Cormack Reports on Work of 
F. & S. Bond Committee 


J. Kenneth Cormack, Providence, R.1., 
chairman of the fidelity and surety com- 
mittee of the National Association of 
Insurance Agents, in his report at Cleve- 
land this week, said that activity of 
the committee in its efforts to make a 
supplementary condensed fidelity and 
surety manual available to agents had 
attracted wide interest which encour- 
aged the committee to continue its 
efforts. The project will receive full 
consideration by the Surety Association 
of America, he said. 

With respect to what Mr. Cormack 
said is an increasing practice in connec- 
tion with contract bonds where archi- 
tects and owners insert in specifications 
the requirement that the successful bid- 
der purchase his bond or insurance 
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through a = specified local agent or a 
stated surety carrier, the committee 
made the recommendation that the Na- 
tional Association take the following 
positions: 

“That the National Association con- 
demns the practice of owners or archi- 
tects specifying either local insurance 
agent or a specific bond carrier as a con- 
dition for the granting of a contract. 
Further, that the National Association 
make a definite effort to join with the 
other interested parties in an_ effort 
to discontinue this type of contract 
requirement.” 


Abbreviated Bond Manual 


(Continued from Page 27) 

just this. We are firmly convinced that 
the simplified manual can be of tremen- 
dous aid to a more abundant production. 

“To that portion of our fraternity 
which does not now enjoy these fruits, 
we suggest that you require the sim- 
plified manual be made available to you 
and that you become familiar with its 
contents. 

“We believe that the set-up of the 
abbreviated manual with its underwrit- 
ing and handling tips, together with the 
elimination of material not generally use- 
ful to the average agent, but heretofore 
a probable cause for confusion and lack 
of understanding, can at long last point 
the way for him to write his share of 
the bonding business which his agency 
should, in the natural course of events, 
handle. 

Would Banish Old Bogey 

“Our goal in this project is to banish 
from the minds of many agents the old 
bogey that has been fostered over the 
years that the bond business is too tech- 
nical and complicated. This has been 
brought about by their frustrated at- 
tempts to digest and understand the 
complexities of the complete manual, 
which we grant is a splendid instrument 
in the hands of the expert. 

“We suggest that by comparison the 
simplified bond manual will be found 
to be less complicated than many other 
commonly used manuals, such as auto- 
mobile, public liability and fire insur- 
ance. Let it be a working tool for you 
along with these others.” 

Mr. Cormack listed a number of types 
of ae on which the producer can be 
greatly benefited by the simplified man- 
ual, and said in conclusion: 

“Our efforts to promote widespread 
interest and distribution of the abbre- 
viated bond manual have been motivated 
by a desire that all agents in this coun- 
try of ours share in the rich returns 
which result from active particination in 
the field of fidelity and surety. We shall 
untiringly advance this purpose. 

“In the final analysis, however, it is up 
to you, Mr. Agent, and only you, to take 
advantage of the implement—the simpli- 
fied manual which we offer. It’s high 
time you did.” 


September 2 26, 1952 

















September 26, 1952 





THE EASTERN UNDERWRIT ER— ~LOCAL L AGENTS CONVENTION | _Page 35 








National Association of hicuacncs Agents, Cleveland, Sapaeanbes 21-25 





casualty committee, with Herbert L. eration between the various national rat- 
Brooks, Newark, as chairman, was ap- ing organizations and the NAIA. With 


Press for Broader Casualty Forms pointed to work with the manager, H. the problems which beset the entire 


L. Richardson of the National Council. casualty industry today, and with poor 
Mr. Niccolls said the committee had _ loss ratios on major lines of insurance 


e e SJ . e 
W been assured that the assistance of the being the rule rather than the excep- 
ithheld Because of Loss Situation casualty committee in obtaining and _ tion, there has been little opportunity to 


Saying that several recommendations 
for broadened coverage had to be 
shelved temporarily in the light of the 
poor loss ratios developed by the casu- 
alty insurance companies during the past 
few years, J. F. Niccolls, Houston, eX, 
presented his renort as chairman of the 

casualty committees at the annual meet- 
ing of the National Association of In- 
surance Agents at Cleveland this week. 

Mr. Niccolls said that in order to 
cather productive data for the agen- 
da to be discussed at the spring 
meeting held with the various rating 
committees of the National Bureau of 
Casualty Underwriters, the casualty 
committee had asked all state associa- 
tions to alert their technical committees 
to present suggestions for the improve- 
ment of casualty policies, forms, endorse- 
ments, rules and regulations. As a result 
of this request, the committee presented 
for consideration a total of 28 items in- 
volving automobile insurance, 21 on gen- 
eral liability, 16 on burglary and 10 on 


glass. 
Has Talk With Leslie 


In the course of the two-day confer- 
ence, Mr. Niccolls said, he had an op- 
portunitv to discuss with General Mana- 
ger William Leslie of the National Bu- 
reau the resolution adopted by the Far 
West Agents Conference which recom- 
mended the decentralization of the bu- 
reau and the granting of the power of 
final decision to territorial rating organ- 
izations for casualtv insurance. 

It was Mr. Leslie’s opinion that it 
would be a tragedy to convert the bu- 
reau into a multiplicity of sectional rat- 
ing organizations and the resulting lack 
of uniformity would be costly to compa- 
nies and agents, would hamper the han- 
dling of interstate business and, in fact. 
would represent a distinct backward 
rather than a forward step. He pointed 
out that under the present set-up, every 
reasonable opportunity is given to an im- 
portant region, such as the west coast, 
to present its general views for consid- 
eration and particularly to make infor- 
mation available respecting anv peculiar 
local conditions that deserve special or 
exceptional treatment. 

“Under these circumstances,” Mr. Nic- 
colls said, “the casualtv committee feels 
that this matter should be referred to 
the executive committee for instructions 
regarding further action as it is deemed 
advisable.” 


Meets With NAUA Officers 


The report said that an informal meet- 
ing had been held with officers of the 
National Automobile Underwriters As- 
sociation. “The resolution of the na- 
tional board of state directors. recom- 
mending consolidation of the NAUA and 
the National Bureau of Casualty Un- 
derwriters was not discussed at this 
meeting,” Mr. Niccolls said. “Inquiries 
by top officers of the NATA among ex- 
ecutives of insurance companies seems 
to indicate that a great deal of resist- 
ance to such consolidation exists based 
primarily upon the difficulties which 
would be involved because of the dif- 
ference of the make-un of the member- 
shin of the two organizations. 

“Since the casualty committee feels 
that its duties are basically of a tech- 
nical nature. and also since any ultimate 
decision with regard to the consolidation 
of the NATUIA and the National Bureau 
will be made by high ranking company 
executives, it is recommended that this 
matter be referred to a special subcom- 
mittee of top NATA executives for ap- 
propriate handling. 


Discuss Small Risk Problem 


The committee also has been in con 
tact with officials of the National Coun- 


presenting the agent’s viewpoint has press for broadening of coverage or in- 
cil on Compensation Insurance upon been appreciated and will be given full novations. It is the feeling of the com- 


recommendation of the executive com- consideration. mittee, however, that the time will come 
mittee following a discussion of the In conclusion, the report said: when casualty insurance will be back on 
workmen’s compensation insurance small “The casualty committee feels that an even keel, and at that time the 
risk problem at the midwinter meeting the past year has been one of accom- _ tangible benefits of working closely with 
of the National Association of Insurance  plishment primarily in furthering work- the company organizations will be felt 
Commissioners. A subcommittee of the ing arrangements and developing coop- by the agents.” 











First to Stand for Freedom 


The majority of the original thirteen colonies were Among the founders and original 
. — th P 
opposed to any separation from Great Britain as late ace —— Cambs 
as 1775. Yet, on September 16, 1765, the General are the family names of many 
leaders in America’s earliest deter- 
Assembly of Rhode Island alone dared defy her power. mination to be free. 
Those fearless legislators enacted the Stamp Act Progressive Protection since 1799 


Resolutions which denied the right of any power but 
the elected Assembly to levy taxes within the col- 
ony. Thus, Rhode Island became the first to stand for 
freedom. 


At Newport, British revenue officials were hanged 


in effigy and forced to take refuge aboard an English pe ! 
sloop-of-war. This bold action incited open defiance PROVIDENCE 
WASHINGTON 


in other colonies and compelled the repeal of the 


hated Grenville Stamp Act ... defiance kindled by Snsurance Companys 
America’s smallest colony. E 





PROVIDENCE WASHINGTON INSURANCE COMPANY + 20 WASHINGTON PLACE, PROVIDENCE, RHODE ISLAND 
There ore Providence Washington Branch Service Offices in principal cities and Agents from coast to coast. 
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Neumann on Casualty Capacity Problem 


Says Question Cannot Be Localized; Present Steps Essential in 


Long Pull But Problem Cries for Immediate Remedial 
Action; Casualty Companies Doing Best 


Cleveland, Sept. 24—Saying that “an 
avid government is breathing right on 
our necks, _ready, willing and anxious to 
take over,” Joseph A. Neumann, Jamaica, 
N. Y., discussed the casualty capacity 
problem at the meeting of the metropoli- 
tan and large agents’ conference at the 
convention of the National Association 
of Insurance Agents at Cleveland today. 

Mr. Neumann, who is immediate past 
president of the New York State Asso- 
ciation of Insurance Agents, state na- 
tional director and a member of the ex- 
ecutive committee of the NAIA, said 
the casualty capacity problem was 
pl: ul in his lap when he became presi- 
dent of the New York association. 
“From the metropolitan areas at first, 
and then graduaily but positively from 
smaller communities, and finally from 
rural sections,” he said, “came appeals 
for help as casualty markets were either 
curtailed or closed completely.” 

Cannot Be Localized 

Mr. Neumann said that agency lead- 
ers from the areas most affected were 
called together and there was no longer 


any question that the problem could 
not be localized particularly after a 
meeting with company executives who 


were as alarmed as were the agents. He 
called the automobile business the chief 
culprit but said that compensation, lia- 
bility, in fact, almost all classes, were 
contributing to the bleak picture. He 
continued : 

“Let me make 
as clear can be. 


this one point as clear 
As producers we recog- 
nize most positively the problems that 
confront our principals today. Accident 
frequency, claim costs, inflation and re- 
serves are formidable obstacles to over- 
come. There is nothing in a company’s 
charter necessitating financial suicide 
even to keep an agent in business. 
“There is implied in a company’s char- 
ter, however, the moral obligation to 
maintain at all costs, I repeat, to main- 
tain at all obligation to the 
public and our free enterprise system, 
in giving proof positive that we can do 
the job expected of us and do it better 
than all competition. Failing this we 
may not oppose the alternative. 
Desire to Assist in Solution 
“Should there be an iota of doubt as 
to our position in the over-all pattern of 
insurance I want to make one other point 
clear, most clear. 1 am completely aware 
that were there no companies, there 
would be no agents. From this simple 
and basic truth stems our sincere de- 
sire, call it selfish if you like, to 


costs its 


assist 


in what manner we may towards solu- 
tion. 
“With this thought uppermost we 


sought the aid of the National Associa- 


tion. It was this metropolitan and large 
lines agents’ committee that was given 
the responsibility and authority. Chair- 


man Emil L. Lederer, Chicago, met in- 
formally with our New York group. I 
assure you we had nothing to cheer 
about as we reviewed the events of the 
past and the potentialities of the future. 
We did come to one unanimous conclu- 
sion, things would probably get worse 
before they got better. 

“We were not alone in that 
The Connecticut Association was suffi- 
ciently concerned to conduct a survey. 
It doesn’t make pleasant reading. 

“New York City broker groups were 
equally alarmed at what was happening 
to their members. A most extensive sur- 
vey by one broker organization devel- 
oped conclusive evidence of a_ most 
alarming condition. 

Superintendent Holds Hearing 
“The Superintendent of Insurance of 


thinking. 





NEUMANN 


JOSEPH A. 


the State of New York held an informal 
hearing on the subject. I was present 
and did not like what I heard. It was 
bluntly stated by company representa- 
tives that there was nothing wrong with 
the casualty market that some black ink 
wouldn’t cure overnight, and intimated 
that rate increases had been filed but 
not approved. 

“Perhaps so, 
nancial end under 
Seems to be capital, surplus and _ re- 
serves get themselves very much mixed 
up in such a picture. Perhaps less dol- 
lar loss true, but also fewer units of 
coverage. Dollars are important but 
there also seems to be a capacity prob- 
lem, I think.” 

Mr, Neumann said that 
confusing to a company expert, is chaos 
personified to the agent, adding: “In all 
fairness, however, we could come to but 
one conclusion, the casualty companies 
were doing their level best to weather 
the storm. We have no reason to think 
otherwise.” 

Struggles With Problem 

Mr. Neumann told about the insurance 
industry committee on automobile acci- 
dents, composed of representatives of 
every segment of the business, and its 
subcommittee, of which he is a member, 
which has met almost continuously since 
its formation in a_ struggle with the 
problem. Without detracting from its 
essentiality, in the ultimate permanent 
solution of the problem, he stated, the 
recommended steps are at best for the 
long pull. “Our part in the long term 
program of education, engineering and 
enforcement is of paramount impor- 
tance,” he said. “We can never forget 
this last. Only we agents can effectively 
bring it about in complete and all-out 
cooperation with the companies and with 
the tools they give us. 

“But—and this is a big ‘but,’ there is 
an immediate problem crying for 
remedial action. Something must be done 
now or at least attempted.” 

With respect to the number of fire in- 
surance companies which have amended 
their charters to engage in the casualty 
business. Mr. Neumann said this could 
spell a deal relief. 

No Criticism for Management 


“For not blindly plunging into promis- 
cuous casualty writing no one can criti- 
cize the management of the companies 


but what about the fi- 
these conditions ? 


the situation, 


also 





he said. “Rather are they 
to be commended. But how long can this 
same management stand the drain of 
their normal fire volume pressured off 
their books by the established casualty 
writers? And lest there be some wishful 
thinking in recent attempts to stem the 


in question,’ 


tide, increased fire commissions will not 
suffice.” 

The New York association, said Mr, 
Neumann, only recently directed an in- 
quiry to multiple charter companies ask- 
ing for a meeting to explore further the 
possibilities of relief measures. 


Metropolitan, Large Lines Agents 


Committee Studies Major Problems 


The metropolitan and large lines 
agents’ committee, a continuation of the 
committee, issued 
Emil L. Lederer, 
Chicago, chairman. One of the first 
moves of the committee was to ascertain 
who are large lines agents. These were 
to include those covering big mercantile, 
industrial utility risks, etc., those with 
multiple location risks or those with 
total writings in excess of $500,000 a year 
on the average. The first list of such 


metropolitan agents’ 


its first report with 


agents issued contained close to 800 
names. 
At a meeting in New York several 


matters were discussed, Mr. Lederer re- 
ported, including (1) the activities of 
many companies in curtailing their ac- 
ceptances of casualty business in metro- 
politan areas, (2) the tightening market 
for coverage on jewelry and furs in such 
areas and (3) the proper procedure to 
follow in implementing the Midwest Ter- 
ritorial Conference resolution regarding 
the simplification and streamlining of 
office procedures. 


Curtailed Casualty Business 


“Item No. 1 is a continuing item on 
the agenda. It was considered jointly by 
representatives of our subcommittee, the 
National Association of Casualty and 
Surety Agents, the New York State 
Association of Insurance Agents, and the 
Association of Local Agents of the City 
of New York, at_a meeting in New York 
City on April 2, and is receiving the 
continued attention of those representa- 
tives at the time this report is written. 

“Item No. 2 is also being considered 
jointly by the metronolitan agents sub- 
committee, the NATA property insurance 


committee, and by representatives of the 
Association of Local Agents of the City 
of New York. It was discussed at a joint 
meeting with the manager of the Inland 
Marine Underwriters Association jn 
New York on April 3 and was again to 
be taken up with the relations committee 
of that association at Cleveland during 
the annual convention. 

“Item No. 3 has been delegated to a 
subcommittee, of which Frank A. Doyle 
is chairman, Tentative plans were made 
for a panel discussion of this subject at 
the Cleveland convention. 


Much Organization Work Done 


“While, at times, your committee has 
felt that progress and developments have 
been slow, deeper consideration reminds 
us that there is no substitute for time 
if proper attention and study is to be 
given to the problems which have come 
before us. We feel that much has been 
accomplished in the way of organization 
during the past year and recommend 
that next year’s committee continue to 
work through a similar subcommittee 
set-up.” 

Serving on the committee with Mr. 
Lederer are H. H. Corson, vice chairman, 
Nashville, Tenn.; J. L. Ashton, Milwau- 
kee; Lawrence E. Benson, Minneapolis; 
E. B. Berkeley, Cleveland; Frank A. 
Doyle, Baltimore; Kenneth W. Faunce, 
30ston; Thomas A. Harman, Seattle; W. 
Eugene Harrington, Atlanta; John M. 
Hennessy, Louisville. Ky.; George V. 
Kane, Houston; Charles L. Nevens, De- 
troit; Victor O. Schinnerer, Washington, 
D. C.; Walter Stevenson, Mi: imi; Louis H. 
Trout, St. Louis; Tohn C. W eghorn, New 
York; Leonard M. Wise, New Orleans; 
Thornley B. Wood, Philadelphia. 


Herndon Reports Many Legislative 
Problems Still Pending in Congress 


Maurice G. Herndon, NAIA Washing- 
ton representative, presented his report 
to the national board of state directors 
at Cleveland, stating that some continu- 
ing legislative problems for agents are 
what to do about war damage insurance, 
flood insurance, Federal crop covers, 
bonding of government employes and a 
further expansion of Social Security as 
related to private insurance with the 
agency system. 

Work of the 82nd Congress Mr. Hern- 
don told the NAIA directors, clearly in- 
dicated the extreme difficulty of solving 
these problems. Some Congressmen feel, 
he said, that the final legislative answers 
are no nearer now than when this ses- 
sion took them up two years ago. 

Among entirely new issues expected to 
be brought up next year is a Congres- 
sional investigation of automobile acci- 
dents and the increasing automobile in- 
surance rates which was introduced as 
a resolution of Representative Javits 
(aN. 

Relief From Social Security 

“For those local property insurance 
agents who have their own retirement 
plans and who object to the payment of 
Social Security taxes, there is hope for 
relief.” Mr. Herndon’s report said. “Two 
identical bills, which had no chance of 





passage in the 82nd Congress (H. R. 
6719, Cole, R., N. Y., and S 3011, Ecton, 
R., Mont.), would have given those indi- 
vidual local property insurance agents 
(independent contractors) who desired it, 
relief from Social Security taxes had 
they been passed. These bills would have 
allowed an independent contractor (local 
property insurance agent) to elect 
whether or not he wanted Social Se- 
curity ‘protection.’ These bills, however, 
died with 82nd Congress. 

“These bills can be re-introduced and 
have some hope of passage, if adequately 
supported. A plan to allow tax deduc- 
tions of certain money contributed by a 
self-employed to his own voluntary re- 
tirement plan is now being studied by 
tax experts of the U. S. Treasury. 

“Representatives Reed, ranking Re- 
publican, and Keogh, Democrat, both 
from New York, introduced a bill in the 
82nd Congress to accomplish this pur- 
pose. The measure was suggested and is 
supported by the American Bar Associa- 
tion. 

“The general purpose of the bill is to 
provide a voluntary pension system for 
the self-employed who cannot now ob- 
tain the tax advantages of pension plans 
approved by Section 165 of the Internal 
Revenue Code—which sets up standards 

(Continued on Page 39) 
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Affiliated with 
“ETNA LIFE 





SALOU es 





OF THE NATIONAL ASSOCIATION OF INSURANCE AGENTS 


. . . for the high level of professional knowledge which helps 


assure their clients of the best in modern insurance protection 


. . for their skill in diagnosing each client’s particular needs and 


in prescribing the right policies for sound coverage 


. . . for their conscientious salesmanship which has brought need- 
ed protection to thousands of people who would not otherwise 


have bought it 


. . . for their standing as respected local businessmen who have 


earned the well-deserved good will of their communities 


. . . for their ever-ready service—any time, any where — which 


only the clients of local agents can count on in time of need 


Through each of these qualities, the members of the National 
Association of Insurance Agents add extra value to the poli- 
cies they sell. Through each of them, they contribute in large 
measure to the enduring success of capital stock company in- 


surance as sold through the American Agency System. 





ZETNA CASUALTY AND SURETY COMPANY 
eect i bee AUTOMOBILE INSURANCE COMPANY 
Hartford 15, Connecticut ¥eix EBL =6STANDARD FIRE INSURANCE COMPANY 


INSURANCE COMPANY 

























































































































_THE RASTER UNDERWRITER—LOCAL AGENTS’ CONVERT 


September 26, 1952 








National Association 


of Insurance Agents, 


Cleveland, 


September 21-25 





Flood, Multi-Peril, Fire Forms and 
Term Policy Credits Are Studied 


Property Insurance Committee Hopes for Inclusion of Flood 
Cover in All-Risk Dwelling Form; Sees Possible Harm 


to Agents in Cut in Term Discounts 


A wide variety of current problems have offered our assistance. Some op- 
in the property insurance field received position to the policy has been evidenced 
close attention by the property insur- in the Far West where the ety ae 
ance committee of the National Associa- policy which requires no forms has been 
tion of Insurance Agents this past vear, in use and where a very high percentage 
according to the report prepared by of policies are prepared by the compa- 
Chairman Maurice J. Hartson, Jr. New _ nies. 

Orleans. The committee, however, cen- Considerable rivalry has existed in 
tered its efforts on flood insurance, producing the most attractive policy 
package and multi-peril policies and sim- appearance and companies have used 
plification of fire forms. Three sub- policy format competitively. We also 
committees assisted in the work. Con-_ find that Texas is well satisfied with its 
ferences were held with the Insurance version of the “One-Write Policy,” and 
Executives Association and the Inland would resist any change merely to se- 
Marine Underwriters Association. cure national uniformity. While we have 

“Through these conferences a mutu: il offered our services we feel that these 
— has grown,” says the report “with are matters for local decision. 

he better understanding of the problems \ special subcommittee has developed 
of every segment of the industry and a format which could be used for almost 
greater consideration is shown of the every type of scheduled property cover- 
other man’s interest before action is age. It is working on a second format 
taken. It is our belief that these con- for the writing of transportation risks. 
ferences are of the greatest importance We hope to eventually develop a single 
and have greatly aided other committees format for all uses. 
of the NAIA in their relationships witl Term Rule 
the companies.” It came to our attention last Fall that 

Giving specific comment on the sub- several companies were of the opinion 
jects considered the report states in that credits of the term rule were un- 
part: justifiable and that excessive credits 

Flood Insurance were the principal reason that install- 
ment plans had been so successful. Since 
most companies have undertaken to meet 
this competition a competitive advant- 
age no longer exists but companies are 
vreatly alarmed by the rapidly increas- 
ing costs. 

Their objective is to completely de- 
stroy the installment plans and it is their 
belief that a drastic reduction in the 
term credit and also a reduction in the 
annual rate will bring the annual pre- 
mium and the installment so close to- 


For several years the property insur- 
ance committee had suggested that a 
broad “all risk” policy for dwellings 
including the peril of flood as water 
damage would provide sufficient spread 
so as to permit writing on a profitable 
basis. This suggestion had met with 
little response from the companies and 
while some companies had entered the 
field on this basis their underwriting 
was most selective and the coverage was 
not generally available. 

‘e are still of the opinion that an 
“all risk” dwelling llog: which would -— 














gether that the latter would cease to be 
attractive. 

It is our opinion that even though the 
credit would be reduced that there would 
still probably be a 12% or greater ad- 

vantage and that installment plans would 

continue. If, however, the decrease in 
the term credit makes term policies un- 
attractive, and many assureds purchase 
annual policies, the same ills of install- 
ment payments (i.e., the multiplicity of 
transactions and the resulting high 
costs) will result. Even worse, solicita- 
tion each year will be required. 

While we could not take any official 
position since we felt that the opposition 
to a change in the term rule might be 
a matter of policy which only the na- 
tional board of state directors could 
decide, we did ask the Insurance Execu- 
tives Association and every company re- 
gional organization to postpone action 
until such time as a study could be 
made of the effect that a reduction 
in term credits would have on agency 
operations. 

Inland Marine Coverages 

3Zecause of a contracting market for 
jewelry and fur coverage in metropolitan 
areas we asked the Inland Marine Un- 
derwriters Association to meet with us. 
Our meeting, while cordial, brought only 
a clearer understanding of the problem. 
Extremely bad loss ratios in four met- 
ropolitan areas have caused companies 
to avoid and limit their writings to 
such an extent that agents find it diffi- 
cult to place their business. 

The agents’ request for higher rates 
and a free acceptance of the fur and 
jewelry business in these areas was re- 
jected, since they felt that rates in the 
areas could not be raised enough to 
adequately cover the losses. If rates 
were raised in these areas, rates would 
have to be lowered in others and thus 
national rating of these classes would be 
lost. If state or regional rating was 
then required the cost of promulgating 
such rates would be out of proportion 
to the premium developed. 

While there is merit in the IMUA’s 
contention, the problem still exists. 

The IMUA has suggested that con- 
ferences be held periodically with this 
committee of the NATA and the first of 





include flood leis , could secure the 
necessary spread and is worthy of fur- 
ther consideration. 

Multi-Peril and Package Policies 

The result of legislation permitting 
multiple-line writing has brought about 
many developments in the insurance 
industry. Broadening of forms has cut 
across coverage lines and many _ sug- 
gested forms contain coverages which 
were formerly classed as fire, inland 
marine and casualty. While a great deal 
of study has been given to this subject, 
no definite pattern has developed nor 
can a definite policy be suggested by 
your committee. 

Studies undertaken by other groups 
indicate that a market exists or could 
be created for a home owners compre- 
hensive policy which would provide 
broad coverage for the dwelling, its con- 
tents, and the liability due to its owner- 
ship and occupancy. Several companies 
have undertaken to provide such a 
policy, but no definite industry accept- 
ance is noticeable. 

These developments, may, however, 
create problems as well as benefits for 
the agents, and will bear close watching. 
One package policy was originally intro- 
duced on a continuous basis which would 
have been injurious to the agent’s own- 
ership of expirations. When this was 
called to the company’s attention it 
rannecseted and limited the policy to a 
definite term. We recommend that a 
study be continued on this subject. 

One - Write Policy 


The one-write policy has now been 
officially adopted and is in use in 37 
states and the District of Columbia. 
Legislation is needed for its adoption in 





following policies:— 


Yours for the asking. 





HOW ABOUT AVIATION INSURANCE! 


Are you prepared to give your aviation clients this 
service which they need? 

Certainly some of your clients fly the commer- 
cial airlines on business or pleasure — some may 
own and operate their own planes — you may 
have on your list the operator of your local airport. 

Everyone of them needs at least one of the 


AIRCRAFT HULL AND LIABILITY — AIRPORT, AIRMEET, 
PRODUCTS AND HANGAR KEEPER’S LIABILITY — 
ACCIDENT INSURANCE FOR 
PILOTS AND PASSENGERS — 
WORKMAN’S COMPENSATION 


These lines are fully explained in 
this free sales kit which you should 
have on file for ready reference. 


UNITED STATES AVIATION UNDERWRITERS INC. 
80 John Street, New York 38, N. Y. 


Branch offices in: Chicago, Atlanta, Los Angeles 
Kansas City, Dallas and San Francisco 



































New Hampshire and Minnesota—and we 





these conferences was held at Cleveland 

this week at which time this subject 

was further discussed. : 
Additional Extended Coverage 

Additional extended coverage has been 
gradually spreading and is now in use 
in practically all states. The number of 
policies including this coverage is many 
times that which contained the original 
extended coverage in its second year, 
While we believe that the form can be 
greatly simplified, we have agreed that 
no changes will be requested until suffi- 
cient experience has developed, so as to 
judge the possible effect of such changes, 

We have continued to recommend to 
the Insurance Executives Association 
that the 72-hour limitation be eliminated, 
that the deductible be optional and that 
consideration be given to a combined 
broad form which would include all of 
the present perils of the basic fire 
form, the extended coverage and_ the 
additional extended coverage. 

Simplification of Fire Forms 

In response to the questionnaire which 
we sent out to representatives of every 
state and regional association, we re- 
ceived replies that indicated that there 
is a great need for simplification of fire 
forms. 

A preliminary study reveals the fact 
that more than 85% of all fire policies 
include extended coverage. Our conclu- 
sion is that the cumbersome method 
of providing coverage by the use of a 
basic form plus an endorsement should 
and could be greatly simplified, by the 
redrafting of fire and extended cover- 
age into a single form with “property 
covered” confined to one section, and 
likewise “property excluded,” “perils 
covered” and “perils excluded.” At the 
time that this report is made work is 
progressing in this direction and we 
hope to have our first draft of a 
revised dwelling and contents form 
ready at an early date. 

Catastrophe Loss Adjustment Procedure 
Plan 

During the year the property insur- 
ance committee was fortunate in having 
submitted for its consideration a_ pro- 
posed catastrophe loss adjustment  pro- 
cedure plan, prepared by the National! 
Board of Fire Underwriters, while it 
was still in a tentative stage of de- 
velopment. The plan, as prepared, was 
exceptionally good and showed the ex- 
tensive research engaged in during its 
preparation. However, certain recom- 
mendations were made by NATA, with 
particular emphasis upon the duties of 
agents during a catastrophe, and these 
recommendations were taken into con- 
sideration before the plan, in its final 
form, was adopted. 

Automatic Reinstatement-Unearned Pre- 
mium Insurance and Loss Clause 

During 1951 companies granted at the 
request of the agents of many states 
some form of automatic reinstatement. 
These forms varied and some included 
the features of unearned premium insur- 
ance. The most generally used form 
provided reinstatement only to the ex- 
tent that the property was repaired or 
replaced. In actual use this form proved 
confusing and unearned premium insur- 
ance was still required to protect an 
assured who did not repair or replace. 

At last year’s convention the Califor- 
nia agents asked support for a_ loss 
clause which provided that the amount 
of insurance would not be reduced by 
loss. The companies agreed to the clause 
although they realized that complica- 
tions might arise in valued policy states. 
Since there was greatly divided opinion 
we decided to poll all the agents’ state 
and regional associations. 

In this poll more than 80% of those 
replying indicated that the loss clause 
would be most acceptable. Many states 
which had not even adopted an auto- 
matic reinstatement clause urged imme- 
diate action. The committee has reported 
the results of this poll to Insurance 
Executives Association, and asked for its 
adoption in all states where the agents 
approved of it. 

In several Southern states where the 
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previous reinstatement clause had treat- 
ed the unearned premium as part of the 
loss, great opposition developed, and we 
were advised that they would resist any 
change. While we regret that we could not 
secure company approval of the clause 
which these southern states wished we 
do feel that the loss clause together with 
the availability of unearned commission 
insurance has been a great step forward 
in reducing the expense of preparing 
policies and providing better coverage. 

The loss clause has now been adopted 
in more than 40 states. 

Additional Living Expense 

Since the rate for additional living 
expense coverage is the same as that of 
the dwelling some agents have actually 
reduced the amount of coverage on the 
building and substituted an equal amount 
of additional living expense coverage. 
Should a total loss occur the assured col- 
lects total under both coverages but, in 
the event of a partial loss, the assured 
also collects the additional living ex- 
pense. Since the additional living ex- 
pense can thus be provided without addi- 
tional cost, we have proposed that the 
clause be redrafted to include rent and 
replace the rental value option of the 
dwelling coverage. 

Liberalization Clause 

The liberalization clause would auto- 
matically include all extensions of cover- 
age granted without charge during the 
term of the policy. While only approved 
in one state, it has worked well and 
should prove useful in eliminating the 
detail of endorsing many policies so as 
to take advantage of such liberalization 
of coverage which occurs during the 
policy periods. 

The definition of a dwelling varies in 
many rating jurisdictions. In some it 
limits it to habitational buildings occupied 
by not over two families, in others 
buildings with as many as six units are 
rated as private dwellings. With the in- 
troduction of A.E.C. the agents in the 
Midwest asked our cooperation in se- 
curing a broadened definition of private 
dwellings so as to include four-family 
buildings In a conference with the In- 
surance Executives Association we were 
advised that the companies would sup- 
port this definition upon request. 

Builders Risks 

Secause of the shortage of building 
materials, many times contractors are 
unable to completely finish buildings 
prior to their occupancy. This occupancy 
prior to acceptance voids the builder’s 
risk coverages. To require the assured 
to duplicate the insurance coverage while 
coverage is still being carried by the 
contractor is neither reasonable nor 
practical. Permission to endorse for a 
period of 30 days (in some states for an 
even longer period) existing insurance 
so as to provide coverage is now granted 
in several states and we hope to secure 
national approval at an early date. 

Building Improvements 

The manner of providing coverage on 
building improvements and betterments 
is complicated to a great degree by 
State laws governing the ownership of 
these improvements. Nevertheless the 
companies have now introduced a new 
torm which they hope will have nation- 
wide acceptance. 

A complaint has been received that 
the elimination of coverage on building 
improvements as part of the furniture, 
fixtures and equipment coverage of the 
mercantile form is a backward step. 

The situation is complicated and be- 
cause of the variance in state laws we 
are reluctant to take a position. 

Business Interruption 

While many fieldmen have spent as 
much as 50% of their solicitation time 
on business interruption insurance, less 
than 3% of the total volume of fire 
Premiums is produced by this coverage. 
A survey on this subject asked whether 
or not the inclusion of this coverage 
in the basic fire form might induce the 
agent to sell and the assured to buy 
this coverage. The answer was most 
decidedly “yes.” Because of the mora- 





torium on changes in B.I. forms no 
step has actually been taken during the 
past year, but this subject is listed for 
attention at an early date. 

Members of the committee in addition 
to Chairman Hartson are as follows: 
Morton VY. V. White, vice chairman, 
Allentown, Pa.; Robert M. 3vrne, 
Omaha; Lorrin K. Carroll, Chico, Calif.; 
Howard N. Fullington, Wichita, Kan.; 
B. W. Hopkins, Des Moines, Iowa; 
S. Thomas Pippin, Wilmington, Dela.: 
Archie Slawsby, Nashua, N. H., and 
Graham Smith, Brockton, Mass. 





Herndon on Legislation 


(Continued from Page 36) 


for permissible tax deductions for con- 
tributions to such plans—and for em- 
ployed persons who are not now covered 
by plans and cannot expect to receive a 
pension from their employer. 

“The bill was withdrawn, rewritten and 
re-introduced just before Congress ad- 
journed. 

“A considerable ‘easing’ of FHA insur- 
ance bid requirements on public housing 


projects should develop within the next 
several months, due primarily to continu- 
ous NAIA efforts. 

“Whereas present FHA requirements 
call for awarding the competitively-bid 
insurance contract to local public hous- 
ing projects to the ‘lowest net bidder,’ 
the new regulations, which have been 
under consideration for the past several 
months, will not be ‘arbitrary’ on this 
point, so long as the insurance bidder 
awarded the contract is within a ‘reason- 
able’ range of the lowest net bid (tenta- 
tive estimate is a differential of 20%). 








An engineer spends many years working at his 


profession to gain the precision necessary to work 


tolerances of thousandths-of-an-inch. 


Excess has accumulated years of experience in the field 


of reinsurance which enables us to provide precision- 


drawn contracts for the best possible protection. 


99 JOHN STREET, NEW YORK 38, N. Y. * 
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Eastern Agents Amend Constitution 


Applying to EAC-EUA Conferences 


Cleveland, Sept. 22—With only a 
handful of the more than 150 agents 
present dissenting, the Eastern Agents 
Conference this morning adopted 


amendments to its constitution and by- 
laws designed to assure adequate geo- 
graphical representation in membership 
of the conference committee which meets 
several times a year with a similar com- 
mittee of company executives acting for 
the Eastern Underwriters Association. 
There had been a little criticism, in 
that the 


New England particularly, 

agents’ conference group did not fully 
represent producers’ viewpoints. Gen- 
erally, however, this committee, headed 
for several years by Morton V. V. 
White, Allentown, Pa., has been highly 


commended for its achievements. 

The EAC also heard the report pre- 
sented by Mr. White reviewing the 
meeting with the EUA committee in 
June. This is summarized elsewhere in 
this issue. Frederick W. Doremus, man- 
ager of the EUA, answered questions of 
agents on deductibles and other mat- 
ters and also brought agents up-to-date 
on several problems now before the 
companies. 


Margraff Outlines Program 


George Margraff, Philadelphia, out- 
lined the tentative program for the 1953 


annual meeting of the Eastern Agents 
Conference to be held Sunday through 
Tuesday, April 12-14, at the Benjamin 
Franklin Hotel in Philadelphia. There 
will be fire and casualty insurance 
forums at this gathering. The NAIA 
metropolitan and large lines agents 
committee will also meet then at a 
breakfast session. 

Chairman H. Earl Munz, Paterson, 


presided at this morning’s meet- 


Preston H. Had- 


~ Other officers are 


ing. 

ley, Bellows Falls, Vt., first vice chair- 
man; J. Vernon Coblentz, Frederick, 
Md., second vice chairman; John 


Philadelphia, secretary, and 


3odwell, Manchester, N. H., 


Maguire, 


Warren A. 


treasurer. States with sizable delega- 
tions present included New _ Jersey, 
New York, Pennsylvania, Massachusetts, 
Rhode Island and Connecticut. While 


this meeting was in progress other re- 
gional conferences were in session at 
other hotels in Cleveland representing 
the south, mid-west, Rocky Mountain 
and far west. 

The text of the constitutional revisions 
approved, as applying to the EAC-EUA 
conference committee, is as follows: 

Wording of Revised Sections 


“Section 3: There shall be a standing 
committee, known as the EUA-EAC 
conference committee, composed of five 
members, two of whom shall be mem- 
bers of state associations located in New 


England and three of whom shall be 
members of other state associations of 
the EAC. on chairman and secretary 
of the EAC shall be members ex-ofticio. 

“At, or ke after the annual 


the chairman of the EAC, with 
and consent of the executive 
and at least two members of 
committee who are not 
EAC, shall appoint the 
conference committee, 
the chairman there- 
next annual meet- 
successors are ap- 


meeting, 
the advice 
committee 
the conference 
officers of the 
members of the 
and shall designate 
of, to serve until the 
ing or until their 
pointed. 

“The duties of this committee shall be 
to meet with the EUA conference com- 
mittee from time to time, for the pur- 
pose of discussing matters of common 
interest and the committee shall prepare 
a full report of such activities, which 
shall be presented at the annual and 
mid-year meetings of the EAC. 

“Section 4: The chairman, 


with the 


advice and consent of the executive com- 





H. EARL MUNZ 
Presiding Officer 


mittee, shall appoint a nominating com- 
mittee consisting of three members of 
the EAC, and shall designate the chair- 
man thereof, At each annual meeting, 
the nominating committee shall make a 
report of its recommendations of mem- 
bers for election as chairman, vice chair- 
man, secretary, and treasurer. Nothing 
contained herein shall prevent nomina- 
tions being made from the floor.” 
Fisher Opposes Amendments 

Fisher, Providence, R. I., 
was the chief agent to speak against 
these amendments. He expressed doubt 
as to the real constitutionality of the 
EAC in its relations to the National 
Association and the individual state as- 
sociations. He proposed that a commit- 


Carleton I. 


tee look into the legality of the entire 
set-up to see if it is really a part of 
the NAIA. 


expressed his belief that 
this “offspring” of the NATA does fill 
a need in bringing out more agents to 
regional meetings than under the former 
midyear NAIA sessions. He also de- 
clared it has proper authority and can 
proceed without fear of acting illegally. 
As few others wished to speak a vote 
was called for and the amendments 


Mr. White 


EVA told 


ager Doremus of the 








the agents of present efforts to simplify 
business interruption forms so they can 
sell this coverage more readily, particu- 
larly on stocks of merchandise. He re- 
ported a tremendous increase by agents 
and companies in this coverage and 


hopes a simplified form will be available 
in the not too distant future. 
Reveals Survey Results 

He also revealed results of a one week 
survey of the sale of extended coverage 
and additional extended coverage. Of 
103,000 daily fire reports going through 
stamping offices it was found that 70% 
of these risks had Extended Cover No. 4 
and about 5% of the latter, on the aver- 
age, had the additional EC. On the loss 
side, with reference only to the addi- 
tional EC, the leading cause of claims 
was water damage, with ice, snow and 
freezing next and rupture and explosion 
of steam boilers third. 

Agents have received close to 50,000 
copies of the booklet on 10 steps to take 
in case of a catastrophe Mr. Doremus 
said. He commended the producers for 
their cooperation and noted that several 
states now have statewide, and county 
catastrophe committees. He pointed par- 





ticularly to the test program of public 
relations being carried on in Pennsyl- 
vania, under the guidance of Stanley 
Cowman, Philadelphia. Nearly 400 mem- 
bers of Pennsylvania local boards are 
active in this work, with emphasis this 
year on highway safety efforts. 
William F. Stanz, Brooklyn, asked 
Mr. Doremus what is being done about 
proposed changes in term rule discounts 
for fire policies. The latter stated that 
this question had been referred recently 
to the Insurance Executives Association 
and will be under study for some time. 


Consider AEC Revisions 


Replying to an inquiry from Mr. Mar- 
graff as to considerations for changes in 
the additional extended coverage en- 
dorsement Mr. Doremus said over 30 


suggestions for revisions had been re- 
ceived. But nothing definite is being 
done now, because with the arrival on 
the fire insurance market of several gso- 
called all risk forms for dwellings the 
companies wish to await a shakedown 
on these new forms in order to avoid 
creating still more confusion on_ the 
multiplicity of covers available. 

Another subject discussed was the de- 
ductible, because it lessens the options 
available to assureds and the debates 
caused thereby. On the other hand, 
Mr. White pointed out, there are also 
numerous producers who want full coy- 
erage available, especially on windstorm, 
for small homeowners, many of whom 
could not bear the $50 cost for repairs 
before collecting insurance beyond the 
deductible. 


White Reports on Leading Topics 
Discussed With Committee of EUA 


—Morton V. V. 
White, Allentown, Pa., chairman of the 
conference committee of the Eastern 
Agents Conference, always presents an 
interesting report covering discussions 
with company groups on current prob- 
lems. Today’s presentation was no ex- 
ception and covered a wide range of 
subjects. 

The conference groups of the Eastern 
Underwriters Association and_ the 
agents met on June 20 with the com- 
panies represented by John Glendening, 
EUA vice president; J. R. Robinson, 
J. K. Hooker, F. W. Doremus and the 
latter’s assistants. Besides Mr. White 
the agents present were H. Earl Munz, 
Howard Allen, Russell M. L. Carson 
and Dana Lowd. 


Catastrophe Plan 


The first item of business was a report 
by Don Sherwood, general adjuster of 
the National Board of Fire Underwrit- 
ers, on the catastrophe plan which the 
National Board has been setting up with 
cooperation of the NATA. Mr. Sherwood 
reported that some 300 of the catastro- 
phe plan books had been distributed 
through the National Association of In- 
surance Agents. The types of loss 
notices have been prepared and are 
available from The Uniform Printing 
and Supply Co. of New York. One is a 
single sheet form for the reporting of 
ordinary losses. A second is a two-sheet 
form which includes a catastrophe loss 
report to be used only under the circum- 
stances for which it has been designed. 

Mr. Sherwood reported that the sud- 
den windstorm which hit Long Island 
the week of June 15 has resulted in an 
estimated loss of between seven and 
eight million dollars. “Directly following 
the loss,” said Mr. White, “a bulletin was 
sent to all adjusting offices to establish 
a pattern of procedure. This particular 
storm presented a special problem in 
coverage on household contents, since it 
did considerable damage to the Levit- 
town settlement on Long Island, where 
some household items are included in 
the mortgage applying to the property. 

“Those items, of course, involve such 
things as television sets and electrical 
appliances not ordinarily included with 
the sale of a home. It has been recom- 
mended by the loss adjustment com- 
mittee of the National Board that such 
items be included in dwelling house cov- 
erage. On the face of it there would 
appear to be no other course to take. 

“This particular storm also developed 
the importance of the 72-hour waiting 
period after a storm and before settle- 
ment of any losses, to permit establish- 
ment of procedure and the obtaining of 
a fairly reliable price list for repairs. 

“Mr. Sherwood again pointed up the 
importance of three steps to be taken 
at once following a catastrophe loss,” 
Mr. White continued. “namely zoning 
of the loss, which is to say that on the 
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report form for each particular loss, the 
zone number’ should’ be _ included: 
secondly, the immediate contact with the 
press and radio for the assistance these 
two agencies can give; and thirdly, the 
contact with repair people as a group. 

“We also pointed out that a_ten- 
minute storm in New Jersey on the 
night of June 19 had already developed a 
half million in loss. 

Mandatory Deductible 

“We were told that demands for a 
mandatory deductible have been coming 
in from several member companies of 
the EUA, especially since the Long 
Island storm where very few losses ran 
over $50. Losses, of course, involved T-V 
aerials, glass, maintenance items, out- 
door furniture, etc. There then followed 
a discussion in which the experiences of 
both agents and companies were re- 
lated, and it was during this discussion 
that ‘the agents reminded the companies 
of the public interest angle in offering 
a choice to the buyer of either de- 
ductible or broad coverage, albeit the 
rate for the latter must be considerably 


higher. 
“Returning again to a subject often 
discussed in these conferences, the EUA 


committee reported that the executive 
committee of that organization has de- 
ferred action on the matter of deductible 
fire insurance, on the premise that to 
date there is far too Jittle demand _ for 
this form of coverage,” Mr. White said. 

“Two years of experience appear to 
disclose thz it less than one-tenth of 1% 
of the premium volume has been written 
on deductible fire form. The companies 
had concluded that deductible fire insur- 
ance is not too attractive to large buv- 
ers, otherwise large, nation-wide brok- 
erave firms would have pushed more of 
their accounts into that form. 

Term Rule Study 

“Another item of discussion was the 
term rule and premium payment plans. 
It was noted that some Vermont banks 
insist upon a five-year policy and _ the 
use of the annual renewal plan of the 
Vermont mutuals. It was also noted that 
the Massachusetts Brokers Association 
may resort to the courts to have the 
term rule stricken from the rule book. 

“We are advised that a special com- 
mittee of Insurance Executives Associa- 
tion has made, or is making, a thorough 
study of term rule eligibility and term 
rule discounts. That committee is con- 
sidering comments from all sections ot 


the country. 
“We were then advised as to the 
present thinking of the EUA on this 


over-all subject. Having considered the 
far-reaching effect of the establishment 
of a new term rule, and on the premise 
that if a term rule is right, it must be 
right for all kinds of insurance, and 
that if Insurance Departments approve 
it, it must be approved on all classes, 
(Continued on Page 45) 
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| Wins NAIA Highest Award 








CARLETON I. FISHER 
September 24—Carleton 


Fisher, Providence, for years a leader in 


courage in standing by his own convic- 


highest honor—the Woodworth 


O’Toole’s Motion Approved 


the national board of state directors, 


fire inspections was ‘approved. 


High Jury Award Trend 
Deplored by Local Agents 


Cleveland, Sept. 24—The national 
board of state directors of the NAIA 
gave consideration at its meeting today 
of the increasingly large jury awards in 
accident cases. Inflation appears to be not 
the only reason for higher awards, it was 
brought out. Dave B. McKown, Okla- 
homa, and Kenneth Ross, Kansas, told 
their fellow directors that associations 
of attorneys are actively encouraging 
higher jury awards and pressing for laws 
to extend workmen's compensation bene- 
fits, all adding greatly to insurance 
claims and rates. 

The agents see no positive solution to 
the serious problem but will strive 
through public relations efforts to de- 
velop and change public attitude. 


Bowen Award to New Jersey; 


Praise Goes to Mississippi 
Cleveland, Sept. 24—The New Jersey 
Association of Insurance Agents was 
chosen as recipient of the Bowen Public 
Relations Award presented annually by 
the Ohio Association of Insurance Agents 
in memory of the late Harold S. Bowen. 
The committee, composed of Carleton 
Fisher, Providence, R. I., chairman, 
President John A. North of the Phoenix- 
Connecticut Group of insurance compa- 
nies and Editor Kenneth O. Force of 
the National Underwriter, applied this 
basic test in making the award: 

“Does the public have a higher regard 
for the American agency system or the 
insurance industry in general bec aUuse of 
the activities described in the entry? 

In presenting the award, Mr. Fisher 
said: “That the activities of the New 
Tersey association eminently met this 


Special Awards Presented 


Cleveland, Sept. 24—In addition to the 
awarding of the Woodworth Memorial 
. Fisher and of the Bowen 


Moines Attendance Cup, ni gy 


; Richmond County, 


More Feaumes Next Week 


gram addressed by Jz 


Y. J., were crowded out of this 
issue and will be reviewed in next week’s 
iti rox. Eastern Underwriter. 





pressing problem in the industry today, 
7, the automobile liability problem, 
compulsory insurance and highway safe- 
} . The effectiveness of their public 
appeal was reflected in the f 
view on the part of the legislature where 


The committee displayed keen interest 


Mississippi association 


W. B. Calhoun to Retire 


William B. Calhoun, Milwaukee, for- 
mer president of the National Associa- 
tion of Insurance Agents and a regular 
attendant at conventions for many years, 
will retire from business in October. He 
will then go to Florida to live and leave 
his agency in the hands of his brother 
and nephew who are now with him in 
business. Mr. Calhoun, known as “Big 
Bill” because of his height and weight, 
is 72 years old and entered insurance 
on February 1, 1897. 


' Delegation From New Jersey 

The newly elected leaders of the New 
Jersey Association came to Cleveland 
just a week after their own convention 
at Atlantic City. Heading the group 
were President Roy H. MacBean, Execu- 
tive Committee Chairman S. S. Holland, 
National Director Charles H. Franken- 
bach and Executive Secretary Charles J. 
Unger. There was also a large represen 
tation from New Jersey of rank and 
file members. 


Board to Meet in Florida 


The NAIA national board of state 
directors will meet next April in Holly- 
wood, Fla., in conjunction with sessions 
of the Southern Territorial Conference. 
The annual national convention is slated 
for the last week of September at the 
Hotels Statler and Mayflower in Wash- 
ington, D. C. 


Officers Meet Eisenhower 

Cleveland, Sept. 23— When General 
Eisenhower arrived late this afternoon 
at the Hotel Carter, he was introduced 
to President Van Vechten, Vice Presi- 
dent Sheldon and others. The NAIA 
leaders were photographed with the 
Republican presidential candidate. 
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General Brokers’ Medal Is 
Awarded to H. C. Conick 


CONICK 


HAROLD 


president of the 
Brokers’ Association 
announced that H. ( 
the Royal- 
ias been se- 


Oberman, 
Insurance 
of New York, Inc., 
Conick, general attorney of 
Liverpool Insurance Group, | 
lected as the 1952 winner of the brokers’ 
gold medal award for rendering the most 
meritorious the insurance in 


Samuel 
General 


service to 


dustry. The recommendation of the gold 
medal advisory committee of the asso- 
ciation, which is headed by Frank A. 
Christensen, president of the America 
Fore Group, as chairman, with all pre- 
vious medal winners as members, was 
approved unanimously by the brokers’ 
executive committee. 

The presentation of the award will 
take place at the 27th annual dinner to 
be held at the Hotel Astor on the eve- 


29. Reservations for in- 
tables seating 10 or 12 
made by mail to the 
Brokers’ Association, 


ning of October 
dividual tickets or 
persons may be 

General Insurance 


123 William Street, New York 38. 
John R. Cooney, president of Loyalty 
Group companies will be a_ principal 


speaker. 
Farewell Luncheon Party 
Given for John W. Begg 

John W. Begg, who retires as metro- 
politan New York manager of the Atlas 
Assurance on September 30, was in a 
happy mood on Wednesday when some 
15 of his friends and associates gave a 
farewell luncheon party in his honor at 
Schwartz’s restaurant, 183 Broadway, 
New York. It was a felicitious occasion, 
arranged by Co-chairmen George C. 
Christie, adjuster at 123 William Street, 
and Louis D. Krasner who heads his 
wn agency on Cliff Street. 

Recognition was given to Mr. Begg’s 
ialf century of insurance activity which 
included more than 20 years’ service with 
the Atlas. He was also vice president 
if the former Importers & Exporters 
Insurance Co., before that was under- 
writer with W. L. Perrin & Son. 

On behalf of those attending the 
luncheon Mr. Christie, who presided, 
presented Mr. Begg with a traveling bag. 





W. P. WELSH, JR., PRESIDENT 
The Calif., Association of 
Insurance Agents has elected officers for 
the year as follows: President, William 
P. Welsh, Jr., Welsh & Gates; vice pres- 
Sheldon B. Frey, William Wilson 
Co.: Marjorie M. Youtz, H. 
P. Hammond Co.; William F. 


Pasadena, 


ident, 
treasurer, 
secretary, 


Knight, Jr.; abana R. Burkhardt, 
E. L. Roger, Inc.; Alan Driscoll, Dotten- 
Van Houten Ges Paris R. Masek, John 
Ik. O’Grady, Jr., Gleeson L. Payne, the 


retiring prewar 


Rhode Island As Agents 
Annual Meeting October 20 


The Rhode Island Association of In- 
surance Agents will hold its 1952 annual 
meeting at the Sheraton - Biltmore Ho- 
tel in Providence on Monday, October 
20. There will be a_ business meeting 
and election of officers in the early af- 
ternoon followed by an educational ses- 
sion featuring administration and opera- 
tion of the Rhode Island motor vehicle 
safety responsibility law. The Rhode 
Island Assigned Risk Plan will also be 
discussed. 

President 
the afternoon 
quet. The chief 
will be Maurice G. 
ton representative of 
sociation of Insurance 


New Jersey Ag 


Don C. Paige will preside at 
session and at the ban- 
speaker at the latter 
Herndon, Washing- 
the National As- 
Agents. 


WATSON BACKS DEDUCTIBLE 


Says $50 Deductible on Windstorm Is 
Warranted; Declares $1 Minimum 
Waiver Charge Wholly Inadequate 
Leon A. Watson, veteran manager of 
the Fire Insurance Rating Organization 
of New Jersey and one of the most pop- 
ular figures in the fire field, urged mem- 
bers of the New Jersey Association of 
Insurance Agents to sell windstorm in- 


surance under the extended coverage 
endorsement with a $50 deductible. He 
declared that the $1 minimum premium 
for waiver of the deductible has not 
accomplished its purpose to get more 
assureds to take the deductible. In his 


opinion a higher minimum waiver charge 


is essential. Otherwise the $1 minimum 
should be removed entirely as it is not 
accomplishing its purpose and_ brings 


added costs of administration. 

Mr. Watson said his association had 
asked the Insurance Department for a 
$5 minimum waiver charge, but got ap- 
proval for only a $1. Hence now only 
about 10% of the extended coverage 
business is written with the $50 wind- 
storm deductible. He said that in view 
of the inadequacy of the $1 minimum 
the rating association must insist that 
agents send in the correct original pre- 
mium. Every cent is needed, he said, 
and as a result policies are now re- 
turned for correction even when an 
error of less than $1 is made. 

The new one-write fire policy which 
became legal in New Jersey this sum- 
mer was explained by Mr. Watson. It 
is already in use in most states. He also 
said that new rules for legal liability 
insurance are being prepared and hinted 
at other forthcoming changes in the 
manual. 


Moore Michigan President; 
Carter Hits Demerit Plan 


Members of the Michigan Association 
of Insurance Agents, at their 54th an- 


nual convention last week, elected J. 
Grant Moore, Port Huron, president. 
The convention attracted an attendance 
of approximately 850 agents, company 
men and visitors. Mr. Moore succeeds 
Merrill G. Craft, Jackson. 

Other new officers chosen are vice 
president, Harry FE. King, Calumet; 


treasurer, Ray Van Kuiken, Grand Rap- 
ids, and national association director, 
C. Gilbert Waldo, Detroit. Waldo O. 
Hildebrand, secretary - manager who op- 
erates the state association office in 
Lansing, was renamed and he announced 
the acquisition as his assistant of Aubrey 
H. Butterick of Grand Ledge, who is 
leaving the Michigan Department where 
he has been administrative aide to Com- 
missioner Joseph A. Navarre. 

George Carter, Detroit Insurance agen- 
cy, veteran conference committee chair- 
man, found little to recommend in the 
so-called demerit rating plan introduced 
in New York by the National Bureau of 
Casualty Underwriters and submitted to 
Michigan agents and department officials 
for review. He foresaw excessive ad- 
ministrative costs for any such plan and 
questioned how the “demerits” would be 
applied from the standpoint of deciding 
when an accident should be deemed the 
insured’s fault. 


Kratovil Named Officer 
By Carpinter & Baker 


Mr. John H. Beebe, president of Car- 
pinter & Baker, New York, announces 
that Emil A. Kratovil will become ex- 


ecutive vice president and director of 
the corporation. Mr. Kratovil has been 
engaged 1 in the marine insurance business 
since his graduation from Harvard Uni- 
versity in 1935. During World War II 
he was connected with the War Shipping 
Administration and later was in the 
Navy, attached to the Combined Chiefs 
of Staff of the Allied Nations. He was 
formerly vice president and director of 
Wm. H. McGee & Co., Inc. 


ents’ Convention 


Prepare Changes to Improve 


N. J. Qualification Laws 

Past President Charles A. Franken- 
bach reported that several suggested 
amendments to the New Jersey agents’ 
qualifications laws have been prepared 
and will be presented to the legislature 
in 1952. He said a study of possible 
changes has been under way for several 
years but it was thought wise to suggest 
nothing definite until enough time had 
elapsed since the laws became effective 
1o get some real experience data. He be- 
lieves the proposed changes, if approved, 
will strengthen requirements for licenses. 


Gough Gets Hearty Welcome 
From New Jersey Agents 


Deputy Insurance Commis- 
Gough, now retired, re- 
welcome when he came 
into the convention hall. Mr. Gough has 
been favorably known to New Jersey 
agents for more than half a century and 
as Deputy Commissioner of Insurance in 


Former 
sioner Chris A. 
ceived a hearty 


the joint Department of Banking and 
Insurance he really was the insurance 
head for several decades. 


Wilson Cup to Camden 

The Wilson Memorial Cup, awarded 
annually to the county association ad- 
judged to have done the best public rela- 
tions job, went to Camden County for 
its all-around activities. Honorable men- 
tion was given to the Bergen County 
and Hudson County Associations. 
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OHIO AGENTS ELECT SCHRYER 


Powell Chosen Vice President; Toms 
Awarded Special Certificate as 30,000th 
Agent to Join NAIA 

Ray R. Schryer of Lima was elected 
president of the Ohio Association of In- 
surance Agents at the 55th annual meet- 
ing of the association held in Cleveland 
this week in connection with the annual 


convention of the National Association 
of Insurance Agents. Leland T. Powell 
of the Locke - Powell agency Mans- 
field, was chosen vice president. Newly 
elected trustees are: Robert M. Clark, 
Hamilton, succeeding Thomas W. Earls, 
Cincinnati; Barney Phelan, Versailles, 


A. Makley, Dayton; Hugh 
succeeding Henry 


succeeding T. 
Kk. Dawson, Cleveland, 
Frankel, Cleveland. 


Bill C. Toms, manager of the Toms 
Insurance Agency of Celina, was pre- 
sented a special certificate commemorat- 
ing the 30,000th agency to join the 
national organization. National Presi- 
dent J. F. Van Vechten of Akron pre- 
sided at the ceremonies. 


At the meeting of the Ohio associa- 
tion, Theodore M. Gray, Sr., executive 
secretary, said that it had made a 5% 
gain in membership i in the past year. The 
Ohio association now has 1,673 member 
agencies and is the fourth largest in 
the national organization. 





Lorraine Bristow Joins 


Marsh & McLennan, Buffalo 

Lorraine H. Bristow recently resigned 
from the rks gd Le rising Co. and has 
joined the staff of Marsh & McLennan, 
inc., with ives in the Marine Trust 
Co. Building, Buffalo, N. Y. Mrs. Bris- 
tow is president of the Insurance Women 


of Buffalo, serving in that capacity a 
second term. She is also a_ director 
and secretary of the Insurance Club of 


Buffalo. She is a past secretary of the 
Federation of Insurance Women’s Clubs, 
State of New York. 
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National Cargo Bureau 


(Continued from Page 20) 





CARL McDOWELL 


established in connection with require- 
ments arising out of the International 
Convention for Safety of Life at Sea, 
1948. The convention becomes effective 
November 19, of this year. 

The Cargo Bureau will be headed by 
the following who will serve in their 
individual capacities: 

President, Louis B. Pate, vice presi- 
dent, Seas Shipping Co.; first vice pres- 
ident, Owen E. Barker, executive vice 
president, Appleton & Cox, Inc.; execu- 
tive vice president, Carl E. McDowell 
executive vice president, Board of Un- 
derwriters of New York; treasurer, R. 

Berry, assistant to the vice presi- 
dent, United Fruit Co.; secretary, Joseph 
A. Cerina, secretary, Board of Under- 
writers of New York. 

18 on Board of Directors 

The following prominent shipping men 
and marine underwriters have’ been 
elected to the board of directors of 
National Cargo Bureau, Inc. 

W. E. Anthony, Waterman Steamship 
Co., Mobile, Ala.; O. we Barker, execu- 
tive vice president, Appleton & Cox, 
Inc.; W. A. Bonner, saat, Chubb & 
Son; R. W. Berry, assistant i the vice 
president, United Fruit Co.; L. J. Haef. 
ner, vice president of Fireman’s Fund; 
L. C. Howard, Turner & Blanchard, 
stevedoring firm; Harold Jackson, presi- 
dent, Wm. H. McGee & Co.; W. A. 
Kiggins, Jr., vice president, Bull Lines; 
Louis B. P at vice president, Seas Ship- 
ping Co.; O. W. Pearson, vice president, 
American Bel Pate Lines, San Fran- 
cisco; W. I. Plitt, vice ee At- 
lantic Mutual Ins — Co.; J. Smith 
of Farrell Lines; O. net general 
manager, Marine Ofer of America. 

Also T. M. Torrey, manager, marine 





HOME STARTS NEW AD SERIES 


Will Stress Services of Agent in National 
Magazines; Preview Ads Appearing 
in Trade Publications 

The Home Insurance Co. announces a 
new national advertising campaign em- 
ploying a copy theme different from any 
used in the company’s past advertising. 
The new series of advertisements, the 
first of which will appear shortly in the 
Saturday Evening Post and other maga- 
zines with a combined readership of 
more than 23,000,000, will stress the serv- 
ices which the local property insurance 
agent renders to the public. The adver- 
tisements, full page and in four colors, 
will also appear in Time, Nation’s Busi- 
ness, Pathfinder, U. S. News & World 
Report, Newsweek and Business Week. 

The pending series will tell the story 
of the insurance agent—the part he plays 
in his local community as citizen, friend, 
neighbor, businessman, civic leader. This 
idea of “selling the agent to the public 
is a step forward in the Home’s long- 
standing program of extending effective 
advertising support to our agents,” Al- 
win E. Bulau, advertising manager, 
stated. The company’s previous advertis- 
ing series, “Famous American Homes,” 
received wide public recognition and will 
be continued in National Geographic and 
Better Homes & Gardens, Mr. Bulau 
said. 

The series is being preceded by a 
“preview” advertisement appearing cur- 
rently in insurance trade publications. 
The preview advertisement announces 
the new “agent” series to begin in Octo- 
ber in national mag Azines. Albert Frank- 
Guenther Law, Inc., is the advertising 
agency. 


department, New York office of Insur- 
ance Co. of North America; J. M. Van 
Orden, Matson Navigation Co.; Frank 
B. Zeller, United States marine_man- 
ager, Royal - Liverpool Insurance Group ; 
Vice Admiral E. L. Cochrane, Maritime 
Administration, and Vice Admiral Mer- 
lin O'Neill, commandant of the US. 
Coast Guard. 


Parker Is Chief Surveyor 


Captain Harry J. Parker, chief sur- 
veyor of the Board of U nderwriters of 
New York will become chief surveyor of 
the new organization. Subcommittees 
and panels dealing with various cargoes 
such as chemicals will be set up. The 
bureau will have national headquarters 
at 99 John Street, New York City, and 
Pacific Coast District headquarters in 
San Francisco. 

The purpose of the National Cargo 
Bureau, as explained by Mr. Pate, “is to 
administer certain functions on behalf 
of shipper, carrier, underwriter and 
Government at one of these points in 
the flow of ocean-borne commerce where 
all those interests are joined, namely, 
at the point of stowage of cargoes 
aboard ship. Those functions are to 
sensed the characteristics of goods enter- 
ing into ocean-borne commerce and to 
ake the lead in recommending reason- 
able standards for their safe stowage 
aboard ship.” 


NAIA Cleveland Meeting 


(Continued from Page 1) 


be enhanced if Democratic control is 
continued next year, whereas, if the 
Republicans secure a majority of mem- 
bers in the forthcoming election there 
is less likelihood of extended Govern- 
ment insurance operations cropwise. 
Mr. Maxwell stated he believes the 
Government already has provisions for 
reinsurance of crop risks written by pri- 
vate companies but these have never 
been used as nearly all commercial in- 
surers confine their crop coverage to 
hail risks. He offered the suggestion 
that the Insurance Executives Associa- 
tion might find it possible to come up 
with a program whereby insurance 
companies could underwrite general crop 
risks for farmers and then reinsure 
most business with the Government. 
This would keep the Government out of 
direct writing and also provide business 
for local agents. 


Barnhart and Dawson Support Proposal 


Harold E. Barnhart, California di- 
rector, supported the proposal to submit 
the problem to IEA and Charles A. Daw- 
son, North Dakota director, likewise 
spoke in favor of a company study. 
None of the speakers indicated that crop 
insurance could be written with thoughts 
of easy profits. They pointed out that 
the Government scheme for the last four 
years, if losses and expenses were 
counted, had lost money on its experi- 
mental entrance into this field. 

A new record for attendance at Na- 
tional Association conventions is likely 
to be reached this year. By Tuesday 
registration has passed the 2,100 mark, 
and this was surpassed only once before, 
at Dallas, Tex., in 1937, when some 2,300 
persons attended the banquet, but actual 
registration then may not have been as 
high as here in Cleveland. 

With this convention being held in 
four hotels scattered through the down- 
town section of the city, administration 
leaders and members of NAIA staff are 
delighted that the weather has been 
clear at least for the first three days, 
thus permitting agents and others to make 
the quarter to half mile walks without 
trouble. Had it been stormy, attendance 
at some convention sessions would prob- 
ably have been cut severely. Convention 
headquarters are at, the Cleveland, gen- 
eral sessions at the Carter, national di- 
rectors’ meetings at the Hollenden and 
some other events at the Statler. The 
banquet is at the Cleveland Public Audi- 
torium. 


Table Cormack Recommendation 


Directors Monday night voted to table 
a recommendation in the fidelity and 
surety committee report of J. Kenneth 
Cormack that the NAIA condemn prac- 
tice of owners and architects specifying 
a particular agent or bond carrier as a 
condition to getting a contract. E. | 
Seymour, Monroe, La., executive com- 
mittee member, asked that no action be 
taken while an "e ffort is made to get this 
type of contract discontinued, Kenneth 
Ross, Kansas director, also feels it is 





FORM ALL-INSURANCE DIVISION 


Group of United Republican Finance 
Committee Holds First Meeting in 
New York; Members Are Listed 
The All - Insurance Division of the 
United Republican Finance Committee 
held its first meeting at Drug and Chem- 
ical Club September 10. Plans for the 
campaign were discussed and the com- 
mittee reports that considerable progress 
has been made in the collection of 

funds. 

Among those present were Colonel 
William Schiff; Frank A. Christensen; 
J. Victor Herd; John C. Weghorn; if 
D. Rasmussen; Joseph J. Magrath: C. 
Anderson McLeod; Blancke Noyes: 
Elliot Goodwin; Frank Mansell; Ellis 
L. Phillips, Jr.; William C. Kirkwood: 
Darrell F. Johnson; George > ard: 
Lester D. Egbert; J. C. Evans; D. Farley 
Cox ; Edmund H. Driggs; Arthur Sny- 


der; C; R: Black, Jr; Junius : Powell; 
iB M. Fraser; Ashby E. Bladen: Waldo 
M. Hatch; A. J. Ungerland; Kenneth 
E. Black; F. W. at hae J. Lester 


Parsons; J. E. Hubbell: Despard; 
Edward C. Holden, Jr; Frede ek Mezey 

J. A. Heinze; Alexander Heid, Jr; W. 
A. Waters; W. J. Thompson; 
Blaine; 
Moses; 
Byrne; 
Carson; 


James G. 
Russell H. Drowne; L. Gustam 
Charles G. Dougherty; John T. 
William Cunningham; Ellis H. 
William A. Bonner; Raymond 


Murphy; John C. Griffin, Jr.; Leslie 
N. Bruchs; Arthur D. Marks; David 
Sheckley; Frederick P. Wolf: Frank 


Schiff and John Ross. 

The campaign headquarters of the All- 
Insurance Division of the United Re- 
publican Finance Committee are at 11] 
John Street, the sixth floor. 





MRS. E. R. WHERRY DIES 
Mrs. Elizabeth Russell Wherry, 77, 
secretary of H. F. Schad, Inc., North 
Tonawanda, N. Y., insurance firm, died 
September 11 after a short illness. Three 
daughters and a son survive. 





not the prerogative of the association to 
act, and Charles H. Frankenbach, New 
Jersey, speaking as a neutral, felt that 
in the interest of good public relations 
with other trade groups this matter 
should be referred to a committee for 
further study, Morton V. V. White, 
Pennsylvania, and V. O. Schinnerer, dis- 
trict of Columbia, indicated similar views. 


Faces Counter Attractions 


The convention Tuesday had to fight 
for attention. As rival attractions in 
Cleveland, there was the ball game with 
the White Sox in the afternoon, and in 
the evening the address by Dwight D. 
Eisenhower and television presentation 
in theatres of Walcott-Marciano heavy- 
weight championship fight in Philadel- 
phia. 

The honorary committee in charge of 
the convention is getting a hand for ex- 
cellent arrangements. Hugh K. Dawson 
is chairman and with him are John W. 
Barrett, E. B. Berkeley, Charles W. 
Davis, T. W. Lenihan, Charles H. Par- 
sons, Ellis W. Ryan and Secretary Jo- 
seph H. Bishop, Jr. 
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Calhoun and North Perform 


Past National Presidents William B. 
Calhoun, Milwaukee, and David A. 
North, New Haven, perennial leaders in 
opening and closing national conventions 
with singing, o obliged again at this gath- 
ering. At the opening general session 
“Big Bill” Calhoun led the audience in 
America, with “Dave” North accompany- 
ing at the piano. 


Flowers From Norwich Union 

The Norwich Union Group of insur- 
ance companies followed its traditional 
practice of placing on the dais at the 
general convention sessions a huge bou- 
quet of beautiful yellow  chrysanthe- 
mums. President James F. Van Vechten 
expressed appreciation of the NAIA for 
this ever-thoughtful gesture by the Nor- 
wich Union. 


Harry Godshall Is Present 
Harry Godshall, Atlantic City, is at- 
tending his first national convention in 
ten years. A veteran New Jersey pro- 
ducer, he is a past-president of his state 
association and years ago was active in 


NAIA work. 


Morton V. V. White Reports 


(Continued from Page 40) 
EUA recommends that all classes of 
coverage be eligible for the same term 
discount. 
Oral Binders 

“Also on the agenda was the matter 
of oral binders. This subject was brought 
up by recent litigation wherein it was 
held that no liability existed when an 
agent failed to name the company in 
which he intended to bind protection. 
Quite naturally the companies urge all 
producers to reduce a binder to w riting 
a once, naming the company which is 
to be the carrier. We are asked to re- 
mind our members of this very im- 
portant matter at first opportunity, and 
to repeat the reminder as often as pos- 
sible. 

“We were then informed that the 
companies have received requests from 
certain agents for special formats on 
the new one- -write policy. The new one- 
write policy is proving to be very eco- 
nomical, and quite naturally if the com- 
panies were to comply with specific re- 
quests for change in isolated cases, the 
whole purpose would be defeated, since 
the economy of the new form would be 
killed. 

War Risk Exclusion 

“There followed a lengthy discussion 
of the matter of the present war risk 
exclusion clause in EC No. 4 endorse- 
ment, as introduced in April, 1950. An 
agent or agents have requested the in- 
tent of that clause which refers to ex- 
clusion of coverage where loss occurs 
through ‘war-like action.’ This exclusion 
applies at time of peace as well as at 
time of war. 

“It seems that the intent of the clause 
was questioned and the question was 
directed to the rating organization of 
the territory involved. The rating or- 
ganization excused itself from attempt- 
ing to interpret the policy, and the mat- 
ter was then referred to the State Insur- 
ance Department. The Department then 
demanded an interpretation from EUA 
which, in turn, pleaded its lack of au- 
thority to comply. 

“As a result of the foregoing the In- 
surance Department disapproved the 
filing on May 30, 1950, and a hearing 
is to be held. 

“Complete discussion of the matter 
disclosed that all present understood 
that it was not within the province of 
the rating organization, or the EUA to 
make any interpretation of policy cov- 
erage. That it was only within the 
Province of each company writing the 
coverage to either render its own in- 
terpretation or to await the day when a 
case is tried in court, following denial 
of liability,’ at which time the courts 
will decide what was meant by the 
languz igeé of the clause. History shows 
that it is the courts in the final analyses 
that generally do decide the original 
intent of-authors of policies and forms.” 


CLAIM MEN HEAR FUR EXPERT 
Max Bachrach Addresses Inland Marine 


Claims Association on New Require- 
ments for Keeping Records 





Max Bachrach, nationally known fur 
consultant and expert, addressed the 
monthly meeting of the Inland Marine 
Claims Association of New York, Sep- 
tember 17, 1952, on the subject “Fur 
Labeling Law and its effect on Insur- 
ance Problems.” 

Of considerable interest to the com- 
pany claims men were the new require- 
ments for keeping records at all levels 
of the fur industry. Mr. Bachrach ex- 
plained that in many cases identification 
and, to some extent, grading is possible, 
even though the furs are completely 
destroyed. 

This new law could contribute greatly 
in creating more uniformity in fur valua- 
tion by appraisers. News of such a pos- 
sibility will be viewed with considerable 
interest since this has been one of the 
more difficult problems confronting in- 
land marine underwriters. 

The business experience of Mr. Bach- 
rach extends over a period of 46 years 
and he has served as consultant to in- 
surance companies for 26 years. He is 
presently a lecturer at New York Uni- 
versity. 


ADDS TO MIDWEST DEPARTMENT 


North British Grouv Transfers Supervi- 
sion of Its Business in Wisconsin 
and Iowa to Chicago Office 


In accordance with previously an- 
nounced program of expanding its mid- 
western department at Chicago, effective 
October 1, the North British Group is 
adding to that department supervision of 
its business in Wisconsin and Iowa un- 
der the management of Secretary 
Charles L. Day. 

The midwestern department will as- 
sume all the details formerly supervised 
at the home office at New York. The 





August Fire Losses Rise 2% 


Estimated fire losses in the United 
States during August amounted to $56,- 
462,000, it is reported by the National 

3oard of Fire Underwriters. 

According to Lewis <A. Vincent, 
NBFU’s general manager, this $56,462,- 
000 loss represents an increase of 1.9% 
over losses of $55,416,000 reported Au- 
gust, 1951, and a decrease of 8.5% from 
losses of $61,675,000 for July, 1952. 

Losses for the first eight months of 
1952 now total $522,790,000, an increase 
of 5.6% over the first eight months of 
1951, when they amounted to $495,077,000. 





field offices will continue to operate as 
heretofore at Des Moines and at Mil- 
waukee. 

Mr. Day, a native of the midwest, 
has been associated with the group over 
35 years. After serving in the Ne- 
braska, Kansas and Oklahoma fields, he 
was appointed state agent for Missouri, 
remaining there until April, 1948, when 
he was appointed western department 
secretary at the home office. In Janu- 
ary this year he was transferred to Chi- 
cago to manage the midwestern depart- 
ment. 


N. J. Women Hear Philips 


The Insurance Women of New Jersey 
opened their Fall season on September 
25 with a dinner meeting at the Essex 
House in Newark, preceded by a recep- 
tion given by the Home Insurance Com- 
pany. This was their first meeting of 
the year under the leadership of the 
reelected officers, who are E. Audrey 
Bailey, president; Margaret E. McEI- 
haney, first vice president; Anne 
Shalloo, second vice president; Cecelia 
Koermaier, recording secretary; Jean- 
nette M. McCune, corresponding secre- 
tary, and Anne M. Scocozza. treasurer. 

The speaker was Harold K. Philips, 
manager, public relations department, 
Association of Casualty and Surety 
Companies in New York. 
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Bielaski Sees Change 
In Causes of Arson 


ADDRESSES POLICE CHIEFS 


Says Dinteideaal Daediiiule Has Prac- 
tically Disappeared; Crime Is Now 
Work of Pathological Fire-setters 


Arson, a crime which society ranks 
worse than murder, years ago was the 
work of professional < arsonists. Today 
it is largely the work of pathologic: ul 
fire-setters and juvenile delinquents. 

This is what A. Bruce Bielaski, as- 





Blackstene Studios 


A. BRUCE BIELASKI 


sistant general manager of the National 
Board of Fire Underwriters, told mem- 
bers of the International Association of 
Chiefs of Police meeting at Los Angeles, 
September 23. He called on them to do 
all in their power to prevent and solve 
crimes of this nature, just as they do 
other felonies requiring less difficult 
legal proof. 

Mr. Bielaski, one-time chief of the 
Federal Bureau of Investigation, the pre 
decessor organization of the Department 
of Justice’s present FBI, declared that 
25 years ago nearly every large city 
had one or more organized arson rings 
and professional arsonists. For a fee, he 
explained, they would burn anything and 
were more or less readily available in 
all populous communities. He said: 

“A little more than 20 years ago wide- 
spread prosecutions of this professional 
type of arson occurred and convictions 
were had on a large scale, so that today 
persons most familiar with this offense 
believe that there are no arson rings in 
operation and that few, if any, profes- 
sional arsonists can be found for hire 
In fact, the records of the National 
Board of Fire Underwriters show that 
arson during the 12-month period end- 
ing April 30, 1952, fell to the lowest 
mark for arrests and convictions of adult 
arsonists in the last 25 vears. These rec 
ords do not include cases based on au 
tomobile fires or involving juveniles, ha 
dled in juvenile courts. These dew 
show 1,544 arrests and 580 convictions 
in 1932, as compared to 440 arrests and 
252 convictions last vear. This is a real 
jiiiennhs for law enforcement and _ indi- 
cates that even the most difficult situa 
tions can be solved with adequate ma 
chinery and steady attention.” 

In telling what the police chief should 
have in mind with respect to the crime 
of arson, Mr. Bielas ki said that for one 
thing, notwithstanding the special ma 
chinery provided, each police chief 
should recognize his own responsibility 
with respect to the prevention and solu 
tion of crimes of this kind 

“Tt is true,” he said, “that the fire 
lepartment has an interest and the fire 
marshal has, of course, a special duty, 
but the police chief has an over-all duty 
to see that the law is vindicated in this 
crime as well as in others.” 
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IN AND OUT UKE THE OCEAN. 


... that’s the way some of your insureds 
see their merchandise and equipment come and go. 
But if they have a Standard Fixed-Amount policy 
their insurance protection doesn’t go along 
with these changes in inventory. Consequently 
“high or low,” the insured is apt to be “in deep.” 
There’s a raft of protection when you give 
your insureds the right policy... the fluctuating 


General Cover Reporting Form policy. 
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NADA Rate Revisions 
Approved in Kentucky 


BECAME EFFECTIVE SEPT. 22 
New Rates and Premiums for Auto 
Material Damage Lines Expected 
to Save Policyholders $500,000 





Revisions in rates and rules have been 
filed in Kentucky by the National Auto- 
mobile Underwriters Association on be- 
half of its member and subscriber com- 
panies and approved by Commissioner 
C. Spalding Southall for use effective 
September 22. 

These new rates and premiums for 
automobile material damage coverages 
result in an estimated annual savings to 
Kentucky policyholders in excess of 
$500,000. Zecause of these rate and 
premium reductions many policyholders 
where insurance experience has been 
favorable will pay lower premiums, 
while other policyholders where expe- 
rience has not been satisf: ictory wi ill pay 
slightly higher premiums. 

Private passenger fire and theft and 
comprehensive rates are reduced in some 
territories as much as 25%. Private pas- 
senger $100 deductible collision premiums 
have been reduced throughout the state, 
the amounts of the reduction varying 
by the loss experience in the territory 
and averaging about 5% for the state as 
a whole. The private passenger $50 de- 
ductible experience has not been as 
favorable, and as a result premiums have 
been increased in most territories about 
5% 

Commercial local hauling automobil 
fire and theft and comprehensive rates 
are reduced throughout the state an 
average of 25% in some territories, de- 
pending on the experience of the par- 
ticular territory. Commercial local haul- 
ing $50 deductible collision premiums 
have been reduced and there have been 
some increases in the higher deductible 
collision premiums with the net effect 
being a slight decrease for total commer- 
cial local hauling collision premium reve- 
nue. A new “light commercial” classi- 
fication for commercial vehicles with a 
load capacity of 1,500 pounds or less has 
been established, entitling risks of this 
type to local hauling rates and_ pre- 
miums regardless of the distance of 
operation. 

Commercial intermediate and_ long 
distance hauling fire and theft and com- 
prehensive rates have received nominal 
reductions. 

Commercial collision premiums for 
truck-type tractors and higher priced 
commercial vehicles have been increased. 

The commercial automobile section of 
the manual has been rearranged and 
revised to provide easier handling for 
agents and companies. 

In addition to these revisions, other 
minor rate and rule changes have been 
approved by the Kentucky Department 
of Insurance. 


John E. T. McClellan Dies; 
N. J. Rating Assn. Supt. 


John E. T. McClellan, superintendent 
of the se risks department of the 
Fire Insurance Rating Organization of 
New Jersey, died September 12 after a 
long illness. He suffered from cancer of 
the throat. Mr. McClellan, who was 56 
years old, had been with the rating or- 
ganization for over 35 years and for the 
last year had been inactive on account 
of illness. A decade or more ago he had 
also been seriously ill but had recovered. 
Before taking over special risks Mr. 
McClellan had been superintendent of 
the rating and inspection department. 


Millers National Appoints 
Klaus in Illinois Field 


Millers National Insurance Co. and Illi- 
nois Fire Insurance Co. announce that 
Harold L. Klaus has been added to their 
Illinois field staff. 

Mr. Klaus was formerly in the home 
office underwriting department. He will 
complete a quarter century with the 
companies at the turn of the year. 
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DAVIS PREDICTS MERGERS 


Sees Action Following Lack of Profits 
Unless Insurance Rates, Company 
Dividends Are Increased 
The wave of mergers that has extin- 
guished banks 


throughout the country may spread to 


many independent 
insurance, predicted Shelby Cullom Davis, 
stock former 

Deputy 


insurance specialist and 


New York 


Insurance in an address “Finance Looks 


Superintendent of 


at Insurance” before a luncheon meeting 
of the Insurance Accountants Associa- 
tion at the Hotel New Yorker. 

Stockholders of 
sized insurance companies are restive 
because of the dearth of underwriting 
profits particularly in casualty, Mr. 
Davis said. Shares of their companies 
are selling in the open market at dis- 
counts of 40-50% below the net asset 
or liquidating value of their investment 
portfolio alone. No value whatsoever 
is assigned for agency plant or good 
will built up laboriously over many 
years. 

These stockholders are quietly being 
importuned to “throw in the sponge” 
by interests capitalize on 
the current unsatisfactory situation. The 
companies then would either be merged 
or liquidated. Although old stockhold- 
ers would prefer to remain loyal the 
temptation of higher prices and a “way 
out” of their dilemma may prove too 
great just as in the case of the banks. 
The result will be a smaller number 
of insurance companies. 

Inflation and steadily rising costs are 
the culprits back of the merger trend. 
They are responsible for the underwrit- 
ing deficits. Larger units will help to 
spread overhead and thus reduce ex- 
penses to a degree. There will be less 
overhead savings in insurance mergers, 
however, than in the banks where fixed 
overhead bulks are substantially larger. 

Two developments could slow the 
trend toward insurance mergers of which 
nearly a dozen significant ones have oc- 
curred in the past several years. First 
and foremost is the restoration of rea- 
sonable profits through an adequate rate 
level particularly in casualty lines. And 
second would be a decision on the part 
of top insurance management to pay 
out a higher proportion of investment 
income in dividends. 

One insurance executive has publicly 
predicted that insurance company divi- 
dends will again approach 75% of in- 
vestment incomes once’ underwriting 
again becomes profitable. Should this 
occur shares of insurance companies will 
rise in price and stockholders will be 
less tempted to sell to merger-promot- 
ing groups. 


small and medium- 


seeking to 






Commissioners’ Committee 
Chairmen Are Appointed 


President Wade O. Martin, Jr., of the 
National Association of Insurance Com- 
missioners and also Louisiana Commis- 
sioner, has issued a list of NAIC com- 
mittee personnel for his administration, 
which concludes in June, 1953. Chairmen 
of committees dealing with fire and ma- 
rine insurance matters are as follows: 

Blanks, Walter A. Robinson, Ohio; 
definition and interpretation of under- 
writing powers, Artemas C. Leslie, Penn- 
Sylvania; examinations, George A. 
Bowles, Virginia; fire and marine, Paul 
H. Brown, Texas; 1921 standard profit 
formula, Alfred J. Bohlinger, New York: 
fire prevention and safety, Zack D. 
Cravev; interstate cooperation, Walter 
Dell Davis, Mississippi; laws and legis- 
lation, Joseph A. Navarre, Michigan: 
rates and rating organizations, Alfred 
J. Bohlinger, New York: uniform ac- 
counting, John R. Lange, Wisconsin. 


NEW BUFFALO AGENCY 
\ business name has been filed in the 
Erie County, N. Y., clerk’s office for 
the Tauriello & Barlow Insurance Serv- 
Ellicott Square, Buffalo, by 
Eleanor W. Tauriello and Ernest Bar- 
low. 


ice, 325 


ROYAL EXCHANGE CHANGES 





Noonan Special Agent in Upstate New 
York; Wright Has Albany and Sub- 
urban Area; Tesche State Agent 

The Royal Exchange Group announces 
appointment of Edward H. Noonan as 
special agent with headquarters in the 
upstate offices of the group in the White 
Memorial Building, Syracuse. 

Mr. Noonan brings with him several 
years of fire underwriting experience 
and supervision in inspection work at 
the New York head office of the Royal 
Exchange Group in New York. 

In his new appointment Mr. Noonan 





will service agents in the territory of 
the New York Fire Insurance Rating 
Organization offices of Rochester, Buf- 
falo and Syracuse excepting Franklin 
County. 

James T. Wright, special agent, who 
until recently covered the entire upstate 
territory of New York, will service the 
territory of the Albany district office 
including Franklin County, as well as 
the suburban district of New York. He 
will maintain his office at 162-05 North- 
ern Boulevard in Flushing. 

Henry Tesche, state agent for the 
group in New York State, will supervise 
over-all duties covering all sections of 


H. T. HUFF PRESIDENT 

The Adams-Clark Agency, Inc, of 
Chicago, general agents, announces elec- 
tion of Harry T. Huff as president and 
J. Joseph Corbett as vice president. Mr 
Huff has been associated with the agen- 
cy since 1930. Mr. Corbett has been 
employed by the agency for ten years 
as manager of the fire department. 


the state. He will continue his offices at 
the Flushing address. 

Companies of the group include the 
Royal Exchange Assurance, Provident 
Fire and the Car & General. 
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insurance. 

But the writing of insurance on 
a risk in a foreign land is a compli- 
cated procedure. It must be handled 
by specialists who have an intimate 
knowledge of the insurance laws and 
regulations, of compulsory insurance 
requirements, and of the extent of 
legal liability These things vary from 
country to country, and even within a 3 
country itself. 


Wool in Australia, copper in Peru, 
rubber in Malaya, coffee in Brazil—all 
of these things bought with American 
dollars and owned by American busi- 
ness concerns deserve American-made 





That is why Glens Falls agents are 


“Old and Tried’’ Organized 1849 


GLENS FALLS INSURANCE COMPANY 


GLENS FALLS INDEMNITY COMPANY 


COMMERCE INSURANCE COMPANY 
Glens Falls, New York 





glad that the facilities of the American 
Foreign Insurance Association are : | 
available to them. It is another Glens é \y 
Falls Extra which is profitable because f y 
a “foreign risk” may be no farther 
away than next door. 
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Uniform Phraseology and Protection 
In Marine Policies Asked by Banker 


If uniformity of phraseology is achieved 
and reference to uniform clauses there- 
after incorporated in policies and certi- 
ficates with uniform protection afforded 
to all interests concerned, it would be a 
great boon to hemispheric and world- 
ee commerce and to the financing of 

Thomas F. Glavey, second vice _— 


dent of the Chase National Bank, told 
those attending the Fourth Hemispheric 


Insurance Conference at the Waldorf- 
Astoria in New York. 
Uniformity Most Desirable 


With such uniformity of phraseology 
in the insurance contract, Mr. Glavey 
said, and also in the protection afforded 
thereunder the mere difference of lan- 
guage would be of little consequence. 
He was addressing representatives of 
not only the United States but many 
Latin American companies who had 
come to New York to attend this impor- 


tant conference. 
“Unfortunately,” Mr. Glavey said, “be- 
cause of the political, differences that 


time to time between na- 
often forgotten that the 
banking and insurance men 
of all nations have for many centuries 
ably and honorably established uniform 
rules of conduct and interpretation which 
have advanced not only the welfare of 
their own nation but all nations. 

“Inasmuch as insurance is designed 
to protect against perils which do not 
know boundaries, we feel that anything 
that can be achieved in the way of uni- 
formity of contract conditions with re- 
spect to, at least, basic marine and war 
risk perils, cannot help but aid in a 
substantial manner the vital flow of 
commerce among nations. 

“It would, however, seem self evident 
that a certain degree of uniformity in 
contracts issued and their interpretation 
is a vital necessity in order to spread 
the shock of heavy loss over as great 
a portion of the insurance fabric as is 
possible. In the event the basic ma- 
rine coverages of different countries in 
the hemisphere began to differ from 
one another, the banking industry would 
feel that possibly reinsurance facilities 
were shrinking to a completely localized 
basis with the consequent reduction of 


exist from 
tions, it 1S 
commercial, 


security such a condition would cause. 
“If this occurred banks of necessity 
would have to inquire very diligently 


into the reinsurance arrangements of 
primary carriers on any risk that was 
at all sizable. We are certain that this 
would be equally distasteful to both 
banking and insurance,” Mr. Glavey said. 


Disparities in Hull Forms 


“We make the foregoing statements 
even though your committee indicates 
that the trend toward disparity of policy 
conditions has not as yet effected large 
hull risks, but pertains to the smaller 
hulls and cargo insurance. It seems that 
if disparities exist in basic coverages 
for cargoes, there has to be some affect 
on hull insurance inasmuch as the only 
purpose of a hull is to transport people 
and/or cargo. 

“In the case of some of the 
large and fast passenger liners 
are probably voyages where every fire 
and marine insurance company in the 
world has something at risk by virtue 
of the operation of various forms of 
open cargo policies (including bullion), 
fine arts policies, personal property float- 
ers, camera floaters, fur floaters, regis- 
tered mail open policies, etc., to say noth- 
ing of reinsurance treaties. We appre- 
ciate that it would be extremely difficult 
to expect uniformity in even the basic 


very 
there 


treatment of some of the contracts men- 
tioned in the preceding sentence, but 
the hull and cargo policies should cer- 
tainly have some degree of uniformity 
regardless of where the underwriter may 
be domiciled. 

“Tt would seem that the tremendous 
concentrations of values which take 
place at ports and on hulls would prompt 
underwriters all over the world to do 
their utmost to achieve whatever mini- 
mum uniformity of contract is necessary 
to spread risks as widely as possible by 
means of reinsurance. 

“The second point raised in the agenda 
pertains to the desirability of some de- 
gree of uniformity so that importers, 
exporters and their bankers throughout 
the hemisphere may have a clearer un- 
derstanding of the meaning and intent 
of the principal marine and war clauses,’ 
Mr. Glavey continued. 

Experience of Banks 

“An informal survey made among sev- 
eral large New York City banks ex- 
clusively revealed that, up to this point, 
none of those banks had encountered 


any special difficulty because of varia- 
tions in the basic clauses contained 
in marine policies or certificates sub- 


connection with commercial 
letter of credit transactions. 
“Undoubtedly, this has been so_be- 
cause these policies written in the Eng- 
lish language are similar if not uniform. 
(There are, of course, occasional ex- 
ceptions but they might well be expected 
of the volume of such letter of 


mitted in 


in view 

credit transactions processed by these 
banks in the course of a year.) One 
reason for the lack of trouble in that 
respect is probably due to the fact that 
most importers in the United States 
have open cargo policies with domestic 


companies, and incoming shipments are 
insured under the clauses in general use 
throughout the United States. 

“On the other hand, many 
Central and South America are on a 
‘cost and freight’ basis with the insur- 
ance effected by the consignee. Under 
those circumstances the American bank 
does not become involved in disparities 
that may exist in the insurance practices 
of our neighbor countries in this hem- 
isphere. It might be mentioned at this 
point that those of us in the United 
States banks who are interested in this 
subject have enough difficulty matching 
letter of credit requirements with uni- 
form insurance clauses so that we can 
well appreciate the confusion that would 
result if there were no basic uniformity. 

“Basic marine contracts respresent the 
refinements in underwriting developed 
by the businessmen of many nations 
over a long period of time. If this con- 
tract, or its more import ant clauses, 
loses the universal acceptance which 
it now enjoys we will have to concede 
that our business forebears, despite the 
lack of present day ease and speed of 
communication, were better able to un- 
derstand one another and develop a 
business mechanism acceptable to all 
than we are today. 

Necessity for Guiding Standards 

“The necessity for guiding standards 
is not peculiar to the business of insur- 
ance. We have the same problems in 
the banking business when we attempt 
to expedite the flow of goods from coun- 
try to country. As you are well aware 
commerce among nations depends on 
transportation (bills of lading), banking 
(letters of credit), and insurance (poli- 
cies and certificates). Eliminate any one 
of the three and free commerce from 
nation to nation would be extremely 
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Mariners Club, Sept. 30 


Marine and inland marine’ under- 
writers of the New York Mariners Club, 
Inc. will hold their second annual field 
day on Tuesday, September 30, at the 
Wheatley Hills Golf Club, East Willis- 
ton Ek 

Frank J. Richardson, assistant secre- 
tary of the Universal, chairman of the 
program committee, has announced an 
extensive program of competition for 
golfers and non-golfers, to be followed 
by the annual dinner jn the evening. 
Skipper E. V. Silver, Jr., assistant man- 
ager, Fireman’s Fund Group, will pre- 
side and act as host to several of the 
founders who are now honorary mem- 
bers of the club 


Home Honors Six on Staff 
On 25th Anniversaries 


Six members of the home office of 
the Home Insurance Co. celebrated 
their 25th anniversaries with the com- 


pany at a luncheon given in their honor 
September 11 at the company’s head- 
quarters in New York. 

The honored guests were Marguerite 
Aldrich, reinsurance department; Nellie 
Little Parsons, key punch department; 
Annabelle Sibbald, control department; 
Bernard Collette, mail and telegraph de- 
eevee? Everett Litteer, H. I. metro- 
politan department, and Alexander 
Macormack, southern department. 





difficult, if not impossible. The prob- 
lem of the banks in issuing letters of 
credit is somewhat similar to the prob- 
lem of the insurance companies in issu- 
ing marine insurance contracts inasmuch 
as they both may involve a loss that 
occurs thousands of miles away from the 
place where the contract was issued. 

“Although the problems are not pre- 
cisely the same, we would like to suggest 
that possibly some lessons or, at least, 
helpful ideas might be gained by the 
insurance industry from the cooperation 
that exists between the banks of these 
nations in working together to provide 
a standard to which each can subscribe 
despite differences in language and local 
customs. 

Example of Uniformity 


“In the United States we have had 
an excellent example of the beneficial 
effect of uniformity in insurance clauses. 
Up until 1945 it had been the practice to 
endorse the free of capture and seizure 
warranty, marine extension. clauses, 
strikes, riots and civil commotion en- 
dorsement and the war risk clauses to 
marine policies and certificates by at- 
taching the various printed endorsement 
forms to the marine policy or certificate. 
In the early part of that year leaders 
in marine insurance underwriting made 
inquiry among some of the banks with 
large foreign departments as to whether 
or not the clauses mentioned above could 
not be incorporated in the policies or 
certificates by reference only, inasmuch 
as the clauses were standard and used 
by all companies. 

“The banks agreed that they could not 
see any objection to merely naming the 
clauses on the policies and certificates 
in lieu of reciting them in their entirety. 
It has, therefore, been the practice for 
underw riters to use a rubber stamp. 

“This is obviously far more economi- 
cal than the former time - consuming 
method of attaching full copies of the 
endorsements to the relative policy or 
certificate. The banks approved this 
procedure because they were able to rely 
without danger on the stamped refer- 
ence since they knew precisely what 
clauses were meant by the stamp.” 





AMERICAN TRANSFERS HUNT 


Makes Him Special Agent for North 

Dakota and Northwest Minnesota; 

Waters in Northern Illinois Field 

The American Insurance Group of 
New Jersey announces the transfer. of 
Special Agent Jim L. Hunt from north- 
ern Illinois to North Dakota and north- 
west Minnesota, and the appointment 
of John Waters as special agent to suc- 
ceed Mr. Hunt. 

Mr. Hunt is a graduate of State Uni- 
versity of Iowa and a Navy veteran. He 
i 1s worked in various departments of 

the Rockford, IIL, office, is a graduate of 
the advanced multiple line training class 
of the American, and for the past year 
has been a special agent in the northern 


Illinois field. Headquarters will remain 
at Fargo, N.D. 
Mr. Waters served in the Merchant 


Marine during the war. He mi had six 
years insurance experience, the last four 
years with American in various de- 
partments at the Rockford office. He will 
make his headquarters at Rockford. 





Glens Falls Appoints 


Simpson as Inspector 

The Glens Falls has announced ap- 
pointment of Frank W. H. Simpson as 
inspector for eastern Ontario, Canada, 
including the city of Hamilton. He will 
George B. Kenney, manager of 
the company’s Toronto office, in develop- 
ment of fire and allied lines. His head- 
quarters will be at 36 Toronto Street, 
Toronto. 

Mr. Simpson is a native of England. 
He attended Cheltenham College and 
Sidney Sussex College, where he re- 
ceived honors in engineering. From Au- 


assist 


gust, 1939, until 1945, he served in the 
Royal Air Force, and a year after his 
discharge went to Hamilton, Canada, 


where he opened his own insurance 
agency. In 1949 he joined another in- 
surance company, serving as a resident 
inspector in Hamilton and later in Ot- 
tawa. 


AP Story Features Seide 

Jack Seide president of Babaco Alarm 
Systems, Inc., was featured in a recent 
column by former Pulitzer Prize win- 
ner, Hal Boyle, distributed to newspa- 
pers throughout the country by the As- 
sociated Press. Mr. Boyle referred to 
Mr. Seide as “a pioneer in truck cargo 
protection.” 


MOVES OFFICES IN CHICAGO 

Illinois Appleton & Cox, Inc., has 
moved to new and enlarged space, suite 
A547 Insurance Exchange Building, 
Chicago. Illinois Appleton & Cox, Inc., 
is engaged in country - wide operations 
for surplus line business and has foreign 
placement facilities on lines which can- 
not be placed in the American market. 





HERBERT R. BOYD SUCCUMBS 
Herbert R. Boyd, marine special agent 
for National Union Fire Insurance Co. 
of Pittsburgh, at Detroit, passed away 
suddenly September 6, at the age of 41. 
Mr. Boyd, a native of Pittsburgh, spent 
his entire insurance career with Na- 
tional Union, serving in various capaci- 
ties. In February, 1950, he was assigned 
to the Wayne County department at 
Detroit. 
AMERICAN APPOINTS RUTTER 
The American Insurance Group of 
New Jersey announces the appointment 
of Thomas A. Rutter as staff adjuster 
for eastern Michigan. Mr. Rutter has 
been servicing and adjusting claims for 
an adjusting company in Flint, Mich. He 
will make his new headquarters in Flint. 
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Casualty Rating Trends 
Given by S. E. Smith 


INS. BUYERS 


ADDRESSES N. Y. 





Points to Retrospective Plan D as Most 
Outstanding Recent Development; 
Cone Introduces Him 


The 1952-1953 season of the New York 
Chapter, National Insurance Buyers As- 
sociation, Inc., got off to a fine start 
yesterday, September 25, with an open 
luncheon meeting at Hotel Martinique, 
New York. The guest speaker, Seymour 
E. Smith, 
department of the Travelers, 
was introduced by Robert M. Cone of 
Robert Gair Co., Inc., who is the NIBA 
program chairman for the year. Wel- 
coming remarks were made by B. E. 
Kelley of Ebasco Services, Inc., chairman 
of the New York chapter. 
was attended by insurance buyers, com- 
pany men and producers. 

Taking as his subject, “Recent Trends 
in Casualty Rating Mr. Smith said 
that there had been so many changes in 
the past few years in rating plans and 
procedures that a certain amount of 
confusion is readily understandable. 
However, he thought that a closer analy- 
sis would disclose that such changes for 
the most part apply to the larger sized 
risks, that they follow a definite trend or 
pattern, and are the logical effect of sev- 
eral strong influences affecting casualty 
insurance, 


secretary, c« ympensation and 


liability 


The meeting 


Anticipates Simpler Rating Plans 

In giving a closeup view of important 
developments recently, Mr. Smith indi- 
cated that “these trends in casualty rat- 
ing are strongly influenced by the force 
of competition, rate regulation and the 
need for simplification. Within the re- 
cent past progress has been steady de- 
spite the serious problems of inflation, 
differences in laws and philosophies and 
good old-fashioned inertia.” He strongly 
believes that this progress will continue 
“so that we may have simpler and better 
rating plans designed to provide a fair 
and realistic answer to the hazards, ex- 
pense requirements and operating needs 
of each and every individual insurance 
buyer.” 

Mr. Smith further pointed out that un- 
til a few years ago the development of 
casualty rating plans took place for the 
most part under two distinct situations. 
In most states workmen’s compensation 
insurance was subject to rate regulation 
while the rates for other casualty lines 
with a few notable exceptions were com- 
pletely unregulated. He remarked that a 
long step forward was taken in 1936 
when retrospective rating was intro- 
duced. This was followed in 1942 by 
the adoption of expense gradation by 
size of premium “which reflected the 
ecg ed lower expense requirements of 
the | arger risks. At the same time the 
retrospective rating plans were extended 
to provide a wider range of rating values 
that could be selected.” 

For the other unregulated casualty 
lines, Mr. Smith said, rating develop- 
ments were on a much more informal 
basis with each carrier free to experi- 
ment and to work out satisfactory rating 
procedures more or less on an individual 
risk basis. “Roughly speaking, however, 
progress was not a great deal further 
than in the workmen’s compensation 
field,” he remarked. 

SEUA Decision Resulted in Rating 


Reappraisal 


This brought the speaker to the events 
which followed the famous SEUA 













Sayer Explains Withdrawal of 
N. Y. Compensation Filing 


Henry D. Sayer, general manager, 
Compensation Insurance Rating Board 
of New York, has advised member com- 
panies that inasmuch as the general 
rate revision has not yet been approved 
by the Insurance Department and since 
it now appears evident that the Compen- 
sation Rating Board cannot give consid- 
eration to certain views expressed by 
the Department in time to have the new 
rates available by October 1, “it has been 
deemed necessary to withdraw our filing 
of such rates.” 

Accordingly, Mr. Sayer instructed the 
companies to issue policies covering risks 
with rating anniversaries in October or 
November, 1952, on the basis of current 
manual rates. He also said that promul- 
gation of rates on rated risks will be 
started at once. 

“Policies for risks with rating anni- 
versaries effective after November 30,” 
he said, “should not be issued until fur- 
ther notice 





“insurance is commerce” decision, and 
he said: 

“Every segment of the business was 
suddenly faced with the problem of de- 
veloping a rating system that would 
measure up to the standards of the new 
state laws and meet the legitimate re- 
quirements of both the companies and 
the insurance buyers on a realistic basis. 
This need for a complete reappraisal of 
the rating procedures showed up many 
improvements that should be made, and 
furnished the basis of the many changes 
in the past few years. 

“First is the subject of experience 
rating. This procedure existed for work- 
men’s compensation and for the other 
lines in a very few states, but now ex- 
perience rating plans had to be devel- 
oped for all the appropriate casualty 
lines in all states. This is necessary to 
measure the degree to which individual 
eligible risks are better or worse than 
the average for the classification to 
which they belong. It is merely a system 
for establishing an equitable prospective 
base rate that reflects the past experi- 
ence of the risk. A very necessary 
change in the pre-existing procedure was 
a method to reflect the interstate op- 
erations of policyholders. The old sys- 
tem of rating on a state-by-state basis 
just did not work. An insurance buyer 
considers his risk in its entirety, and so 
does the company underwriter. Break- 
ing a risk up into individual state seg- 
ments of experience not only serves no 


(Continued on Page 54) 





and experience. 
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H. O. Molitor Warns on 
Rise in Employe Crimes 


SPEAKER AT LOMA MEETING 


Continental Casualty Sales Manager 
Urges Company Managements to 
Increase Loss Prevention Efforts 


Warning of a probable rise in em- 
bezzlements and other employe crimes 
in the months ahead, H. O. Molitor of 
Chicago, sales manager for the special 
risks department of Continental Casu- 
alty, this week urged company manage- 
ments to increase their loss prevention 
efforts, both to save costly defalcations 
and to help keep employes from com- 
mitting crimes. 

Addressing the annual conference of 
the Life Office Management Association 
in session at Atlantic City, N. J., Mr. 
Molitor said: “Losses due to embezzle- 
fraudulent conversion, theft and 
dishonest 


ment, 
other crimes committed by 
employes, are estimated at more than 
$500,000,000 annually. They have in- 
creased rather sharply during the past 
two years and from current indications 
are far from reaching their peak.” 

Pointing to the value of preventive 
efforts he said: “Man cannot be clas- 
sified as honest or dishonest. He goes 
along in the game of life and can stand 
a certain pressure for the sake of his 
ideals, but at a certain point, he can 
stand no more.” 


Many Firms Inadequately Bonded 


Among the leading causes in a long 
list of more than 200 that result in these 
embezzlements, Mr. Molitor cited: Bet- 
ting on horses, fast women, living be- 
yond earned income or up to yearned 
income, unwise use of credit, addiction 
to excessive drinking, speculation and 
lack of adequate supervision. 

Many firms are inadequately bonded 
against such losses, he pointed out, as 
they think in terms of annual losses and 
a large number of defaults are cumula- 
tive over many years before discovery. 

Drawing from his own files and those 
of the FBI, Mr. Molitor pictured the 
average dishonest employe as: aged 35; 
employed nine years and three months; 
on the job six years and five nionths 
before he steals a dime, but then con- 
tinuing his thefts for three years and 
two months before discovery. He said 
that 93% of all dishonesty losses are 
caused by male employes. 
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Joint White Sulphur 
Meeting Set for Oct. 5-8 


JACKSON AND McKOWN TO TALK 


Two Business Meetings Planned by 
C. & S. Agents’ Assn.; to Meet With 
Company Assn. on Opening Day 


The annual joint convention of the 
National Casualty & 
Surety Executives and the National As- 
sociation of Casualty & Surety Agents, 
set for the Greenbrier, White Sulphur 
5-8, promises to be the 
best attended meeting of these two or- 


Association of 


Springs, October 


ganizations to date. Advance registration 
points to a sizable increase over attend- 
ance at the 1951 gathering. 

The program, which is now completed, 
will start off Sunday, October 5, with 
the round table meeting at 10 a.m. of 
the board of directors of the agents’ 
association whose chairman, Holton R. 
Price, Jr.. of W. H. Markham & Co, 
St. Louis, will preside. 

Joint convention activity gets into full 
Monday, October 6, 
when Harold P. Jackson, president of 
the National Association of Casualty & 
Surety Executives, who heads the Bank- 
Newark, will make the 


swing at 9 am. 


ers Indemnity of 
welcoming remarks and preside at the 
joint session. Both Mr. Jackson and 
Lyle S. McKown of Minneapolis, presi- 
dent of the National Association of Cas- 
ualty & Surety Agents, will deliver their 
presidential addresses following the in- 
troduction of visiting State Insurance 
Commissioners. Mr. McKown, vice presi- 
dent of Wirt Wilson & Co., Minneapolis, 
is one of the country’s best known in- 
surance producers. 
Banquet To Be Held Monday Evening 
The women’s and men’s golf tourna- 
ments will get under way Monday, but 
the men will not start their medal play 
until 1 p.m. in keeping with time-honored 
convention practice. The horseshoe pitch- 
ing tournament will take place at 3:30. 
The joint convention banquet is set 
for Monday evening instead of taking 
place the evening of the third day as in 
the past. Appropriate entertainment has 
been planned. ; 
On Tuesday morning both organiza- 
tions will hold separate business meet- 
ings which will embrace the reading of 
reports and election of officers and 
standing committees. The women’s golf 
tournament will be resumed at 10 a.m. 
and the men golfers will go into their 
final round at 1 p.m. The annual women’s 
bridge tournament is scheduled for 2:30. 
Featured on W ednesday, the final day, 
will be another meeting of the agents’ 
association with C. F. J. Harrington, its 
executive vice president, presiding. 


Heinrich Wins Safety Award 


H. W. Heinrich, assistant superin- 
tendent, engineering and loss control 
division of the Travelers, received the 
Arthur Williams memorial award last 
week at the annual banquet of the 
American Museum of Safety, held at the 
Ambassador Hotel, New York. : 

Mr. Heinrich received the award in 
recognition of his many and valuable 
contributions to the cause of safety over 
a long period of years. The museum is 
the oldest national safety organization 
in the United States. 
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H. G. Evans Urges That Casualty Cos. 
Face Auto Rate Issue Squarely 


A strong plea for adequate automobile 
liability rates “so that the casualty com- 
panies cain take care of their losses on 
an equitable basis and provide for con- 
tingencies and a reasonable profit . . .” 
has been made by Harold G. Evans, pres- 
ident of the American Casualty Co. of 
Reading. In a recent bulletin to repre- 
sentatives of his company nationwide 
Mr. Evans defended the adoption by 
home office managements of restrictive 
underwriting of automobile insurance and 
criticized some supervisory authorities 
for undue delays in granting approval 
of much needed rate increases. 

American Casualty’s president put this 
searching question: “Can you honestly 
blame underwriters for adopting restric- 
tive practices for business that has cost 
the stock casualty companies nearly $100,- 
(00,000 in losses last year and $200,000,- 
000 over the past five years... that has 
produced a profit in only two of the last 
my years ~ « = /€ven though operating 
expenses have been reduced about 10% 
during the same period?” 

Mr. Evans then pointed out that other 
businesses without the “risk element” 
such as chemical, pharmaceutical and 
other manufacturing enterprises have 
continually been permitted to earn in 
excess of 10%, and in every case the 
cost of distributing the product is sub- 
stantially in excess of similar costs in 
the casualty business. He emphasized: 

“T honestly know of no other business 
today that is more efficiently and eco- 
nomically operated and gives more for 
the dollar than our own business. Is it 
any wonder then that companies dis- 
courage the writing of business that 
costs them $1.11 in outgo for every $1 
taken in.” 

Fears That Are Greatly Exaggerated 

Mr. Evans does not have the concern 
shown by other executives in recent 
months that another round of automobile 
rate increases “will price us out of the 
business.” Nor does he live in constant 
fear of government encroachment on 
our business. He remarked: “It has been 
said that further increases would hasten 
the day when government would step in 
the automobile field as it has done in the 
workmen’s compensation field. In my 
judgment both fears are greatly exag- 
gerated. It has been demonstrated time 
and time again that more efficient and 
economical business is done by private 
enterprise than by government.” 

Further along Mr. Evans brought out 
that the cost of automobile liability in- 
surance has increased less than 35% since 
1939. In sharp contrast, the United 
States Bureau of Labor Statistics’ cost 
of living index is up to 190%, or almost 
triple the increased cost of automobile 
insurance. He then declared that “be- 
cause of the historic lag in average costs 
to the cost of living indexes, even a 
levelling off of the inflationary spiral 
would not check increasing claim costs.” 
Continuing Mr. Evans said: 

Opposed to Further Rationalizing 

“Let’s face the issue squarely. Fur- 
ther rationalizing will only create costly 
delays. Rates are inadequate and will 
eventually approach the same percentage 
of increase as registered by the Bureau 
of Labor Statistics for the cost of living. 

“We need not fear pricing ourselves 
out of business. However, it must readily 
be admitted that rate increases are not 
the only answer to our present dilemma. 
It is a well known and established axiom 
In our business that selection decreases 
as rates increase, and this in itself cre- 
ates a dangerous spiral that could do 
more damage to the American Agency 
System and capital stock insurance than 
inflation itself.” 

To correct the situation Mr. Evans 
said: “It is encumbent upon underwriters 
fo promulgate an underwriting program 
that will encourage favorable selection 
and induce the better risk to continue 
capital stock insurance, thus enjoying the 





HAROLD G. EVANS 


service and security which it provides, 
available only through the American 
Agency System.” 
Scores “Adequate Reward” Object 
Mr. Evans paid his respects to the 
National Association of Compensation 
Claimants’ Lawyers in discussing the 


substantial increase in average verdicts 
for plaintiffs in liability suits. He said 
that this association, with membership 
of over 5,000, was established with the 
object of securing what it regards as 
“the adequate reward.” “It dramatizes 
the court suit and uses properties such 
as skeletons, wax figures, color movies, 
actual operations, surgical instruments 
and other gruesome props to influence 
the jury. This they call ‘demonstrative 
evidence. Leaders in this movement 
have been successful in receiving verdicts 
of substantial sums in cases of doubtful 
liability. In most instances, irrespec- 
tive of amount of the verdict, plaintiffs’ 
attorneys receive fees of up to 50%. 
“Reckless juries are responsible for the 
inordinately high verdicts. They are 
composed of people who do not yet real- 
ize that they are, in effect, assessing 
themselves higher taxes because they are 
making their own automobile rates .. .” 


Offers Solution 


In closing Mr. Evans offered the fol- 
lowing three-point solution to the auto- 
mobile rate problem. He said: 

“1. Rates must be adequate to take 
care of losses on an equitable basis and 
provide for contingencies and a reason- 
able profit so that adequate capital funds 
are available to provide reasonably lib- 
eral markets for underwriting purposes. 

“2. Rates must be adequate to take 
care of agents’ compensation for acquir- 
ing and servicing the business. 

“3. At the same time, rates must be 
low enough to be competitive with di- 
rect - writing, non-agency companies. 
When the better risks are continually 
syphoned off by non-agency companies, 
a poorer selection is left which requires 
a higher rate for agency companies. 

“Consequently, we must all work to- 
gether to keep rates down.” 
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Progress in Retraining 
Handicapped Persons 

THEME OF DR. RUSK’S TALK 

Points to Progressive Philosophy That 


U. S. Is Adopting on Relationship 
of Society and the Individual 





Hot Springs, Va., Sept. 17—Dr. How- 
ard A. Rusk, professor and chairman, 
department of physical medicine and 
rehabilitation, New York University Col- 
lege of Medicine, a leading authority in 
his field, put the emphasis on physical 
rehabilitation of handicapped persons in 
his address here today before the 43rd 
annual meeting of the International 
Claim Association. 

He lamented the fact that “although 
we have in this country the finest in- 
stitutions in the world for medical care 
and for vocational training, outside of 
the military services and the Veterans 
Administration, there are but a small 
handful of civilian agencies and organi- 
zations equipped to provide for the pa- 
tient with a physical disability the nec- 
essary retraining in physical skills... .” 

Dr. Rusk said that in the past the 
physician thought too much about the 
physiologic and clinical aspects of the 
patient’s disability. “The vocational 
counselor too frequently thought only in 
terms of physical skills which could be 
utilized vocationally. Between the two, 
however, there is a wide area through 
which most physically handicapped per- 
sons must go when their medical care is 
completed but before they are ready to 
undergo vocational training. In this area 
lies the physical retraining in skills nec- 
essary for carrying on of the activities 
inherent in daily living... .” 

Largely Outgrowth of Recent War 


Much of the present growth of inter- 
est in extending rehabilitation oppor- 
tunities and services to the physically 
handicapped has resulted both directly 
and indirectly from the recent war, said 
Dr. Rusk. However, he explained that 
such advances are not entirely due to 
the war’s impetus, “as the growth of 
rehabilitation opportunities to the handi- 
capped is a part of a total pattern of an 
expanding national and community con- 
sciousness of social welfare which is 
reflected in similar advances in all edu- 
cation, health and social services. 
More and more we, in this nation, are 
beginning to adopt a progressive philoso- 
phy on the relationship of society and 
the individual. 

Dr. Rusk was glad to say that this 
increased interest in helping the physi- 
cally handicapped to help themselves is 
not confined to the United States alone. 
He pointed to the work of both the 
United Nations and its specialized agen- 
cies; professional groups such as the 
World Medical Association; the Interna- 
tional Confederation for Physical 
Therapy and International Conference of 
Social Work, and outstanding voluntary 
agencies, as “laying some of the firm 
foundations needed for eventual peace 
through our common interests in the 
handicapped.” 

lis closing thought was that “prob- 
ably in no other aspect of our mutual 
security have we in the United States 
bought so much with so little as in our 
international health and_ rehabilitation 
work. The $40,000,000 which we spent 
on government programs of interna- 
tional health is about the cost of ten 
large jet bombers. oy 


A. A. Miller of Milwaukee 
Died in His Office Sept. 18 


A. A. Miller, partner of the Gaedke 
Miller agency, Milwaukee, Wis., and one 
of the best known insurance men in the 
midwest, died suddenly in his office on 
September 18. 

Mr. Miller had been active in the in- 
surance business for more than 45 years, 
and had represented Maryland Casualty 
as general agent for 41 years. 

Surviving partners of the agency are 
Otto H. Gaedke and A. L. Fischer. 
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J. F. Johnston Points to Need for 
Greater Reinsurance Market in U3. 


Speaking before the September lunch- 
New York of the insur- 
committee of the Young Men’s 
John F. Johnston, pres- 
Vaughan & Johnston, 
international insur- 


eon meeting in 
ance 
Board of Trade, 
Oakeley, 
specialists in 


ident of 
Inc., 
ance and reinsurance, outlined the post- 
which have resulted in 


war conditions 


the ever-increasing need for interna- 
tional cooperation in these fields. 

Mr. theme 
reinsurance 


than 


that 
rapidly 


Tohnston’s main was 


increase more 
and 
international 


the 


must 


today ever before become a 


cooperative movement of 
growing 


started 


insurers so as to answer 
needs of the insuring public. He 
his insurance career in 1921 with Hamil- 
ton & Wade, New York brokers ; formed 


the firm of Johnston & Johnston in 
1925, and this firm was the predecessor 
to his present organization which is 


associated with Oakeley, Vaughan & Co., 
a London Lloyd’s underwriter. 


Inability of One Market to 
Absorb Large Risks 


his talk Mr. Johnston 
circumstances which, in 
the past, have created a demand for 
international insurance and reinsurance. 
He said that the industrial expansion in 
the past 40 years has created a demand 
for millions of dollars of coverage on 
a single risk, whereas previously few 
policies were issued in excess of $1,000,- 
000. This fact, coupled with the inability 
of the insurance market of any single 
nation to absorb an entire coverage of 
substantial size, brought about the pres- 


In opening 
touched on the 


ent large scale international reinsurance 
activity. Mr. Johnston pointed out that 
the security of the policyholder is sub- 


stantially improved through reinsurance, 
“since no one underwriter can suffer a 
severe, possibly crippling loss. 
Continuing, Mr. Johnston explained 
that facultative reinsurance, the earliest 
form, gave Way to reinsurance treaty 
business as the volume of reinsurance 
grew. While facultative reinsurance still 
exists today, the more permanent nature 
of treaty business, the said, has 
proved more advantageous to both in- 
surers and reinsurers. He also brought 
out that the flexibility of quota share 
coverage enables reinsurers to share in 
all or in any one or more classes of 
business of the direct writing carrier, 
while excess coverage permits the direct 
carrier to issue policies in excess of the 
amount stipulated in its reinsurance 
treaty. 
“Actually the 


speaker 


direct insurers and rein- 
surers become partners in sharing the 
risks covered, and while the direct writ- 
ing company is permitted a discount for 
the cost of administration, all profits and 
losses are shared otherwise by the ‘part- 
ners’ participating in the business,” said 
the speaker. 


Danger of Catastrophe Losses 


“The tremendous progress of Ameri- 
can reinsurers since World War J,” he 
went on, “has helped to fill the increas- 
ing need for reinsurance in this country. 
However, the danger of catastrophe 
losses in any one nation will maintain 
the international nature of reinsurance, 
since the insurance market of a single 
nation cannot undertake to provide full 
coverage against such a loss. An examnle 
lies in the claims incident to the 1950 
hurricane visited upon the Greater New 
York area. Mr. Johnston estimated that 
reinsurance coverage on these losses 
exceeded $40,000,000. 

“Once a direct writing insurer has, 
over a period of vears, covered all risks 
possible in a given area and grown pros- 
perous through sound underwriting and 
proper management, it can avoid the 
expenses and problems incident to the 
expansion of its direct business into 





other territories by reinsuring the busi- 
ness of other carriers in different areas. 
Often, such an arrangement is con- 
cluded on a reciprocal basis by direct 
writing carriers in separate territories, 
to the mutual advantage of both car- 
riers. These arrangements operate on a 
worldwide basis, so that an American 
direct underwriter, for example, may 
reinsure the risks of a direct carrier in 
Great Britain, and vice versa.’ 


Role of Reinsurance Broker 


With the development of treaty busi- 
ness came the need for brokers to bring 


together the parties to the treaty. As 
pointed out by Mr. Johnston, the rein- 
surance broker must know the reputa- 


tion, financial position, manner of doing 
business and management of insurance 
carriers throughout the world. He must 
be familiar with the rates, experience, 
and nature of risks in all parts of the 
globe. Present unsettled conditions re- 
quire from time to time ranid replace- 
ment of reinsurance markets as political, 
military and financial conditions change, 


and a detailed knowledge of world mar- 
kets must be supplemented by imme- 
diate notice of all changes which may 
alter the reinsurance picture at a 
moment’s notice. “The broker must 
travel extensively abroad and at home, 
both to assure full knowledge of the 
market conditions and to build up the 
feeling of personal confidence by under- 
writers which is required for the suc- 
cessful conduct of his business.” 

In addition to arranging reinsurance 
transactions, Mr. Johnston said that the 
broker also obtains surplus line cover- 
age for large risks which cannot be 
fully covered in a domestic market. The 
need for such coverage is particularly 
acute when coinsurance exists, since a 
deficiency in coverage would force the 
insured to bear a part of any loss to his 
property. 

“Today,” the speaker continued, “the 
reinsurance broker is faced with the 
problem of securing sufficient reinsur- 
ance to meet the demands of the ever- 
growing business being offered. Every 
effort must be extended to induce for- 
eign insurance carriers to participate in 
the reinsurance market. One principal 
obstacle has been overcome by an agree- 
ment with the currency control authori- 
ties, which have undertaken to supply 
dollars to carriers in dollar-deficient na- 
tions when dollar losses exceed the 
carrier’s dollar reserves from premium 
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collections and security investments, 
However, another obstacle, vet to be 
overcome, is the inability of the Amerj- 
can reinsurance market to accept its 
share of the international market, while 
faced with underwriting losses cz wused by 
inflation and excessive losses from lia- 
bilitv lines. The excess liability table 
provides such a small premium for ex- 
cess liability lines that the carriers are 
not able to accept the hazards offered 
to them. 

“The heart of this problem lies in the 
excessive liability awards now being 
made by the courts. So large are these 
awards that the excess coverage often 
contributes as much to the loss as does 
the primary insurance. Conversely, only 
ten years ago fully 70% of li: bility 
losses were borne by the primary cover- 
ages. It is natural, therefore, that rein- 
surers are reluctant to provide coverage 
on excess limits for the small premium 
they have been allowed. However, some 
states recently have revised their rating 
structure on excess limits, and this has 
helped the situation.” 


Difficulties in Auto Reinsurance 


One of the principal sources of com- 
plaint in this connection, said Mr. John- 
ston, is found in automobile insurance. 
He emphasized that the inability of the 
present rating formula (providing for a 
five-year review of experience) to cope 
with rocketing loss ratios in this line 
has caused the reinsurance market for 
automobile business virtually to disap- 
pear. This is despite the efforts of rein- 
surance brokers. 

Another important deterrent to poten- 
tial reinsurers of automobile liability 
business, he said, is the reserve for losses 
which must be set aside by the carriers. 
If these reserves should be revised so 
as to become adequate, probably a very 
increased underwriting loss would result. 
Naturally, the carriers are not anxious 
to be placed in such a_ position. As 


pointed out by the speaker, reinsurers 
now believe that the major part of lia- 
bility losses occur as long as five years 
after the accident happens. A reinsur- 
ance underwriter cannot undertake will- 
ingly to cover losses which may inflate 


substantially during a period subsequent 
to the actual materialization of the 
claim, since he cannot know at any time 
whether the premium he receives will be 
adequate when the loss is paid. 

In conclusion Mr. Johnston declared 
that the problems arising from world- 
wide inflation must be overcome in a 
revision of the rating and reserve struc- 
tures of both primary insurance and 
reinsurance. The automobile insurance 
situation, currently one of the most 
pressing problems, must be relieved be- 
fore the reinsurance facilities can again 
be fully available to aa class of busi- 
ness. In this connection Mr. Johnston 
said that the activities of organizations 
such as the Young Men’s Board of 
Trade can be most valuable in support- 
ing legislation aimed at greater auto- 
mobile safety. 

Subsequent to Mr. Johnston’s address, 
the meeting was onened to questions by 
the members of the insurance committee 
Mr. Johnston was assisted in answering 
such questions by W. D. Elliott, former 
deputy underwriter at Llovd’s of Lon- 
don, now. associated with Oakeley, 
Vaughan & Johnston, Inc., supervising 
the binding facilities of its Baltimore 
office. 


Joins Home’s Omaha Office 


J. Barry Loughridge, formerly special 
agent for the Home Indemnity Company 
in Minnez polis, has been transferred to 
that company’s Omaha office, where he 
will serve under the direct supervision 
of State Agent Thomas W. Caldwell. 

Mr. Loughridge, a graduate of Wash- 
ington and Jefferson College, joined the 
company in June, 1950. Upon completing 
his training program at the head office 
in New York, he was transferred as an 
underwriter to Minneapolis where he 
became a special agent in May, 1952. In 
his present capacity Mr. Loughridge will 
represent the Home Indemnity in the 
states of Iowa and Nebraska. 
























ae 
THE EASTERN —* 
UNDERWRITER 





Caruatltro 


September 26, 1952 5 


Page 53 


























PURPOSE IS TO CARE...FOR THOSE 





WHO CARE 





Weve got a job to do 


Let’s face it! These are trying times for insurance 
men... all insurance men. Rates are inadequate. 
Inflation has skyrocketed losses. Belts are being 
tightened. 

But still, people must be insured. Agents and 
brokers must be backed by strong progressive 
companies. Good service must be continued. In 
fact and if possible, service should be improved. 


That is the job we face. And the best way we 
know to do the job is to roll up our sleeves and 
concentrate our very best efforts on those who 
care... the good, careful, reasonable risks. In this 
way, those who deserve the very best . . . whether 
they be assured, agent or broker .. . will get the 
very best in protection and in service from us. 

Our purpose is to care for those who care. 


The EMPLOYERS’ GROUP Insurance Companies 


AMERICAN EMPLOYERS’ INSURANCE Co. 110 MILK ST. 
THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD. 
THE EMPLOYERS’ FIRE INSURANCE Co. 


BOSTON 7, MASS. 


For all types of Fire and Casualty Insurance or Fidelity and Surety Bonds, see your local Employers’ Group Agent, The Man With The Plan 
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useful purpose but is completely unreal- 

istic and usually fails to develop a proper 

over-all premium commensurate with the 

hazards. Interstate experience rating 

may be a bit more complicated, but it 

does provide greatly improved results.” 
Expense Provisions 

Another subject that required intensive 
consideration was that of expense pro- 
visions. The speaker brought out: “It 
was generally recognized that as the in- 
dividual risk premium increased all ex- 
pense items did not increase propor- 
tionately for most coverages. A great 
deal of study went into this problem on 
the part of both carriers and producers 
and was further augmented by an elabo- 
rate and detailed statistical analysis by 
a representative group of companies of 
their expenses by size of risk for the 
compensation, automobile and general 
liability lines. As a result expense grada- 
tion has been introduced for the com- 
pensation, automobile, general liability 
and boiler and machinery lines. This 
applies as a formal procedure in some 
states and in other states where there 
is more flexibility in the rating laws is 
applicable in a less rigid manner on an 
individual risk basis.” 

Composite Rating 

Another recent development, Mr. 
Smith continued, is that of composite 
rating which in most states may be ap- 
plied to automobile, general liability, bur- 
glary and glass insurance either sepa- 
rately or in combination. “In developing 
manual rates for standard application,” 
he said, “a wide variety of exposure or 
premium bases are used. They cover 
such things as payroll, sales, receipts, 
area and frontage, number of units pro- 
duced or handled, number of elevators, 
area of glass, etc. For each individual 
coverage they provide a sound and rea- 
sonable basis. On many risks, however, 
it is an arduous and expensive operation 
for the insurance company to determine 
a large number of various exposures, 
and it is a considerable nuisance to the 
insurance buyer. 

“Composite rating permits the selec- 
tion of a single exposure base for one 
or more of these coverages that ties in 
with the insurance buyer’s operations or 
method of doing business. It makes 
things a great deal simpler for all Dé irties 
concerned, and still provides a fair and 
equitable basis for premium determina- 
tion. A survey is made of all the risk’s 
exposures on the standard basis and the 
premium so determined is related to the 
exposure selected to determine a single 
composite rate. This composite rate is 
adjusted annually for manual or experi- 
ence rate changes, but the survey need 
only be redone when warranted by 
changed conditions of the risk.” 

“Loss Rating” an Innovation 

The speaker then called attention to 
the recent innovation of so-called “loss 
rating” which may be used for automo- 
bile and general liability risks that are 
large enough as to be essentially self- 
rated under the various experience rat- 
ing plans. He explained: “This proce- 
dure saves a tremendous amount of bur- 
densome detail work and checking on 
the part of both the carrier and the in- 
surance buyer. Under normal procedures 
the development of a composite rate for 
a large self-rated risk requires a listing 
of each unit of exposure by rate and 
territorial class with all of the various 
exposures measured by the standard 
process and then going through all of 
the experience rating calculations. 

“Under ‘loss rating’ the losses for 
standard limits (or higher limits if the 
risk is large enough) are totaled for the 
past three years, divided by the selected 
exposure base for the same period and 
then loaded for expenses. It is not only 
an extremely simple process, but it pro- 
duces the same rate as would be devel 
oped by all of the standard detailed and 
laborious calculations.” 


Retrospective Plan D 
Mr. Smith 


considers Retrospective 


§. E. Smith on Casualty Rating Trends 


(Continued from Page 50) 





RESERVES. ASSESSOR 

Opportunity for junior 
executive-level position for 
man with actual field experi- 
ence as adjuster of compen- 
sation claims and home office 
experience as examiner or 
reviewer. Should have strong 


Plan D as the most outst nding recent 
development in casualty rating, and he 
said: “This is a very flexible plan and 
goes further than anything that has yet 
been developed to provide a_ tailored 
rating basis for the type of insurance 
protection that a large number of in- 


surance buyers want for their compensa- academic background in 
tion and other third party liability haz- th ‘ sseee 
ards. It may be applied optionally to mathematics, statistics, or 


business administration; ad- 
ministrative talents. Individ- 
ual selected will be trained 
to head up unit. Salary com- 
mensurate with experience. 
All negotiations confidential. 
BOX 2122 
THE EASTERN UNDERWRITER 
93-99 Nassau St., New York 38 


workmen’s compensation, automobile and 
general liability lines separately, where 
such is appropriate, or to such lines in 
combination for those risks where both 
the policyholder and the carrier consider 
the risk in its entirety for rating pur- 
poses. It is based upon the proposition 
that for third partv lines a sizable risk 
expects, within definite selected limits, 
to pay its own way for normal run of 
the mill losses while receiving complete 








catastrophe coverage and at the same 





time the full service facilities of the 
carrier. It also provides an immediate 
financial return to the policyholder for 
effective loss prevention activities 

“It is a formula type plan whic h- means 
that minimum and maximum premium 
values may be selected to meet the re- 


plan has been developed for boiler and 
machinery insurance and may be effec- 
tively applied to sizable risks, particu- 
larly where the type of objects insured 
or the coverages are such that a com- 
quirements and operating methods of _ parativelv high frequency of losses is to 
each individual risk. Within this selected be expected. A unique provision of this 
minimum and maximum range the as- boiler and machinery plan is that a por- 
sured’s premium is determined by his tion of the inspection expense may di- 
own normal losses. If losses are reduced rectly follow the losses; thus providing 
the premium is not only reduced by the additional premium savings for good ex- 
full amount of such losses but also by perience. 
the claim handling expense and premium 
taxes thereon. Full catastrophe coverage 
is provided by excess liability limits be- 
ing rated on a guaranteed cost basis 
plus an optional provision for a single 
per accident stop loss, including allo- 
cated claim expense, for all lines com- 
bined other than workmen’s compensa-_ closely as possible tailored to meet the 
tion. A separate stop loss limit applies needs of the individual assured. What 
to each compensation accident. we are trying to do is to have a final 
“A similar formula type retrospective premium that is a fair and realistic meas- 


plans and developments have a definite 
and uniform trend toward a single goal. 
Interstate rating, experience rating, ex- 
pense gradation, composite rating and 
the various retrospective plans all work 
toward developing rates that are as 




















Underwriting Specialists 
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INSURANCE CONTRACTS 
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“All of these recent individual rating 
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ure of the hazards and expense require- 
ments of each of the various sizes and 
classes of risks, and to provide these 
charges in a way to meet the operating 
methods and protection requirements of 
individual policyholders. We have to do 
this not only to meet the provisions of 
the rating laws but also to keep the in- 
surance business healthy.” 


Booklet on Public Officials 
Prepared by Surety Assn. 


With a number of new officials to be 
elected in November throughout the na- 
tion and many others returned to office, 
a booklet just printed by the Surety As- 
sociation of America, entitled “Is the 
Public Official Personally Liable?” has 
timely significance. 

This two-color booklet gives a forth- 
right analysis of the public official’s ob- 
ligations, the personal liabilities and re- 
sponsibilities ordinarily inherent in pub- 
lic office, and suggestions for safeguard- 
ing his interest. 

The foreword to the booklet comments 
that while “it is generally understood 
that the liabilities and the responsibili- 
ties devolving upon the holder of a pub- 
lic office are real and finite, it is not 
so generally recognized that those ob- 
ligations are also personal.” It was to 
assist him in that recognition that the 
booklet was prepared. First published in 
1946, it has been brought up to date by 
the inclusion of new forms of coverage, 
such as the public employes honesty and 
faithful performance of duty blanket 
bonds. 

Special treatment is accorded in the 
booklet to the public official’s contract, 
his responsibility for deputies and em- 
ployes, his liability for burglary, robbery 
and other similar loss, his responsibility 
for public deposits, and his administra- 
tion of his office. 

Interested persons may obtain copies 
of the booklet without charge from the 
educational department of the Surety 
Association of America, 60 John Street, 
New York 38, N. Y. 


James A. Finn Promoted 
By Continental in Boston 


The Continental Casualty has ap- 
pointed James A. Finn as manager of 
its accident and health office in Boston. 
Mr. Finn has been an A, & H. super- 
visor in New England for the Continen- 
tal for the past several years. 

A native of Boston he is well qualified 
to assist producers in selling A. & H. 


coverages. 
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Elect A. E. Forrest, Jr. 
President of Company 

NORTH AMERICAN ACCIDENT 

Son of the Founder, He Joined Organi- 


zation in 1929; Worked Closely 
With Late G. F. Manzelmann 





Forrest, Jr., has been elect- 
ed president of the North American 
Accident of Chicago to succeed the 
late George F. Manzelmann. Mr. For- 
rest is the son of the company’s founder. 

A native of Chicago, and educated at 
Lake Forest Academy and University 


Alfred E. 





ALFRED E. 


FORREST, JR. 


of Illinois, Mr. Forrest joined the North 
smnerican Accident in January, 1929 fol- 
lowing graduation from college. His 
early activities in the company were 
in the agency field, assisting Mr. 
Manzelmann who was then agency di- 
rector. On January 19, 1931, he was 
elected secretary, and on October 9, 
1940, he was elected vice president to 
fill the vacancy left by Mr. Manzelmann 
on his election to the presidency. 
Subsequent to his election to the vice 
presidency, Mr. Forrest worked closely 
with the president in the field of invest- 
ments and in the general manxz igement of 
the North American Accident. He is a 
member of the University Club of Chi- 
cago, and the Lake Geneva Country 
ub. 


Hazel E. Boostrom Now Secretary 


Hazel E. Boostrom, formerly assistant 
secretary of the company, was elected 
secretary earlier this month to fill the 
vacancy left by Mr. Forrest when he 
was elevated to the presidency. 

Miss Boostrom’s entire business ca- 

reer has been with the North American. 
As secretary and assistant to the late 
George F. Manzelmann, she acquired 
a knowledge of man wgement problems. 
She is widely known to the company’s 
fiel< d force. When Mr. Manzelmann was 
appointed agency director of North 
American, Miss Boostrom was employed 
as his secretary, and kept pace with his 
rise to the presidency. She Was appoint- 
ed assistant secretary in July, 1947. 
_ A native of Minnesota, Miss Boostrom 
1s a member of the women’s division of 
the Chicago Accident & Health Associa- 
tion and the business and professional 
women’s board of Northwestern Univer- 
Sity Settlement. 

Other officers elected were ego R. 
Neal, vice president and counsel; Robert 
D. Wisely, vice president- treasurer r, and 
S. Robert Rauwolf, agency vice president. 





Arizona, 





A. & H. Club Round Table 


Julius L. Ullman, executive vice 
president, W. L. Perrin & Son, Inc., 
New York, as chairman of the New 
York A. & H. Club’s luncheon com- 
mittee, calls attention to the twice-a- 
month get-togethers at the Chamber 
of Commerce, Liberty Street, to which 
members of the A. & H. fraternity 
are cordially invited. These luncheons 
are regularly held throughout the 
year on the first and third Wednes- 
days of each month. They provide 
an opportunity for good fellowship 
and exchange of ideas on a_ non- 
competitive basis. Mr. Ullman says 
that out-of-town as well as New York 
A. & H. men are welcome at all times. 


Expect Cash Sickness Laws 
To Be Widely Sought in 1953 


Despite the fact that no new compul- 
sory cash sickness laws have been en- 
acted since 1949, bills to provide such 
benefits to wage earners unable to work 
because of non-occupational illness or 
other disability are likely to be intro- 
duced in at least 19 state legislatures 
next year, a survey indicates. 

States in which cash sickness legisla- 
tion has been sought unsuccessfully in 
the past but probably will be proposed 
again during 1953 include Alabama, 
Arizona, Connecticut, Florida, Illinois, 
Indiana, Maryland, Massachusetts, Mich- 
igan, Minnesota, Montana, New Hamp- 
shire, New Mexico, Nev rada, Ohio, Penn- 
sylvania, Washington, West Virginia 
and Wisconsin. 

During the comparatively few legis- 
lative sessions held during 1952, pro- 
posals for TDB laws were rejected in 
Massachusetts and Michigan, 











while maximum benefits under such 
laws were increased from $26 to $30 a 
week in both New Jersey and New York. 
A bill to tighten up the administration 
of the Rhode Island law was rejected 
this year, 

The laws of the four states which 
have adopted cash sickness benefits pro- 
grams differ in a number of significant 
respects, although their basic aim is the 
same. Rhode Island, which in 1943 be- 
came the first state to enact such a law, 
provides benefits through a state fund 
only, while the laws subsequently en- 
acted in the other three states permit 
use of private insurance plans. Another 
of many differences is that the New 
York law is administered by the chair- 
man of the State Workmen’s Compen- 
sation Board, while in other states ad- 
ministration of cash sickness benefits is 
tied in with the unemployment setups. 


New York Brokers Join 
In Safety Council Work 


The Greater New York Insurance 
3rokers Association, Inc., of 1,000 in- 
surance brokers in the metropolitan area, 
has joined hands with the Greater New 
York Safety Council in the promotion 
of its accident prevention program, it is 
announced by Reginald M. Cleveland, 
council president. A age’ statement by 
Mr. Cleveland and John A. Dietz, chair- 
man of the — and prevention com- 
mittee of the Greater New York Asso- 
ciation, said that the association will 
cooperate actively in the council’s acci- 
dent reduction campaign through use by 
the individual brokers of educational 
safety material. Herbert J. Pohs is presi- 
dent of the association. 

The joint statement said: “The asso- 
ciation has become a member of the 
Greater New York Safety Council so as 
to be able to cooperate in the fullest 
way in the effort to reduce accident 
frequency in all fields. The association 
and. its members will take advantage of 
the various services which the council 
can provide.” 
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The Largest Exclusive Health & 
Accident Company in the World 
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The Red Tape! 


There’s nothing bureaucratic about the folks at MUTUAL OF 
OMAHA. When a policyowner has a claim, he wants action, 


MUTUAL OF OMAHA maintains 
110 service offices, located at convenient points throughout the 
United States, Canada, Alaska and Hawaii... to facilitate 
direct, prompt, local service and payment of benefits. In 1951 
MUTUAL OF OMAHA sent out 675,918 benefit checks... 


over a million dollars a week! 


424 million dollars paid in benefits in its 42 years of operation. 
A fine company to buy insurance from ... and a fine company 
to sell insurance for. 
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Hoosier Casualty Has 
General Agents’ Meet 


ANNOUNCES FOUR NEW POLICIES 


Sees 1952 as Biggest Production Year; 
Vander Werf Heads General Agents’ 
Association 


Four new policy forms were intro- 


duced by the 
additions to its 


Hoosier Casualty Co. as 
portfolio of sickness, 
accident and hospital policies at the re- 
meeting held at 
Indianapolis. 


cent general agents’ 
Hotel Severin, 
general agents of the company 


Thirty-six 
and their 
associates from nine states attended and 
were stimulated by the assurance from 
home office officials that the 1952 pre- 
mium volume trend indicates that Hoo- 
sier Casualty will show this 
greatest production increase in history. 
New officers elected by the General 
Agents’ Association at this meeting are 
A. Vander 


Smead who 


year its 


as follows: President — John 
Werf, succeeding Edward L. 
became chairman of the board; vice 
president—Homer E. Crain; secretary- 
treasurer—Orlin E. Kirkman, and Karl 
E. Rothrock was elected to the 
of directors. 

Representing the home office at the 
gathering were V. M. Ray, president; 
Milo H. Doerfler, vice president; A. J. 
Wrege, secretary-treasurer; C. Norman 
Green, manager of the health and acci- 
dent department; Charles E. Ray, as- 
sistant manager; Harold A. Moore, su- 
perintendent of A. & H. claims; R. E. 
Eppich, supervisor of A, & H. underwrit- 
ing, and E. C. Acree, comptroller who 
presented figures on the company’s 
financial condition and growth. 


board 


Features of New Policies 

Drawing upon its years of experience 
in the hospital insurance field, the 
Hoosier Casualty has developed two new 
hospital expense policies, one for indi- 
viduals and the other for families. Out- 
standing features of the new contracts 
are an increase in the number of days 
for which hospital room and board ex- 
penses will be paid, the limit having 
been raised from 45 to 100 days. Other 
higher limits are included, i.e., $15 per 
day for hospital room and board; $300 
for surgical operations; $150 for miscel- 
laneous service charges; $150 for mater- 
nity (in the family policy), and $9) for 
medical attendance while in the hospital 
on a non-surgical case. The maximum 
age limit for new business is 75 years for 
both male and female risks. The poli- 
cies are on an “expense-incurred” basis. 

Two new loss-of-time policies, also 
introduced to the general agents, were 
described as follows: One is a non- 
classified, non-prorating policy for em- 
ployed men and women, to be written 
only on the basis of $25 or $50 per 
week, depending upon income. Benefits 
are payable for 52 weeks in case of 
accident and 26 weeks in case of sick- 
ness. The other a eseihed: non-prorat- 
ing policy for employed men and women, 
paying for five years for accident and 
one year for sickness. These two poli- 
cies cover loss of time, accidental death 
and dismemberment, and non-disabling 
injuries only, but optional expenses cov- 
erages are available in companion poli- 
cies. 

The Hoosier Casualty is doing busi- 
ness in four of the states where the 
new uniform policy provisions law has 
been enacted, so for the benefit of its 
general agents from those states, a por- 
tion of the business sessions of the 
meeting was devoted to an_ explana- 
tion of the new uniform provisions in- 
cluded jn the Hoosier’s four new poli- 
cies. 

Social features of the meeting in- 
cluded an informal stag party the night 
before the first business session, a cock- 
tail party and buffet dinner the evening 
of the first business day and a “fare- 
well” luncheon which concluded the pro- 
gram of events. 
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National CPCU Society 
Reelects Teaf as Pres. 


3-DAY ANNUAL MEET IN ST. LOUIS 
Dr. H. J. Loman Presented CPCU 

Pledge and Designation to 66; Semi- 

nars, All-Industry Luncheon Held 

E. Adrian Teaf, president, E. Adrian 
Teaf & Co. of Philadelphia, was _ re- 
elected president of the Society of Char- 
tered Property & Casualty Underwriters 
on the closing day of its three-day ninth 
Hotel Jefferson, St. 


annual meeting at : 
Other ofhcers 


Louis, September 19. 
elected were as follows: 

Vice President, Deane W. Merrill, 
partner in Thoms- Merrill & Co., Newark 
agency; secretary, M. L. Landis, counsel, 
Central Mutual of Van Wert, Ohio, and 
treasurer, G. E. Myers of W. A. Alex- 
ander & Co., Chicago. Elected to the 
board of directors were: D. H. Chad- 
wick, assistant secretary, Atlantic Mutual 
of New York; George G. Gibson, state 
agent, London & Lancashire at Louis- 
ville, Ky., and K. M. Hough, resident 
vice president of Anchor Casualty at Los 
Angeles. 

The three-day gathering attracted 250 
CPCU’s from various parts of the United 
States and 108 women. The all-industry 
luncheon on September 18, addressed by 
John C. Penney, chairman of the board, 
J. C. Penney Co. of New York, was at- 
tended by 800, including members of the 
Insurance Board of St. Louis, the Asso- 
ciated Industries of Missouri and St. 
Louis Chamber of Commerce. 

Dr. Loman Urges Greater Community 

Activity 

At this luncheon Dr. Harry J. Loman, 
executive vice president and governor of 
the Insurance Institute of America and 
dean of American Institute for Property 
& Liability Underwriters, Inc., gave the 
CPCU pledge and designation to 66 of 
the 187 designees of 1952. Designees un- 
able to attend this gathering will receive 
their certificates at 10 regional gather- 
ings to be held in the next several weeks. 





Dean Loman impressed upon his 
CPCU audience the necessity for insur- 
ance people to take greater interest in 


their communities. “Too long have they 
neglected to participate in civic affairs,” 
he said. “Don’t make that mistake.” 
He also urged that they should “main 
tain a high standard of ethics in all your 
insurance activities.” 

Elmer D. English, vice president, In 
surers Service Corp., and president of 
the St. Louis chapter of the CPCU, pre 
sided at the luncheon. Orron D. Evans 
of Standard Underwriters Agency and a 
past president of the Insurance Board 
of St. Louis, gave the invocation, a 
privilege usually reserved for a clergy- 
man. E .L. Werner, president, Insurers 
Service Corp. and the first CPCU in 
Missouri, back in 1944, and the initial 
head of the St Louis chapter, presented 
the guest speaker, Mr. Penney, and out- 
lined his various accomplishments in 
the business world and his many philan- 
thropies 

The CPCU conferments at this lunch- 
eon brought the membership in the Na- 
tional Society to a total of about 770. 

J. C. Penney on Responsibility 

“Responsibility: The American Way” 
was Mr. Penney’s theme and he stressed 
especially a return to the old-fashioned 
American family life. He said that one 
of the major jobs of American citizens 
is to concern themselves with what is 
roing on in our government. “By this 

lo not mean indulging in what has 
become the popular American pastime 
known as panning the government,” he 
said. “No good purpose is served by 
that, and we only admit our own fault 
in not producing for ourselves the kind 


ae 


of government we want. But we should 
observe and scrutinize what our repre 
sentatives are doing, protest to the 
proper quarters when we disagree, and 
when the time comes, see to it that 
changes are made. Let us never forget 
for one instant that this is our govern- 
ment. We make it. We can change it 
Let us not destroy ourselves by selling 


America short—and that goes for our 
government, too. Let us realize that we 
have a job to do, and that this job can- 
not be done without unity.” 


Seminars Arouse Keen Interest 


The three-day program opened with a 
series of seminars that were closed to 
all but CPCU’s. The first seminar on 
September 17 dealt with “The Develop- 
ments in Multiple Peril Policies on Per- 
sonal-Residential Lines.” Gerald _ E. 
Myers, W. A. Alexander & Co., Chi- 
cago, presided. This session lasted al- 
most three hours. 

Thomas J. Yborra, superintendent, 
production division, North America Com- 
panies. discussed the multiple peril poli- 
cies recently filed in Pennsylvania, while 
J. Folger Allen, vice president of Liberty 
Mutual in San Francisco, explained the 
operation and beneficial aspects of Cali- 
fornia’s law which permits the use of 
a true multiple peril policy. 

The mechanics of selling, underwriting 
and coding the multiple peril policies for 
home owners offered in California by 
the Founders Insurance Co. was ex- 
plained by William E. Brady, Jr., its 
branch manager in San Bernardino, Cal. 
He said that the coding of the broader 
of the Founders’ multiple peril policies 
is no small task, as each code or classi- 
fication of the component coverages of 
all-risk on the dwelling must be consid- 
ered. 

Garret W. Roerink, analyst of Ameri- 
can Insurance Group, Newark, and presi- 
dent of the New Jersey Chapter of 
CPCU’s, discussed the survey on resi- 
tial multiple peril policies conducted by 
his chapter among all CPCU’s several 
months ago. The result of this survey 
served as a source of basic information 
on the possibilities in multiple peril cov- 
erages 

John D. Phelan, vice president, Ameri- 
can States of Indianapolis, served as 
the moderator of this seminar. Ella R. 
Lyons, proprietor of E. D. Lyons Insur- 
ance Agency, Detroit, served as auditor. 
Others who participated in the discussion 
were Robert M. Babbitt, assistant vice 
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president, Joyce & Co., Chicago; and 
William H. Rodda, secretary of Trans- 
portation Insurance Rating Bureau of 
Chicago. 

At noon, September 17, C. Lawrence 
Leggett, Missouri Superintendent of In- 
surance, Jefferson City, welcomed the 
CPCU’s to Missouri. “The significance 
of the CPCU designation means better 
service to the insurance buying public,” 
he said. “This is an objective with which 
I am heartily in accord.” He added that 
the standards and educational program 
of the American Institute for Property 
and Liability Underwriters, Inc., are high 
“and your examinations are no mean 
task. You can be proud of the CPCU 
designation.” 

Romans on Public Relations 

That afternoon a seminar on “Today’s 
Public Relations Can Shape Our Fu- 
ture” was held. “A public relations pro- 
gram founded on any basis other than 
human relations must flounder,” Joseph 
J. Romans, assistant Royal- 
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Liverpool Insurance Group’s marine 
branch, New York City, told the CPCU’s, 
He emphasized the essential ingredients 
of all public relations programs—the hu- 
man element—people. He then pointed 
to the basic importance of good public 
relations for the insurance industry. 
“Neither an individual nor a company 
can live in a vacuum,” he declared. “We 
depend upon others, and so must our 
companies, brokerage offices and associa- 
tions, if they are to survive.” 

Mr. Romans emphasized that there 
must, of course, be a good story to tell 
of efficient, courteous service to the pub- 
lic. Good public relations cannot be built 
unless the company acts in the interest 
of the public, nor can it succeed without 
the enthusiastic support of all con- 
cerned.” 

3efore closing Mr. Romans offered 14 
suggestions for CPCU’s to follow in 
forwarding the industry’s public relations 
work. He called for better employer- 
employe relations, the nurturing of all 
insurance educational activities, training 
of representatives, house magazines for 
employes and for agents and _ brokers. 
He advocated that the company office 
building be opened to families and 
friends on special event days, and that 
the trade and business press be used “to 
tell about your accomplishments. En- 
courage employes to be active in their 
communities. Work with your competi- 
tors—they are like the fellow at the next 
desk who will be inspired by what you 
do and how you do it.” He also asked 
for more study of current problems and 
“prompt action” after the study is com- 
pleted. Finally, he warned insurance men 
against living in an ivory tower. 

Moderator of this seminar was 
Charles M. Patrick, proprietor of the 
C. M. Patrick Insurance Agency, Dallas, 
Tex. The auditor was Walter Strauss, 
Royal-Liverpool Group, New York. 


Reinsurance Panel 


Myers 


On September 18, Gerald E. 
presided at a seminar on “Reinsurance, 
dealing with the problems of large and 
small insurance companies engaged in 
fire, marine, casualty and multiple line 
operations. Moderator was F. Harman 
Chegwidden, vice president—treasurer of 
Camden Fire. The first speaker, Mr. 
Chegwidden discussed “The Producer's 
Stake in Reinsurance,” noting that the 
real growth of reinsurance has taken 
place in the past 100 years. He con- 
tended that the practice of reinsurance is 
beneficial to the policvholder because it 
creates additional financial backing be- 
hind his policies, and to the reinsured 
company because in that manner it can 
reduce its liability to within its financial 
capacity. The company assuming rein- 
surance is likewise benefited in that 
through such reinsurance it spreads its 
risks. 

Its effect on producers is indicated by 
the tight reinsurance market for casu- 
alty covers that is felt today by nearly 
everyone writing automobile _ policies. 
William F. Seitz, secretary, Houston 
Fire & Casualty, discussed “Excess ot 
Loss Reinsurance in Relation to Infla- 
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tion.” He related how Texas rate mak- 
ing authorities through the cooperation 

of several Texas companies devised a 
temporary solution to alleviate the loss 
ppesed by inadequate increased limit 
facto 

Sooald H. Chadwick, assistant secre- 
tary, Atlantic Mutual, spoke on “Evalua- 
ting a Reinsurance Program.” He said 
the November, 1950, hurricane which 

produced more than $150, 000,000 in losses 
Seed attention on one of the primary 
purposes | of reinsurance, that of cushion- 
ing the force of catastrophic losses. It 
led to a general review and evaluation 
of reinsurance programs, he said. 

“Reinsurance, if well designed, should 
operate like the shock absorbers on a 
car,’ he continued, “and smooth over 
the rough spots. But it must be well de- 
signed and founded on a_ thorough 
knowledge of the types of covers avail- 
able.” 

He brought out that in evaluating a 
reinsurance program three basic func- 
tions of reinsurance should be consid- 
ered: (1) To relieve the company from 
the necessity of maintaining large ne= 
serves: (2) reduce the possibility of vio- 
lent fluctuations of claims records; (3) 
assist over development stages of intro- 
ducing new coverages, i.e., new package 
policies such as manufacturers’ output. 

G. S. Collier, underwriter, Reinsurance 
Corp. of New York, discussed “Profes- 
sional Reinsurance in the United States,” 
saying that 1952 is the centennial of pro- 
fessional reinsurance. More than $100,- 
000,000 in premiums are handled by pro- 
fessional reinsurers. He further brought 
out several reasons why companies re- 
quire the facilities of professional rein- 
surers such as (1) The professional rein- 
surance market provides a means of get- 
ting completely free of surplus liabili- 
ties; (2) it is common when direct writ- 
ing companies exchange business to find 
that after ceding off a surplus line that 
you have received one on the same risk 
as reciprocity; (3) the details of a com- 
pany’s business are not available to com- 
petitors and also professional reinsurance 
companies can operate on a small margin 
of profit because they can largely elimi- 
nate detail. 

Mr. Collier said that the American re- 
insurance market today is absorbing a 
larger share of the business, providing 
authorized reinsurance in companies 
easily available for consultation and rela- 
tively more secure than reinsurance in 
foreign countries which may be subject 
to current devaluations, or possibly the 
disruption of another war. 

Seminar on Siting Valuations 

At the seminar “Establishing of Build- 
ing Valuations,” based on a_ research 
project by the members of the Pacific 
Chapter of CPCU, C. M. Patrick, Dallas, 
presided. The moderator was Barton W. 
3rown, vice president, Atlas Insurance 
Agency, Beverly Hills, Cal., and the au- 
ditor, Otto P. Freilinger, chief engineer, 
W. A. Alexander & Co., Chicago. The 
speakers and discussion leaders were W. 
E. Winebrenner, manager, American In- 
ternational Underwriters, Inc.. Los An- 
geles, and William E. Brady, Jr., branch 
manager, Founders Insurance Co. at San 
Bernardino, Cal. 

Thursday afternoon Mr. Patrick also 
presided at a seminar on “Risk Analysis 
and Survey Work,” which dealt with 
smaller risks in the commercial and in- 
dustrial fields. Frederick J. Flynn, Jr., 
insurance counselor, New York City, 
served as moderator. 

Henry K. Duke, agent at Cumberland, 
Md., presented “Selling the Idea of a 
Survey to a Policyholder or Prospect 
and Analyzing the Exposure to Loss.” 
John B. Walker, manager, survey de- 
partment, Fidelity & Casualty, discussed 
“Designing the Insurance Program and 
Reviewing the Present Coverage.” John 
B. Roach, manager of the Summer 
Agency, Inc., Chicago, spoke on “The 
Preparation of the Report.” 

Then the “Actual Presentation of the 
Report and Subsequent Sales Problems” 
was presented by Eldridge Freeman, 
partner, Freeman, Toro & Co., insurance 
broker, Philadelphia. 

A seminar on “Self Insurance” was 
also conducted. Gerald E. Myers of W. 
A. Alexander & Co., Chicago, presided. 


Crafts Appeals to ABA 
To Fight High Verdicts 


FLAYS PLAINTIFF’S ATTORNEYS 


Fireman’s Fund President in Challenging 
Address Urges Bar Assn. to See That 


Justice Is Done in Courtrooms 


In a challenging address. “What Will 
the Verdict Be?” at the American Bar 
Association’s 75th annual meeting last 
week in San Francisco, James F. Crafts, 
president of the Fireman’s Fund, pleaded 
with the nation’s leading attorneys to 
help in correcting “the all too frequent 
runaway attitude of the courts and 
juries” which is playing hob with auto- 
mobile insurance rates. 

Mincing no words, Mr. Crafts asked 
his ABA audience “to do whatever you 
can to help restore, wherever necessary, 
dignity, justice and fair play to the 
courtroom.’ 

The year 1952 may well be a year of 
decision for automobile insurance under- 
writers, Mr. Crafts declared, and the 
distressing facts brought out in his ad- 
dress went far to substantiate that state- 
ment. 

Fees of Plaintiff’s Attorneys 

In particular the speaker asked the 
ABA insurance section before which he 
spoke, to give considers ation to the rela- 
tionship that attorney’s services have to 
the awards and claim setlements that 
are being made today. He put these 
questions: “Is the usual 3314% to 50% 
contingency arrangement equitable and 
can it be defended? Should the standard 
of income of plaintiff’s attorneys be sev- 
eral times that of the average of out- 
standing members of the bar? You may 
suggest that the answers to these ques- 
tions are none of my concern. I remind 
you that legal contingency fees are in- 
cluded in jury awards and become part 
of the loss cost which goes into the 
makeup of the premium charged by in- 
surance companies.” 

Mr. Crafts agreed that “labor is 
worthy of its hire” is an axiom in our 
private enterprise system. But he sub- 
mitted that contingency arrangements 
might well be the subject of study and 
research, especially when awards and 
settlements exceed a reasonable mini- 
mum. “It would not be a novel assign- 
ment,” he said, “for in English jurispru- 
dence the jury determines the award to 
the plaintiff.”. He further asked: 

“Is it beyond the bounds of reason 
or of public interest to suggest that jury 
members in considering a verdict against 
a defendant in an automobile case should 
be informed as to the arrangements un- 
der which counsel is participating. In 
out-of-court settlements, required to be 
approved by the court, some judges have 
the intestinal fortitude to inquire into 
the contingency fee arrangement. The 
result generally has been disappointing 
to the plaintiff's attorney. Does this not 
provide food for thought ? [di 


Corrective Measures Needed 


Mr. Crafts then brought out that “in 
our quest to find some of the answers 
to our automobile underwriting problems, 
we have researched sufficiently to war- 
rant the statement that most accidents 
resulting in injuries are not due to de- 
fects in motor vehicles. It is the human 
element that brings about death and 
destruction and much of it could be elim- 
inated. Excessive speeds, lack of en- 





The moderator was A. Hawthorne Crid- 
dle, vice president treasurer, Osthei- 
mer-Walsh, Inc., Philadelphia. The dis- 
cussion revealed the development of poli- 
cies and rating programs by insurance 
companies to reflect the loss experience 
of individual insureds, placing the large 
insured in a position approaching that of 
a self-insured. Also discussed were the 
types and plans of reinsurance adopted 
for self-insurers showing the field of 
profitable operations available to insur- 
ance companies which underwrite self- 
insured risks. The discussion also 
touched on the comprehensive service re- 
quired to control the self-insured’s ex- 
posure. 
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forcement of traffic laws, failure to im- 
prove highways and carelessness and 
reckless chance-ti aking by our drivers are 
all important factors in the drama which 


is being enacted 24 hours a day, every 
day of the week. 
“Our business has taken an _ active 


part in safety programs but we need the 
help of every thinking American, in- 
cluding the leadership of the legal pro- 
fession, in bringing about a_ greater 
recognition of the importance of driver 
training, law enforcement, periodic motor 
vehicle inspection, codification and im- 
provement in our traffic laws, and mod- 
ernization of our highways.” 

Mr. Crafts did not doubt that the busi- 
ness of insurance, which survived the 
enactment of workmen’s compensation 
laws, can and will survive a drastic 
change in the procedure by which dam- 
ages arising out of the use of the auto- 
mobile are determined. “However,” he 
declared, “a particularly important phase 
of the situation appears to be, how will 
the public—including the legal nrofession 
—fare? 


Threats cf State Intervention 


This brought Mr. Crafts to a consid- 
eration of the forces which suggest that 
automobile insurance will receive atten- 
tion from the legislatures of the states 
in the near future. He said: “First, 
there is the obvious fact that underwrit- 
ers cannot go on indefinitely paying out 
in claim costs and expenses millions of 
dollars more than they collect in pre- 
miums for insuring automobiles. Second 
is the part insurance plays in the higher 
cost of owning and oper rating an auto- 
mobile. Current premium levels, made 
necessary by high claim costs, are now 
major items in the average family’s bud- 
get. Third is the rising tide of indigna- 
tion over the uninsured motorist. 

“In bringing to vour attention these 
threats of state intervention, I hasten 
to record my strong opposition to any 
attempt to control or supervise the tra- 
ditional freedom in settling third party 
claims, but I must warn you that the 
public is becoming alarmed over today’s 
conditions and especially over the sub- 
stantial increase in insurance costs. Thus 
it becomes our duty to give them the 
facts. 

“Some misguided individuals think the 
problem can be solved by some form of 
compulsory insurance. They are con- 
scientious in their thinking as respects 
the uninsured motorist, who in many in- 
stances is the hazardous ‘hot rod’ of the 
highways, the chance-taker on curves 
and turns, who is allowed to endanger 
the lives and property of the American 
people. 

“However, I submit that there is but 


Huff Succeeds Reeves as 
Joyce & Co. President 


Charles H. Burras, chairman of the 
board of Joyce & Co., Chicago, General 
Insurance Agency, announces the _ fol- 
lowing executive changes 

Harry T. Huff has been 1 elected presi- 
dent succeeding H. Edward Reeves, who 
resigned to accept the presidency of 

3rink’s, Inc. Mr. Reeves is retaining a 
financial interest in the agency where he 
has been associated as an officer since 
1920. Mr. Huff joined the agency in 
1930 as vice — 

Robert M. Babbitt, Jr., who has been 
active in insurance educational societies 
for many years, has been elected vice 
president and Lowell A. Barr and Robert 
H. Lynn have been elected assistant vice 
presidents. 


Liberal, Flexible Plans 


PROFESSIONAL 
INDUSTRIAL GROUPS 


“Income Disability and Hospital 
Expense Plans. 
*Up to $100 Weekly on Pro- 
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Groups. 
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W.Va.,N.C.,Fla., and Washington, D.C. 
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one inevitable step from compulsory in- 
surance to a schedule of payments and 
liability without fault. Under such a 
program the private enterprise system 
in the insurance field will disappear and 
some form of compulsory or monopolis- 
tic state insurance will be called upon to 
fill the void. With state insurance will 
come all the evils of government in busi- 
ness and the expense of operation paid 
out of taxes... .” 

In closing Mr. Crafts reiterated: “We 
have the right to expect that there will 
be chosen from among you judges who 
will shoulder their responsibilities to the 
litigants and the public, to the end that 
substantial justice will be done in court- 
rooms. 


Opens N. Y. Bonding Dept. 


Providence Washington Indemnity has 
opened a fidelity-suretvy department in 
its New York City office at 59 John 
Street. 

The department is under the manage- 
ment of James F. Joyce and under the 
supervision of General Manager Roy E. 
Carr. 

A graduate of Fordham University, 
Mr. Joyce has had 13 years experience 
in the bonding business. He has been 
associated with the Marvland Casualty 
for approximately 10 years. Recently he 
was bonding superintendent in the New 
York metropolitan office of Phoenix 
London Group. 


DENVER APPOINTMENT 
Theron J. Nelson has been appointed 
special agent at the Denver branch office 
of American Surety. He is a graduate of 
the University of Utah and a veteran 


of World War II. 
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W. EUGENE ROESCH DEAD 


Former Insurance Journalist Was 20 
Years With Spectator; More Re- 
cently a Country Editor 
W. Eugene M. Roesch, well known in 
insurance journalism for two decades, 
suddenly died in Jeffersonville, N. Y., last 
week. There he was editor of the Sulli- 
van County Record, a paper published by 
T. J. V. Cullen who is editor of the 
Spectator. He had occupied the post 
only a short time, but had joined the 
Sportsman Club there and intended be- 
coming affiliated with all of the local 

civic affairs. 

Mr. Roesch was the son of a judge 
who had been prominent in Democratic 
political circles and who died some years 
ago. With The Spectator he had occu- 
pied numerous posts, including managing 
editor, western manager and principal 
writer on c agen! matters. At one time 
—and before the Wall Street debacle of 
1929—he was vice president-secretary of 
Equitable Casualty & Surety in New 


York. His late brother Joseph was coun- 
sel for Preferred Accident. Another 
brother, George, is a lawyer in Goshen, 
NW: YY. The funeral was held on Monday 
of this week at St. Columba’s Church, 
Chester. 


In addition to his brother, Mr. Roesch 
was survived by his daughter, Mrs. Mark 
Phillips of Miami, Fla. Cause of his 
death was a heart attack. 


Newlands on British Methods 


(Continued from Page 20) 


satisfactory check on individual compa- 
nies and effectively protect the policy- 
holders’ interests. It has so worked out 
in practice as there has been no failure 
or insolvency of British insurance com- 
pany in the time Mr. Newlands has 
been in the business. 

Tn 1946 the 1909 Act was amended and 
a “margin of solvency” was set up. Each 
company had to have a minimum paid-up 
share capital of $140,000. The assets 
must exceed the liabilities by whichever 
is greater of the following: (a) $140,000 
or (b) one-tenth of the general premium 
income, except life, of the company in 
its last preceding financial year. If a 
company complied with the margin of 
solvency it need make no deposits. If its 
assets fell below this margin the Insur- 
ance Department is authorized to ask 
the courts to wind up the company— 
(margin of solvency does not apply in 
first two years of company’s existence). 

The 1946 Act also, for the first time, 
made provision for the committee of 
Lloyd’s submitting accounts for its mem- 
bers, carrying underwriting premiums 
into a Trust Fund and for the audit of 
underwriters’ accounts. 


The Automobile Insurance Situation 


Mr. Newlands also discussed the laws 
regard ing licensing, use and compulsory 
insurance of motor vehicles. The Road 
Traffic Act 1930 made it compulsory for 
automobile owners to carry insurance 
against Public Liability risks and also 
regulates the use of all automobile vehi- 
cles on public highways. One part of 
that act deals with compulsorv insur- 
ance while other parts deal with high- 
ways and pedestrian crossings, licensing 
of public service vehicles, services run 
by local authorities and forgery of li- 
censes and certificates. é 

The Road Traffic Act of 1934 tight- 
ened the provisions as regards speeding, 
reckless driving and introduced driving 
tests, etc. In addition it prohibits the 
insurer from repudiating liability under 
his certificate even though the policy 
restricts the insurance in such cases as 
age or physical or mental condition of 
person driving, condition of vehicle, 
number of persons carried, etc. Also, it 
makes the position clear that the bank- 
ruptcy of the insured shall not defeat a 
third party claim. It also sets down 
provision as to damage and payments of 
emergency treatment. 

“After 22 years of compulsory insur- 








ance the British insurance industry has 
adapted itself to these laws w hile retain- 
ing the right to run their own business 
and to fix the premiums necessary to 
provide the cover 
“The companies 
arouse public resentment by refusing in- 
surance to any member of the public for 
arbitrary reasons and the successful 
working of compulsory insurance is a 
tribute to the self regulation of the busi- 
ness in Great Britain.” 


THIS 


1949 $2.278,000.00 
1948 $1.993,.000.00 
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Uniform Laws 


Mr. Newlands emphasized how much 
easier it has been to enact and apply 
uniform laws of this kind in Great Brit- 
ain than in the 48 states here. “I am not 
advocating compulsory insurance here,” 
he said. “Our present approach by 
means of State Financial Responsibility 
laws is better suited to our conditions. 
Any extension of Federal or state con- 
trol over the insurance business would, I 
believe, be a bad thing. Conditions 
here are so different from those in Great 
Britain that this is one case in narticular 
where their methods would probably not 
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1946 $1,304,320.00 


1945 $893,226.00 
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work.” 

British Agency System ax 
the British insurance agent does no 
more today. Most of the companies 
business is received from what are called 
“part - time” agents who are bankers, 
lawyers, accountants, real estate dealers 
and auto salesmen. They receive a com- 
mission of from 10% to 15%, do not issue 
policies or endorsements, do not rate 
risks. They are not licensed; pass no 
examinations, make no pretentions to 
knowing the technical details of the 
business. Due to the uniformity of con- 
struction it was possible up to about 
80 or 90 years ago to rate risks in a 
broad general classes without in- 


Discussing differences in selling and 
servicing the business Mr. Newlands 
said that basically this is due to wider 
functions and_ responsibilities of the 
American insurance agent as compared 
with the British insurance agent. In 
Britain there is uniformity of construc- 
tion, practically no frame construction 
as the buildings are built either of brick 
or stone and roofed with slates or tiles. 
In the early days when companies were 
formed in Britain they received “applica- 
tions” for fire insurance and they wanted 
such applications to be “recommended” few 
by men of integrity, probity and stand-  specting them. As the years went by 
ing in the community where the appli- industry grew, transportation improved 
cant lived—largely local bankers, local when railroads expanded, and the Brit- 
lawyers, local merchants. These men ish companies began establishing branch 
were appointed “agents” to receive ap- offices in larger cities and towns. They 
plications and to recommend them to the sent branch office inspectors who serv- 
company. With one or two exceptions iced the part-time agent, helped him get 
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business, dealt with complaints. Under 
the British agency system the agents 
have always permitted the companies to 
vain directly with the insured and the 
law does not recognize any legal interest 
in an agent’s renewals as it does in this 
country. 


Acquisition Cost About the Same 

With the great industrial growth and 
complexities of modern business a lim- 
ited number of agents have grown up in 
Great Britain who perform. services 
closer to those of the American agent 
and who service their insureds differ- 
ently than do the part-time agents. These 
full-time agency firms, or brokers, as 
they are called in Great Britain, usu- 
ally handle only larger industrial risks 
as it would not be economic to seek 
out the smaller fire lines. They are paid 
the same rate of commission as_ the 
part-time agents get. 

“It is interesting to note,” said Mr. 
Newlands, “that despite the wide differ- 
ences in methods and the agency com- 
mission payments the total acquisition 
cost of British companies appears to be 
about the same both in this country 
and elsewhere in the world. In other 
words, it costs the companies as much 
to service the public and part time agen- 
cies by field men working out of branch 
offices as it does to pay American agen- 
cies higher agency commissions to per- 
form these duties.’ 

Mr. Newlands desc ribed rate making 
in Britain. All the various local associ- 
ations are under the control of one fire 
rating organization, the Fire Offices 
Committee which includes in its mem- 
bership all stock companies both direct 
writing and reinsurance. Members of 
FIC are known as._ tariff companies. 
Those which do not wish to adhere to 
its rates and regulations are known as 
non-tariff companies. The latter write 
about 5 to 10% of the total fire business. 
A similar organization is called Fire Of- 
fices Committee (Foreign) which deals 
with all business outside Great Britain 
except Canada and the U.S. in which 
countries the British companies have 
completely identified themselves with 
Canadian and American insurance and 
the Fire Offices Committee (Foreign) 
has no authority or jurisdiction. In the 
casualty field there is a similar organiza- 
tion known as the Accident Offices As- 
sociation which has no authority over 
U.S. or Canada. 

Another important difference is opera- 
tions in Britain and here is that a 
policy is renewed from year to year by 
the issue of a renewal receipt and some 
policies have been in force in one fam- 
ily for more than a century. 

Mr. Newlands said that “with a life- 
time spent in our business I believe most 
strongly that the American Agency Sys- 
tem is the finest method of handling 
fire and casualty business in this coun- 
try. We all have cause to be proud 
of the achievements under this system 
and we should do our part to maintain 
and to strengthen it.” 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. $61,257,086. $47,213,904. 
Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 6,979,138. 3,732,372. 


Organized 1853 

National-Ben Franklin Insurance Co. of Pitts., Pa. 1,000,000. 10,476,694. 6,617,586. 3,859,108. 
Organized 1866 

Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 28,159,650. 17,868,349. 10,291,301. 
Organized 1852 

The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 27,904,445. 8,387,231. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 33,078,793. 9,607,543. 


Organized 1909 


Royal General Insurance Company of Canada 100,000. 433,385. 6,568, 426,817. 


Organized 1906 
Pittsburgh Underwriters - Keystone Underwriters 
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but others can injure a thriving business per- 


manently. Explosions, windstorms, fires, or 
other disasters can very often be the cause 
of business bankruptcy. 

You can see to it that none of your 
clients will ever have to shut up shop 
permanently because they failed to take out 
Business Interruption insurance (often re- 
ferred to as U&O). Business Interruption 
will pay the overhead so that a store owner 
can re-open with credit unimpaired. It pays 
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the wages of valuable employees. It pays 
the profit on the trade lost because of the 
fire or extended coverage peril. It makes 
certain that the business will be in as good 
shape as before. 


Every store owner and business man in your 
community is a prospect for Business Interrup- 
tion, and most will buy B.I. once you point out 
the need to them. If you need help getting 
started, consult one of your Travelers field men. 
He’ll be glad to give you an assist. 


INSURANCE COMPANY 
HARTFORD: Connecticut 














